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Some jobber in your locality is going t> 
sell a lot of these new BEAVER °71" 
Pipe & Bolt Threaders, Will it be you or—? 





























Beaver No. 71—Plain Beaver No. 71-R—Ratchet 
I ys. Patent De 117798 U. S. Patent Des. 117799 


THE NEW BEAVER ‘71° SERIES 
HANDIEST LITTLE PIPE AND BOLT THREADERS EVER PRODUCED! 


The new Beaver 71" series—shown above—thread pipe from § to 3-inch, 
right or left hand, and bolts from } to 1-inch, right or left hand, coarse or 
fine thread. American or British Whitworth standard threads. More than 100 
kinds and sizes of dies available. The die bosses project far above the face 
of the tool body so that chips clear instantly—even the long curls from soft- 
steel bolt stock cannot clog or jam this tool. Easy to oil the dies, too, which 
increases die-life and insures better threads. Self-centering universal chuck— 
no loose bushings. Perfect “centering’’ means perfect threads! Available in 
ratchet and non-ratchet models. The ideal tool for use with modern electric 
power units—as well as for hand operation. A green crackled-finish box, with 
partitions to hold 12 sets of dies, is available as an accessory. Unique in design 
protected by U. S. Patents covering both plain and ratchet models. 


es Fe NE, P, MOOD MDs oa nccecvcandcevad nb peaseaome $4.50 Resale 
See, Fae Memeer, Meteek, Me GUO. «oo iis ic ccicccdctsaccccucs 6.50 Resale 
Metal box, hinged lid, to hold 12 sets dies.................... 1.00 Resale 
Ee, Th We, Ge Wee GF CURR, POE GO non onc ck icc secccccess 1.50 Resale 
aon. Te. TE. Gi Bie Oe GK: BOF GHEE ok ois cick vicdicc cen tcc. 2.50 Resale 


) Jobbers’ Discount 20% with an extra 5% on / 
/ mixed Beaver orders amounting to $100 or more /} 


Do you have the new 1940 Beaver Catalog? It's ready! 





Siahaal — « WARREN, OHIO « For 40 Years~ 
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LUNKENHEIMER 125 Ib. SP 
BRONZE GATE VALVES 


THE GATE-WAY TO MORE SALES 


for Lunkenheimer Distributors who do a real selling 
job by consistently demonstrating all these service- 
giving features: 





Non-heat, easy grip, mal- 
leable iron handwheel. 


Stuffing box is deep and well 
packed. Hexagon head gland in 
all sizes. 





















Hard bronze stems with long power- 
ful thread, accurately machined. 


Perfectly machined surfaces form 
tight seats for repacking valves 
under pressure when wide open. 





Heavy wide flats on bonnet pro- 
vide firm wrench hold even on 
smaller sizes. 


Bonnet collar is exception- 
ally sturdy and provides 
tight body-bonnet joint. 


Disc wing guides and body 
guide channels are beveled 
vy" to insure easy assembly. 


Bodies have full flow 
straightway areas. Long 


pipe thread and ample Single Wedge Disc 
Nh Taper Seat 
clearance at end of thread Men-dhilien Seem 
prevent pipe ends from 
Double Wedge Disc jamming against seats. 
Taper Seat 
Rising Stem 
ee THE LUNKENHEIMER CS. | 
Lunkenheimer Distributors: QUALITY" / 
Have you a supply of descrip- a sea. 
tive circulars covering these BOSTON PHILADELPHIA 
valves? Available on request. EXPORT DEPT 318.322 HUDSON ST. NEW YORK 





LUNKENHEIMER Cemerie 


VALVES DEVICES 


11012-43A-14 


BOILER 
MOUNTINGS 
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OTHER LINK-BELT POWER 


rransmission Equipment! | |NK-BFIT TAKE-UPS 


—to help you build 


your sales FOR EVERY LIGHT, NORMAL, OR SEVERE 


Self-aligning Anti-Friction Ball 


Saeticmeicves | SERVICE CONDITION ...... 


industrial applications 











Welded Steel Base Plates ; 
eee Here is one item, taken from the wide line of Link-Belt Power 


Friction and Jaw Clutches, includ- Transmission Equipment, that we bring to your attention 

ing the famous Twin Disc line because, with this line you are able to meet every service 
— a ee eres ane condition. More than that, these take-ups are modernly 
Steel Split and Cast Iron Pulleys designed by Link-Belt engineers so that they render de- 
Satety Collars pendable, low-cost service and help you in establishing a 
Couplings, both Flexible and Rigid better relationship with your customers—Link-Belt quality 
“ume in these take-ups is something for you to consider in your 
Shafting efforts for more profitable sales. 


as well as a full line of pos- = - : . . 

ia ‘diades a Wilead nak | Link-Belt take-ups are made in various types in a range of 
Roller Chain Drives, ; shaft sizes and bearing movements—they are for installa- 
Speed Re- " . - re P 
dundin. ent tion in any desired position upon any suitable support. 


Variable 





Note the list of Link-Belt units in the panel—this complete 
line of power transmission equipment will help you to real- 
_ ize money making sales. Book 1600 tells the story. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 
Atlanta San Francisco Toronto 


Offices in principal cities e 


THE POWER TRANSMISSION LINE 
THAT INCLUDES POSITIVE DRIVES AND 
INCREASES SALES OPPORTUNITIES 
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End Mills are made Single-End 
and Double-End, including Two- 
Lipped Mills - - - Right-Hand 
and Left-Hand - - - in a Wide 
Range of Sizes from '/s” to %4” 
diameter. Other sizes to order. 


Write for circular—Brown & Sharpe 


Mfg. Co., Providence, R. 1., U. S. A. - 


BROWN & SHARPE 


CWUITERC 





Do your customers say this 
about your Belts? __. 


COMPASS —T. M. The Goodyear 
Tire & Rubber Company 


THE GREATEST NAME 


BELTS «© MOLDED GOODS ¢ HOSE ¢ PACKING 
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FIG. 1444 


O. $. ¥. 
an - - _ r GATE VALVE 


GATE VALVE 


FIG. 241 
0.5. Y. 
GLOBE VALVE 


Painstaking Powell work- ye 
manship teamed with i 
constant design improve- 

ments and inspection of 
materials — means that 

Powell Iron Body Valves 

meet the most critical service tests. 


/ J 


Be sure of dependable valve performance! For unu- 
sual service, minimum upkeep, specify Powell Valves. 


POWELL VALVES 


WM. POWELL CO. CINCINNATI, OHIO 
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A LEADING . 
RUBBER COMPANY 


bi lid of a tire vulcanizer weighs half a ton. 
It must open at exactly the right instant, or the 
tire is ruined. That’s why United States Rubber 
Company can’t take chances with lubrication of 
the tilt lid bearings. They use an Alemite Model 
6190 Electric Power Gun to force lubricant, under 
high pressure, to every part of these big bearing 
surfaces. 

In fact, Alemite Power Guns are used through- 
out the factory—not only for their power, but be- 
cause they cut lubrication time about 40%! A saving 
of minutes on each machine, multiplied by hun- 
dreds of machines, adds up to an important plus 
on production schedules! 

Such performance for leading concerns in every 
major industry has given Alemite Lubrication 
Equipment a reputation which should help step 
up your sales! 


ALEMITE 25-LB. ELECTRIC POWER GUN 


Holds 25 ibs. semi-solid lubricant; 
delivers 12 oz. per minute under pres- 
sure of 4500 to 5000 Ibs. per sq. in. 
Heavy duty universal motor for AC or 
DC. Mounted on 3 casters 

and easily moved about by 

handle, which also serves as 

hose rack. Complete with 

hose and control valve. 


ALEMITE 25-LB. AIR-OPERATED POWER GUN 
Holds 25 Ibs. of lubricant; operates 
on 80 to 200 nds air pressure, de- 
veloping 33 times pressure used. Eco- 
nomical wherever rapid, positive high 


pressure lubrication is B: 
Handle servés as 


needed. 
rack for hose; 3 casters make 
gun easily portable. Com- 
plete with hose and adapters. 


ae 


is 


REG. U, &. PAT. OFF. 


ANOTHER STEWART-WARNER PRODUCT 
1886 Diversey Parkway, Chicago, Illinois ¢ Belleville, Ontario 
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QUAKER Rubber Products 


Faithful in their performance, Quaker rubber 
products have been loyal to the industrial 
trade for over half a century. 

Quaker manufactures a complete line of 
Mechanical Rubber Goods...its modern fac- 
tory is continually turning out millions of feet 
of hose and belting... together with tons of 
rod and sheet packings. 

Satisfied customers, with the consequent 
repeat business, makes Quaker a most de- 


sirable line for the alert Distributor. For fifty- 


Pe _s 
Mp 
ee =< 3 


PHILADELPHI 


five years Quaker has been manufacturing 
quality mechanical rubber goods. The 
Quaker line is complete... it is attractive... 
abundant warehouse stocks at Philadelphia, 
Chicago, Houston and San Francisco. It is the 
ideal line of rubber goods for the Distributor. 


DISTRIBUTORS —Jnvestigate the Quaker 
franchise and distributor protection. Gen- 
erous sales aids. Quality products, easy- 
to-sell merchandise. Get in touch with 
Quaker. Your territory may be available. 


ICAGO - HOUSTON - SAN FRANCISCO 





oe RIES per Ty 
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Keep Re-Orders Coming 


MULE 


by Selling ATKINS 


METAL CUTTING SYSTEM . 


‘~7 seeil 


Ist Above: 

Atkins Silver 

Steel Blades 

known everywhere 

os “Blue Ends”. Best sellers 
for 15 years. 


2nd Above: Atkins A-Mol Blades. 
Molybdenum biades with 
performance similar to Silver 
Steel. Yellow ends. 


Atkins Solid Tooth Clearance Grind Metal Mil- 
ling Saw. For operation of milling machines 
at peak efficiency. 

Atkins Metal Band Saws are also favorites 
in many special applications. 


Atkins Super-Power Blades. New tooth de- 
sign, new tooth pattern, blades of Silver 
Steel makes these the fastest, straightest 
cutting power blades available. 





@ When you get a prospect to try 
Atkins Metal Cutting Saws you make far more than 
an easy, profitable initial sale. You put yourself in 
line for the lion's share of all the customer's sub- 
sequent saw purchases. 


Users quickly discover how standardizing on Atkins 
for all the metal sawing jobs assures rock-bottom 
production costs, and faster, more accurate work... 
Decide now to explain to every one of your prospects 
the advantages of Atkins Metal Cutting System. Re- 
member, consistent, forceful advertising is helping you. 


Write us for performance data on the Atkins Metal 
Cutting System. 


t.¢ ATKINS & CO. 


“For Every Cutting Job, Atkins Has The Edge 


eiloey.o SAWS 


420 S. Illinois, Street Indianapolis, Indiana 
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THE NEW “TOLEDO” HANDY STAND 


No. 0 Open-Side Pipe Vise holds 4” 
to 242” pipe. A fine vise for fitting 
make-up work. 





This new “TOLEDO” is proving popular with users 
everywhere. 


No legs or connecting brace are furnished. 
Packed in a small carton for neat stock arrange- 
ment. Legs are made from 1” pipe; connecting 
brace from 1%” pipe. Easily and quickly assem- 
bled or taken down. Tool tray holds die stock. 
pipe wrench, pipe cutter and oil can. Bender bends 
pipe or conduit up to 1” without kinking. No. 0 
Vise holds 4%” to 242” pipe. Malleable iron and 
steel throughout. Sold as desired with or without 
tray or bender. Low user’s net prices shown below. 
Order several for stock. Literature furnished on 
request. 


HANDY STAND ONLY (NO LEGS)................. $4.00 
FOE. © WO. cc ccccccscccccccccccsccccceccesccees 3.60 
VOGE. FRAY. .ccccccccvcccccccccccccecceccccscces 80 
POPE GRUBER... ccccccvcvccccccccccccccceccccces 1.00 


(PRICES ARE USER'S NET PRICES) 


TOLEDO, OHIO 


New York Office, 72 LAFAYETTE ST. 


"TOLEDO 








THEY'LL DO BETTER WITH A “TOLEDO” 


MILL SUPPLIES ¢ FEBRUARY, 1940 


















=~ OH 


le 


E ST. 











—————— 


The story of these three smart 


° G oO 
plant managers x [XK K 


Holds a Sales Tip for Distributors! 








When alert plant operators discover a new way to do an old job — easier, 
better and faster — and accept that new way almost over night .. . that’s 
news no distributor can ignore! That is what has happened since the an- 
nouncement just one month ago of the new Thor Nibbler for cutting sheet 
metal and tubing. Read what three typical plant men say about this new 


tool :-— 


—— | 














2. MR. TIMESAVER: = “When I saw the 
speed and ease with which the new Thor 
Nibbler cut irregular shapes even in 
curved stock and followed contour ac- . 
curately, I knew it would speed produc- 
tion both in the shop and on the job.” 











4. WHAT A CAPACITY! The new Thor Nibbler will cut 
up to #18 gauge (.049”) in steel; #15 gauge (.072”) 
in aluminum. 


INDEPENDENT PNEUMATIC TOOL CO. 
606 W. Jackson Bivd., Chicago, III. 


can save time and money 


1. MR. MONEYSAVER: “I watched the 
new Thor Nibbler cut sheets of #18 
gauge galvanized iron without dis- 
torting the sheet; make internal cuts 
with ease and do jobs that we’ve never 
been able to do right with an electric 
shear. When I saw that, I decided the 
Thor Nibbler was the tool for us.” 




















<b. MR. WORKSAVER: “The small 
size and light weight of the new 
Thor Nibbler sold me! You can 
use it with one hand, in hard-to- 
reach places, to cut even 1” cir- 
cles and tubing as small as 144” 
in diameter. 
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in both shop production 





and on-the-job installa- 





tion work with the new 


Thor electric Nibbler. 
























A NEW 

Vew SALES BUILDER 
FOR DISTRIBUTORS 

* The new Thor Nibbler 
adds another great tool 
to the Thor line. It can 
be used in more places, 
for more jobs than any 
other portable electric 
tool for sheet metal 
cutting. It opens new 
markets for every dis- 


sales and profit possi- 
bilities for you. 


ORTABLE EGET A ic 
IB # LE 4 tributor. Ask about its 
Lt LIGHT & Be 





Seaeeoeeusenoorrg 


eccccccscassccacsed 


Quite 4 celebration at the steel mill last 
week, and being an old friend, they asked 
me out for the occasion. 


The Big Boss was down from headquarters 
to make 4 handsome speech and then pre- 
sent old jake Trump with 4 50 year service 
putton. 


estivities that followed, I step- 
ped up to the Boss when his “yes-men” had 
deserted him for 4 minute. 


With more courage than I can explain now, 
I brightly said “You've got another 50 year 
old veteran in this plant”. 


“Oh, yes” he questioned, indicating me to 
explain. ; 

“well”, 1 says ‘Gs a Jenkins Valve out 
in the boilet room—and service like that 


* Not his real name, of course 


OF A HARD. | 
HARD-WORKING SUPPLY 


MILL SUPP’ 
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should be recognized, too”’. 


winkle in his eye and says Why 
see it”. SO everybody 


alongside 4 
nd says, 


The Boss coughed and then goes into his 
speech - -- imost the same things he said 
about old Trump. 


Finishing with a flourish, he whips out an- 
other service button and hangs it on the 
valve wheel. 


well, we all had a good jaugh. That is, all 
except TTUMP» and I think he’s still sore at 
me for making him share his big day with 
a Jenkins Valve. 


1 oe: 
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Fooling Ourselves ? 


During the past several weeks we have 
heard considerable mild crowing by some 
distributors over high rates of stock turn- 
over attained during the past year. This talk 
made us feel pretty proud of the progress in 
good management being made by the indus- 
try until we started to ask ourselves some 
pointed questions. Now we aren't so sure. 

For instance, is high turnover, as com- 
monly computed, a true indicator of good 
management? Might not an abnormally 
high turnover rate be laying the ground- 
work for future trouble by encouraging 
skeleton stocks? Are manufacturers build- 
ing future grief for themselves and their dis- 
tributors by stressing turnover at the expense 
of complete stocks? 

In discussing these questions, it is first 
necessary to define what we mean by turn- 
over. In gathering annual operating per- 
centages, the distributor associations have 
attempted to differentiate between turnover 
based on total volume and turnover based 
on out-of-stock shipments only, but it has 
been our experience that the average dis- 
tributor and average manufacturer mean the 
ratio between total volume and average in- 
ventory when they use the term. 

It is on this point that we question the 
reliability of turnover rate as an indicator 
of good management. It is well within the 
realm of possibility that one company could 
do $1,000,000 worth of business with an in- 


ventory of $200,000 and still make less net 
profit than a firm which carried a $500,000 
stock to do the same volume. The added 
expense of direct shipments and back orders 
and the strong possibility of shorter margins 
on the former push net profits down sharply. 
Further, the inability to ship immediately 
from stock, which usually goes hand in hand 
with high turnover, may be raising hob with 
the distributor’s standing with his customers. 
Generally, not always, high turnover must 
be secured at the expense of complete stocks. 
A definite industry trend in this direction 
would be dangerous, for distributors would 
be sacrificing their strongest sales argument. 
Nor would such a trend be chargeable to 
distributors only. Since 1930, a good many 
manufacturers’ salesmen have soft-pedalled 
their efforts to sell their distributors on the 
value of carrying complete stocks. As a re- 
sult we have seen skeleton inventories, a tre- 
mendous number of small back orders and 
direct shipments, an increase in the cost of 
moving goods to the ultimate consumer. 


A high turnover rate is a beautiful indi- 
cator of a distribution job well done but let’s 
be sure that we calculate turnover with a 
realistic eye and that in attaining this symbol 
of good management we do nothing to dis- 
illusion the industrial buyer about his ability 
to “get it quickly from his local distributor’s 
stock.” 
































THE REPUBLIC Sa 
5-POINT POLICY  & 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or SM 
indirect, among the trade covered sis : ~ se oF 
by his day to day solicitations. ee I ee ON Sa 
Selling helps of reasonable a- ting ™ 

mounts so that his sales force may =< 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 








DONE LINE 


ONE OUTLET 


MANUFACTURERS of 
mechanical rubber products 
exclusively—that is the spe- 
cialized position of Republic in 
the industry. Sole outlet for Re- 
public mechanical rubber 
goods in his territory —that is 
the productive position of each 
Republic Distributor in the 
supply business. 


The devotion of years of ex- 
perience and research to one 
job ... the manufacture of me- 
chanical rubber goods... has 
resulted in uniform quality, 
high salability of product. 
Handling such products, with 
no direct selling to interfere, 
has proved a fine contact for 
Distributors. 


RUBBER 


14 MILL SUPPLIES © FEBRUARY, 1940 








ttt tI». 









| Med) TALK OF THE TRADE 


_ we we 





ANY OLD PIPES? Only pipe-collecting hobbyist we know is 


Clarence Hall (Globe Machinery & Supply, Des Moines)... 
Hasn't been at it very long but already has 50 or 60 kicking 
around and expects to add 25 or 30 per year...No matter how 
many orders a trip yields him, it’s still not a complete success 
unless he has managed to pick up another pipe, be it meerschaum, 
briar or corncob ... (Personal to C. H.: If this free plug produces 
any returns, consult us for rates on larger space.) 


CONGRATULATIONS: To J. W. Clements (Lewis Supply, 
Memphis) who led all salesmen in the U. S. on orders for G-M 
diesels...\Won enough new furniture to do a complete redecora- 
tion job at home... Also to Wm. McDonald (Lewis, too) whose 
Christmas was the better for his having married Miss Kay 
Thornton on Dec. 23. 


SPONSOR’S WAR: Having heard just about enough concern- 
ing the influence Alvin Smith (Smith-Courtney) has had on the 
career of Bill Robinson, Bob Page (Henry Walke Co.) ups 
with the information that Kay Kyser (That’s Right, You're 
Wrong) clung to his (Bob’s) coat-tails during boyhood days 
around Rocky Mount, N. C....Bob says he can get into a Kay 
Kyser broadcast as fast as Alvin can crash the Cotton Club, 
even though tickets are in demand six months ahead. 


FOR BETTER FEELING: Just to gladden your heart for the 
day, how about suggesting a merger of the Edw. H. Joy Co., 
Syracuse, and the Happy Belting Co., Tulsa . . . Maybe you 
could title the combine, “Pollyanna Supply Co.” 


STAGE MANAGER’S WOES: Uniquely Independent Pneu- 
matic Tool demonstrated its Midget drill at the Chicago Automo- 
tive Equipment Show by hiring two midgets to work with the 
tool behind a glass that made them look even smaller. ..The act 
was all set when one of the boys enthused to Neil Hurley (Inde- 
pendent v.p.) “We do swell acrobatics, too!”...“"No!” said Neil, 
horrified...“Sure! Won't cost a cent extra.”.. —_ no!” 
insisted Neil...“But we're good!’”’...“Positively no! No acro- 
batics. Just demonstrate.”...They took it with mutterings and 
shakings of the head, and that’s why Neil looked so nervous all 
through the show—expecting an outburst of miniature cartwheels 
any minute. 


SPEAKS FOR ITSELF: At the same show Black & Decker 
went novel by installing a small speaker in a drill...When a 
visitor picked up the product he quick got a sales talk. 


BACK WITH THE STORY: Again on the job at Pattison Sup- 
ply, Cleveland, is Charlie Pattison, looking fit and feeling okay 

.Line forms on the right for those who want to hear about the 
operation. J. J. W. 
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War of nerves aimed at Hurley 
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Sometimes we wonder about science 





Cleveland conversation boom 





“ee eo 


Empoyees of Campbell Hardware & Supply, Seattle, give a farewell party to Chester H. 
Klieves, for 29 years Northwest representative Whitman & Barnes 


HIGHLIGHTS THIS MONTH 


First report and study from Joint Research and Sales Survey Committee 
tackles subject of “Missionary Man’, appears this issue, opposite page 


Convention planners give more data on schedule for special trains to 
Dallas and announce first steps toward building of program 


Retirement of Harry Riddle (Geo. Worthington Co.) and partial retire- 
After 47 years with Geo. Worthington Co., 


; , ment of J. E. Dilworth (J. E. Dilworth Co., Memphis) learned with regret 
Cleveland, Harry Riddle, genial supply man i brie ie ’ . 
fled to his Florida home and into well. PY their hundreds of friends among distributors and manufacturers 
deserved but regretted retirement 





Members of the engineering, sales and service departments of Dumore Co., gathered Jan. 2-5 for sales conference. Seated are Jim 
Hamilton, purchasing agent; Grover Zimmerman, vice president and general manager; L. H. Hamilton, President; H. F. Nehoda, secre- 
tary-treasurer and Bob Hamilton, sales manager. Theme of the meeting was improvement of “Corny” selling. See story in news section 
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MISSIONA 


THE PRIME AIM of the joint Re- 
search and Sales Survey Committee, 
recently appointed, is to study and 
make recommendations on any 
phase of industrial supply house 
operation, which affects the cost of 
distribution. 

One sales activity, participated in 
by most manufacturers and _ vitally 
affecting all distributors, is mission- 
ary selling. The manufacturers of 
industrial supplies and equipment 
annually spend hundreds of thou- 
sands of dollars to place missionary 
salesmen in the field. Most of this 
money is well spent and acts to in- 
crease distributor selling efficiency, 
thus reducing distribution cost. 

However, extensive studies 
among industrial purchasing agents, 
manufacturers and distributor ex- 
ecutives and salesmen reveal in the 
system certain creaky joints or bot- 
tle-necks which tend to prevent mis- 
sionary sales activity from attaining 
maximum efficiency. 

In any study of an industry activ- 
ity, it is well to ask, “why do it al 
all? Whai is the value of it?” 

Some industrial buyers, on being 
interviewed, have expressed them- 
selves as being of the opinion that 
money spent on missionary selling is 
wasted, that the distributor's sales- 
man can answer all needs. Others 
(disagreed. 

Jumping to the manufacturer's 
point of view, it appears that mis- 
sionary selling has been undertaken 
extensively to do two things: 


1. Keep pace with the rapidly ex- 
panding technological needs of in- 


RESEARCH 
AND. SALES 
SURVEY 
COMMITTEE 


A JOINT ACTIVITY OF 


American Supply & Machinery Mfr. Assn. 
National Supply & Machinery Dist. Assn. 
Southern Supply & Machinery Dist. Assn. 


An industry plan aimed at more 
profitable missionary sales work. 
First of a series on distribution 
activities. Prepared by the joint 
Research and Sales Survey Com- 
mittee and the editors of MILL 
SUPPLIES, and based on inter- 
views with buyers, manufac- 
turers and distributors 


* * * 


dustrial America. 

2. Raise the technical selling eff 
ciency of distributors’ salesmen. 

These dual reasons should be 
borne in mind for they have an im- 
portant effect on methods employed, 
to be discussed later. 

Most manufacturers consider mis- 
sionary sales work an absolute ne- 
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RIES AT WORK 


cessity, their enthusiasm increasing 
in direct ratio to the technical na- 
ture of the product they manufac- 
ture and its applications. 

The distributor undoubtedly bene- 
fits from most missionary — sales 
work and has been quick to recog- 
nize its effectiveness in putting him 
in a position to combat direct sell- 
ing. 

Consequently, in answering our 
first question, “Why do it at all?” 
there appears to be considerably 
more to be gained with missionary 
selling than without it. 

Granting that missionary work is 
essential, it is only logical that an 
attempt be made to answer the 
question, “Why do it the way it is 
being done?” 

A study of buyer's, manufactur- 
er’s and distributor's opinions indi- 
cates that, generally speaking, mis- 
sionary sales work is conducted in 
one of two ways: 

1. The manufacturer's representa- 
tive calling on industrial plants in 
company with the distributor's sales- 
man who regularly sells the account. 

2. Thamanufacturer’s representa- 
tive calling alone. 

The first method not only serves 
to introduce the manufacturer’s 
product to industrial users but it is 
a powerful tool for the technical ed- 
ucation of the distributor’s sales- 





(On the following two pages is a 
chart of missionary work responsi- 
bilities. Text concluded on page 20.) 
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ARRANGEMENTS 


Included in this phase are all negotiations and activities prior to actual mis- 
sionary calls which tend to make these calls more effective and profitable. 





Know my product thoroughly—so thoroughly that its qualities and uses can be 
explained simply. 





Know where my product is used and how it is used in each type of industry. 





Write distributor's sales manager, well in advance, (at least 2 weeks) asking 
to work with his men. 





THE MANUFACTURER'S 
MISSIONARY SALESMAN 


Inform distributor's sales manager of principal markets for my product, so he 
can arrange most useful calls, 





Arrange for a sales meeting to precede field calls with salesmen, if at all 
possible, 





Do everything possible to encourage study of my product prior to my visit 
—send catalogs, questions, etc. 





Arrange, if possible, to synchronize the distributor's sales promotion on my 
product with my visit. 
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If plant operating officials are necessary to proper demonstration of my 
product urge distributor's sales manager to prepare way in advance. 








By a study of sales volume and plant coverage, determine which products 
need missionary help. 





Arrange, well in advance, a schedule of missionary work, bearing in mind 
seasonal sales trends. 





Try to arrange a sales meeting to precede field sales calls. 





Secure from the manufacturer's representative a list of markets and applica- 
tions for his product. 





THE DISTRIBUTOR’S 


From the above, determine which of your customers and prospects should be 
covered. 





SALES MANAGER 


Check above list with salesmen and arrange schedule of work with each man, 
urging advance appointments when plant operating officials are to be seen. 





Notify manufacturer's representative of time and place of sales meeting and 
time and place to meet each salesman. 





Send list and description of plants to be called on to manufacturer's repre- 
sentative, asking for suggestions and additions. 





Request supply of manufacturer's catalogs and suitable promotion literature 
for study and distribution. 
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Request manufacturer's representative to prepare a list of questions on his 
product for pre-meeting study by salesmen. 








Check with sales manaaer the type of plants using the product and determine 
which of my customers and prospects fall in these classifications. 





THE DISTRIBUTOR’S 


Should plant operating officials be desirable to properly demonstrate product, 
try to make arrangements with purchasing agent in advance. 





SALESMAN 


Inform sales manager of routing and meeting place and time. 
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Study manufacturer's catalog prior to sales meeting and be prepared to 
answer questions. 
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A check-chart of "do's and don'ts" which may help reduce the "real" cost of missionary sell- 


ing through increased volume on calls and more resultful follow-up by distributor's salesmen 





CUSTOMER CALLS 


Included in this phase are all responsibilities and 
activities in connection with actual field work. 


FOLLOW UP 


Included in this phase are all activities to be undertaken 
atter field work which will make that work more effective. 





Be prompt in meeting each salesman. 





Use time between calls for sales instruction. 


Report in detail, activities on missionary calls to dis- 
tributor's sales manager, stressing future prospects to be 
followed. 








Stress technical help to the customer. Avoid high-pres- 
sure methods. 


Make sure that distributor's sales manager and all sales- 
men are equipped with necessary catalogs and sales data. 





Check inventory to be sure its size and assortment will 
meet normal needs. 





The distributor's salesman and the customer may want to 
discuss other products. Be tolerant of this situation. 
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Not too long after leaving, drop a note to each salesman 
reminding him of potential customers. 





When possible, dramatize your sales points. They will 
make a more indelible impression. 





Encourage the distributor's salesman to “take over" inter- 
views as he becomes familiar with technique. 





If no sale is made, try to pave the way for a follow-up 
call by the distributor's salesman. 





Make a careful record of each prospect called on. 





Check to see that schedule is being followed. 


Be sure to get complete report of all missionary work 
done. 





Arrange for mail promotion campaign to tie-in with calls 
being made. 


Set up system to insure follow-up of prospects by sales- 
men. 








Be sure that counter and telephone salesmen are prop- 
erly posted to handle inquiries. 


Consider possibility of following up calls made with a 
letter stressing service on the product. 
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Check stock. 








Be prompt in meeting the manufacturer's representative 
and in keeping prearranged dates. 


Before leaving manufacturer's representative, make sure 
all sales points are understood. 





Concentrate as much as possible on the product in ques- 
tion, 


Check back on prospects who looked "warm." 





Observe closely the technique of the factory man. 
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Make an accurate record of applications in each plant 
for follow-up. 





Use the manufacturer's technique on new prospects. 
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man, who must “carry on” during 
the missionary’s absence. 

The second method, while it is 
approved by some buyers and some 
distributors, is certainly only par- 
tially productive. The manufactur- 
er’s representative, working alone, 
becomes no more than a specialized 
salesman on the distributor’s staff. 
His costs must be borne by one line 
only. He is in no way educating 
the distributor's sales staff to repre- 
sent his company in his absence. 

In studying current practices, it 
becomes apparent that at least part 
of the ineffectiveness now found in 
missionary selling is chargeable to 
the manufacturer’s man working 
alone. Other creaking joints in the 
machine are caused by a lack of 
understanding on the part of the 
men concerned as to the functions 
that each must perform to insure 
smooth operation. 





For this reason, and because it 
presents many thoughts in a con- 
cise manner, a chart of the func- 
tions of the manufacturer’s repre- 
sentative, the distributor’s sales 
manager and the distributor's sales- 
man in missionary sales work has 
been prepared and is presented on 
pages 18 and 19. In this chart an 
attempt has been made to include 
every possible activity which would 
make for smoother, more effective 
cooperation in missionary — sales 
work, Conditions vary. All manu- 
facturers and all distributors will 
not be able to use this chart. How- 
ever, by using it as a guide, it is 
felt that economies of time and 
money can be made by any manu- 
facturer or distributor. 
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The final, and perhaps hardest to 
correct, creaking joint in missionary 
sales work is the lack of coordina- 
tion brought on by a clash of per- 
sonalities, or rather by careless per- 
sonal selling habits. 


Pet Peeves 

The success or failure of this ac- 
tivity, as well as all other sales ac- 
tivities, depends to a large extent 
on men. Since this is so, and since 
the personalities of all men differ, 
it is extremely important that a 
strenuous effort be made by every- 
one concerned in missionary sales 
work, manufacturer and distributor 
alike, to minimize any sales habit 
which might tend to antagonize the 
other fellow. 

While it 


would be foolish to 


attempt to prescribe rules of con- 
duct for all salesmen, a study of 
made by 


the comments distribu- 





























4. High pressure selling. 

5. Condescending attitude _ to- 
wards distributor’s salesmen. 

And on the other side of the 
fence we find manufacturers’ repre- 
sentatives with very strong opin- 
ions about the distributors’ sales- 
men who: 

1. Take them to plants which are 
not prospects. 

2. Do not try to get them to the 
plant official who will be most inter- 
ested in their products. 

3. Take most of the time on a 
call for discussion of other lines. 

4. Do not try to absorb the sell- 
ing technique used. 

5. Do not follow up good pros- 
pects. 


Meet the Buyer's Needs 


Careful planning, in some such 
method as suggested on the check- 
chart, will go far toward eliminat- 


A well-conducted, busi- 
nesslike sales meeting, 
preceding = missionary 
calls, removes doubts, 
improves results. (W. 
M. Pattison, Cleveland, 
sales meeting) 





tors’ sales managers and salesmen 
and manufacturers’ representatives 
throws the spotlight on several glar- 
ing “pet peeves.” A sincere attempt 
to eliminate these would go far to- 
wards smoothing out 
sales work. 

For instance, distributors’ sales- 
men and managers find the 
following practices objectionable. 
Their elimination by manufacturers’ 
representatives would help tremen- 
dously in securing better coopera- 
tion: 


missionary 


sales 


1. Failure to be prompt in meet- 
ing distributors’ salesmen. 

2. Failure to conform to the rules 
of the distributor's establishment. 

3. Boasting about high salaries 
and little work. 
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ing many of the above points of 
friction. Most of the others will 
take care of themselves if all con- 
cerned will bear in mind that the 
man they are striving to sell, the 
industrial buyer, is interested pri- 
marily in lowering his plant costs, 
and is anxious to obtain informa- 
tion which will help him to do it. 
Jeing human, however, he wants to 
obtain these facts in the easiest 
fashion. <All missionary _ selling 
should be designed to meet these 
desires. When this is done, the lit- 
tle irritations which act as a drag 
on efficiency will tend to disappear 
and missionary selling will take its 
rightful place as a powerful builder 
of sales volume for the industry and 
its cost will be low. 
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ALL ABOUT CHISELS 


And punches, too — both staple items always in demand by the machinist 


IN THE OLD DAys, the machinist— 
particularly the die maker—spent 
most of his time with chisels and 
files. Elaborate modern machine 
tools like borers, profilers and die 
sinkers have since taken over much 
of the heaviest work, but even in 
the big shop every machinist worthy 
of the name still has a complete 
chisel kit. They work fewer hours 
per day, hence last longer, but a 
variety of chisels is still essential. 

The commonest chisel is the fa- 
miliar “cold” or flat, which has by 
far the widest use. As its name in- 
dicates, its primary use is for chip- 
ping cold metal—chamfering edges ; 
cutting off burrs after sawing, burn- 
ing or welding; cleaning up cast- 
ings; cutting off rivet heads; cut- 
ting small or special pieces from 
plate or bar; notching for sawing or 
marking, and so on. Most machin- 
ists have both large and small sizes, 
the large 5 or 6 in. long, and the 
small about 3 in. long, in a variety 
of face widths. A common set, for 
example, would include large chis- 
els with faces 4, } and 1 in. wide, 
and small chisels with faces ,'5, 4, 
fs and 3 in. 

For more specialized use, the ma- 
chinist has three other types of chis- 


els, diamond-point, cape and round- 
nose (all of which are sketched 
here). The diamond-point or loz- 
enge is used for finishing inside 
corners to a sharp joint and for 
“chipping over” drilled holes. The 
latter operation consists of making 
a series of parallel grooves on the 
side of the drilled cone to which the 
drill is to move. When the drill is 
brought down again, the lessened 
amount of metal there offers less 
resistance, hence the drill moves 
over that way until it again strikes 
solid metal. Lozenge chisels are 
sized by size of “cut”, which is the 
width of face measured across face 
center. Commonly used sizes are 
4,4, and jin. cuts. Cutting edges 
are of course tempered, heads soft 
to prevent chipping and chamfered 
to resist burring. 

The cape chisel is the old standby 
for cutting key ways, lifting keys 
out of ways, and for narrow groov- 
ing. The usual sizes are 4, 4, 3, 4 
and 3 in. “cuts” or face widths. The 
round-nose or half-round chisel is 
similar to the cape and similarly 
used, except that it handles oil 
grooves and similar round-bot- 
tomed depressions or fillets where 
two walls join. 
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In the same classification, the 
machinist considers punches, al- 
though they’re used for totally dif- 
ferent jobs. His commonest uses 
are for drift punches, which have a 
long neck and are used to drive out 
dowels, pins, keys and in general 
for any driving operation in con- 
stricted space. The shorter-necked 
punch, called the “solid” is used for 
punching sheet iron, for riveting in 
tight corners and similar operations. 
A good die maker will have a full 
set of drift punches (which usually 
correspond with taper pin numbers 
from O to 8) and perhaps solid 
punches by sixteenths (face diame- 
ter) up to 4 in. 

In the same category, but again 
for different uses are center and 
prick punches, both used for mark- 
ing steel. The center punch is 
shorter and has a blunter point, be- 
ing used for marking hole centers 
for drilling, etc., as its name im- 
plies. The prick punch, on the other 
hand, is used to delineate guide 
lines and such jobs, hence makes a 
smaller, deeper mark. One small 
and one large center punch, and 
perhaps one prick punch are enough 
for the machinist. But don’t forget 
the diemaker—who needs more. 
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Here's 
of Somers, 
looking over the 
their cfforts. Left to right, 
are: E:. L. Alberter, sales man- 
ager; A. E. Cox, sales de part- 
ment; E. C. Hammerle, pur- 
chasing agent and lV. T. Todd, 
president 


the catalog committee 
Fitler & Todd 
results of 
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A 1939 BEST SELLER 


Startling results come from the new Somers, Fitler & Todd catalog. 


Here's how they created an effective selling tool 


Who says a distributor’s catalog 
Ask Bill 
Todd, president of Somers, Fitler 
& Todd, Pittsburgh, to show you 
that long list of sales for the month 
of August—all direct dividends from 
the company’s catalog published the 
first of that month. 

But you can’t just throw a catalog 
like this together. Not if you ex- 
results. It took time and it 
proved the S-F-T theory —that a 
catalog can volume. 
Here’s how they made their theory 
work: 

First, a catalog committee was 
organized. It consisted of W. T. 
Todd, president; E. L. Alberter, 


doesn’t bring in orders? 


pect 


boost sales 


sales manager; I. C. Hammerle, 
purchasing agent and A. E, Cox, 
sales department. Each man was 


specially qualified to play a part in 
the building of this book. The 


aim was to build a catalog com 
pact but still complete. 
that, 


More than 


they wanted a book that 
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in book form 


would be a definite aid to the buyer 
and would actually do some selling 
of its own. 

Nearly a year in the making, the 
catalog as now published has many 
unusual features. Just to make sure 
the firm’s salesmen realized its 
value, Ed Alberter, spent two full 
days merchandising it to the selling 
staff. 

A glance through the volume re- 
veals that uniformity was the key- 
note in its mechanical makeup. 
Illustrations all run close to the 
same size, type is eye-catching and 
layout is excellent. 

First important operating section 
is the index. Here are listed and 
cross-indexed the many thousands 
of supplies and equipment in the 
succeeding 546 pages. No trouble 
here for the p.a. to flip open the 
cover and find what he wants in an 
instant. 

The book has been sectionalized 
and planned for a related selling 
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job. Lines and products that have 
an affinity for one another will be 
found grouped together. This one 
feature performs the important 
work of suggesting other items to 
the man who buys or needs tools 
and equipment. 

Executive and salesmen’s copies 
are of loose-leaf construction and 
corrected weekly for price changes 
by inserts. It’s considered a major 
offense not to make the revision as 
it is issued each Friday. 

Throughout the book are many 
helpful aids for the customer’s use 
as well as for the distributor’s own 
men. <A glance into its contents 
shows useful information on flat 
belt drives; engineering data for 
V-belt drives; a pipe-bundling 
schedule; sectional diagrams of 
grinding wheels and other products ; 
application guide to lubricants; 


illustrations for every type of 
malleable iron fitting and other 


time-savers for the busy p.a. or engi- 
neering department. Somers, Fitler 
& Todd telephone clerks find it a 
complete reference for any and all 
information on a product. One cus- 
tomer sent in a $170 valve order 
with the notation “Yours was the 
only  distributor’s catalog that 
showed valve and size wanted— 
that’s why you get the order!” 
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11 AGRES FOR A WAREHOUSE 





Spotted in the heart of growing industrial Southern California . .. completely modern . . . Ducom- 


mun's new plant at Vernon, one of the largest in the country, is streamlined for speedy service 


HeEDING the urge to expand after 
90 years of successful business in 
Southern California where it was 
founded in 1849, Ducommun Metals 
& Supply Co. has completed the 
erection of a modern warehouse at 
49th and Alameda Streets in Ver- 
non, California. Springing from a 
small general store in Los Angeles 
established by Charles L. Ducom- 
mun, a Swiss watchmaker, who had 
trekked across the Santa Fe trail, 
the Ducommun company has grown 
with California. Now employs 
over 300 people, still is operated 
by the founder’s family. 

The new plant is to be used as a 
storehouse and distributing center 
for a large and comprehensive stock 
of iron, steel, non-ferrous metals, 






























interior of the new Ducommun warehouse at a 

Vernon, California. Five overhead travelling cranes 
service the four well-lighted bays. Spur track f 
feeds into two railroads and there are adequate fa- ‘ 
cilities for handling incoming and outgoing trucks 


pipe, valves and fittings. It covers 
228,000 sq.ft. of working area lo- 
cated in the center of an eleven- 
acre tract of land situated in the 
heart of Southern California’s grow- 
ing industrial district. 

Of all-steel construction (290 
wide by 600 ft. long), the main 
building contains four well-lighted 
bays serviced by five overhead 
travelling cranes. Running the 
length of the north side is an open 
air bay in which heavy line pipe is 
stocked and serviced by a mobile 
surface crane unit. On the south 


a 20 by 600 ft. concrete addition has 
been constructed to contain offices, 
salesroom, recreation, locker and 
shower rooms as well as to provide 
space for welding demonstrations. 
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The most modern equipment ob- 
tainable has been installed to take 
care of cutting and shearing mate- 
rial to customer specifications. In 
the pipe shop, besides the necessary 
cutting equipment, there are nipple, 
coupling and threading machines, 
conveniently located, of course. 

Serviced by both the A. T. & S. F. 
and Southern Pacific railroads, a 
spur track crossing the four bays at 
the east end, facilities for handling 
incoming and outgoing trucks have 
been installed, too. 

Future expansion is provided for 
in the areas to the east and west of 
the new warehouse. It is the plan 
of the company to move its entire 
organization to the new location 
within the next few years. 







There's a big job of production 
boosting and cost saving to be 
done in the metal working field 
and oilstones stand ready to do 
it... Here's how you can do a 
joint job of building sales and 
winning the hearty thanks of 


men in your biggest market 


I'vi CARVED wood long enough to 


know that one of the essentials is 
an oilstone. Even after a carving 
chisel is freshly ground, it must be 


carefully oilstoned, or the edge 


doesn’t cut the wood—it tears it. 


Regular oilstoning during carving 


more than saves the time it takes 
by giving faster, cleaner, more ac- 
curate cutting. A _ professional 


carver once told me that the skilled 
woodcarver is known by the amount 
of oilstoning he does. For proof, 
look at the accompanying picture of 
Alois woodcarv- 
ing’s great, at work in his Oberam- 
mergau studio. 


Lang, one of 


\t least a dozen oil- 
stones of various shapes are within 


reach of his hand. 
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\ssuming that the oilstone is ac- 
\ still 
true that many metal-working ex- 
ecutives don’t know that lathe, 
shaper and planer toolbits, milling- 
cutters, scraper blades, drills and 
reamers will all do better work and 
last longer if they’re stoned regu- 
larly. Some fail to realize that 
when an edged tool is ground, the 
wheel leaves a “wire edge”. 


cepted by woodcarvers, it’s 


Unless 
this is stoned off, the first contact 
with the work turns this edge over, 
presenting thé back of a bend in- 
stead of a chisel edge to the work. 
That cuts production, takes more 
power, and gives poorer finish, Ex- 
plain that to any production execu- 
tive, and he'll look on an investment 
in oilstones with kindlier eyes. 

To be certain he makes effective 
use of the stones, explain to him 
that, although everyone says you 
“oilstone an edge”, you actually 
stone the bevel. Any edge, regard- 
less of tool, is created by the meet- 
ing of two bevels, and the smoother 
and flatter those bevels, the sharper 
will be the edge. Rubbing an oil- 
along the bevels 
straightening and 
thinning the joining line (often in- 


stone carefully 


smooths them, 
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The cutting life of lathe and planer 
tools is much prolonged by frequent 
vilstone treatments 


Most of the photographs and much of 
the data in this article courtesy of Behr- 
Manning Corporation 


By E. J. TANGERMAN, 


TECHNICAL EDITOR 


UNTAPPED 


visible to the eye) which is the cut- 
ting edge. 

When the edge of a tool is pressed 
against the work, the pressure tends 
to “jam the edge back into the 
bevel.” The longer the contact, the 
more the jamming, and the more 
blunt (and dull) the tool becomes. 
Regular stoning, however, removes 
the little shoulder caused by the 
jamming and levels out the bevel 
behind the edge, allowing it to cut 
freely again. You see, the edge 
merely creates an opening between 
the surfaces; the bevels then force 
shaving and work apart. Because 
of the greater cohesion of metals, 
the tool which cuts them must have 
the bevels at a blunter angle, per- 
mitting more force to be applied in 
wedging the chip without 
overloading the cutting edge. 

In the old days when tools were 
sharpened on a 


away 


grindstone, the 
sharpening action was slow and a 
little wire edge was created. But 
emery wheels remove metal faster— 
and leave more wire edge, so the 
need for oilstones becomes -greater. 
Coupled with that is the steady 
increase in requirements for smooth 
finish and 


accurate dimensions. 
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Photo Courtesy American Seating Co., Grand Rapids, Michigan 


OILSTONE MARKET 


These all combine to force the 
skilled metal-worker to oilstone his 
tool edges. Modern alloys, too, have 
been factors, for they forced the 
development of harder and harder 
cutting materials, which cost more 
money and take longer to grind. 


(Left) Oilstoning pivot points for current meters—a delicate operation where perfect precision is necessary. 
Oilstoning the lips of a twist drill, which results in a cleaner, better hole and longer drill life 


Any device which will keep those 
tools sharp longer saves time (by 
avoiding long stops for tool re- 
moval and sharpening) and costly 
cutting material. 

One of the best illustrative ex- 
amples is the solid reamer—which 
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Alois Lang, one of the really great 
woodcarvers, at work. At least a 
dosen otlstones can be seen .in_ this 
picture 


is usable only as long as its out- 
side diametter is exactly to the de- 
sired dimension. New reamers 
come from the grinding wheel about 
three or four ten-thousandths of an 
inch oversize. The manufacturer 
then smoothes the bevels, removes 
wire edge and brings them to exact 
diameter by oilstoning. The result 
ing edge is sharper and more accu- 
rate, hence stays sharper longer. 
Oilstone manufacturers cooperate in 
preserving that sharpness by pro- 
viding stones which have one edge 
beveled, making them fit closely 
against the flutes. Stones are made 
in coarse, medium and fine grits 
too, so that the user can select a 
finer grit to get closer tolerances. 
On a machine reamer, fine oilston- 
ing is particularly desirable, because 
the tool removes only twelve to 
fifteen thousandths and must work 
cleanly and accurately. 

Drills, too, cut better when oil- 
stoned. Tests have shown that a 
drill with properly oilstoned cutting 
lips will cut 20% faster and pro- 
duce almost 40% more holes be- 
tween grinds. Point out to the 
production man what that means to 
him in savings of time and tools in 

(Continued on page 121) 





(Right) 













With this desk, chair and sec- 
ond-hand typewriter, H. P. 
Weller (left) plunged into the 
supply business over 35 years 
ago. He shares credit for his 
with Mrs. Weller 


FROM SOAP TO NUTS 


Back at the turn of the century, H. P. Weller started out on his selling career with a bike and a basket 


of soap. Today, his supply house can and does service Erie, Pa., plants from nuts and bolts to complete 


power transmission equipment. Perseverance plus service with a friendly smile did the trick, he says 


You CAN LIVE by faith, hope and 
charity until you become a sales- 
man and then the rules are changed 
to embrace such cardinal virtues as 
friendliness and de- 
votion to duty or service. 
What got us started on 
moralizing is the striking case his- 
tory offered by H. P. Weller, presi- 
dent of H. P. Weller Supply Co., 


of Erie, Pa. 


perseverance, 


such 


who is now past his 
35th year in the supply business. 
Maybe the returns won't always be 
so rich for those who scrupulously 
adhere to the precepts of good sales- 
manship, but let’s look anyway at 
Mr. Weller’s experience, how he 
applied the rules 
for it. 
thing. 


and what he got 
Perhaps it proves some- 

Today, the firm which bears his 
name is in its own building, carries 
a complete line of industrial prod- 
ucts representing well-known man- 
ufacturers, and has a veteran sales 
force that and 


contacts services 
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every plant and industry in that 
areca, 

The early 1900's found Mr. Wel- 
ler, newly married, plunging into 
business with just a second-hand 
desk, typewriter, and in his own 
words, “hardly a nickle in my 
jeans.” He was the entire sales 
force, office staff and delivery serv- 
ice. His main product was soap 
for industrial use. At night he and 
his wife cut, wrapped, labeled and 
packaged a supply. Early each 
morning he was off on his bicycle, 
loaded down for a heavy sales cam- 
paign. Pedalling to every shop and 
factory he could reach, Weller’s 
soap soon had a name for itself and 
trade began to grow. 

Money, though, was just as scarce 
as it seems to be now, for paying 
$10 a month rent, he found him- 
self in arrears at the end of six 
months. A newly hired stenog- 
rapher receiving $3 a week found 


more than one Saturday rolling 
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around when there wasn’t enough 
cash on hand to take care of her 
modest salary. 

But Mr. Weller’s business was 
built not only on service and friend- 
ship but also on perseverance. Soon 
he was broadening into other in- 
dustrial lines and orders began 
flowing in as industrial Erie began 
to show rapid growth along diversi- 
fied lines. 

Mr. Weller characterizes his 
sales force as “the boys behind the 
guns.” Two of the “boys” started 
with the firm over 20 years ago 
as truck drivers, have stuck with 
Weller through thick and thin and 
really know the supply business as 
few do. 

1905 or 1940, bicycle or modern 
truck, friendly service is the key- 
note of the Weller company. Drop 
back in a hundred years and you'll 
find them doing business as usual— 
with service a-plenty, and a smile 
for everyone. 
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HOW DO THEY DO IT? 


Every supply man has his knotty problems of operation and his own All Done With Jacks 


pet methods for licking some of them . .. This department is Ordinarily it’s a tedious and costly 


job to move heavy cabinets containing 


intended as an exchange counter where good ideas may be swapped = such items as nuts, bolts, etc. The 


Anti-Mail Waster 


Many distributors now employ the 
same system used by Abrasive Ma- 
chine & Supply Co., Newark, to en- 
sure sending promotion literature only 
to those who will be interested or 
who are actual prospects for the prod- 
uct being advertised. 

Addressograph plates are keyed in- 
dicating the nature of the prospect’s 
business. All plants are classified to 
industry and grouped together. Lit- 
erature on a product used specially 
in the metal working industry, for ex- 
ample, is sent to the metal working 
group or to plants which may do 
metal working in maintenance shops. 
It gets advertising down to a science 
of shooting at the target with a rifle 
rather than a shotgun. 

If it is desired to contact a greater 
number of plants for a_ particular 
mailing to some that may not be on 
the prospect or customer list, the In- 
dustrial Directory of New Jersey is 
canvassed for more names. These 
firms are then checked against Dun & 
Bradstreet credit ratings. This is an 
added guard against losses. 

In photo below are J. C. Lindsey, 
sales manager, and E. C. Downer, 
purchasing agent of Abrasive, who 
direct the operation of the system. 


usual procedure is to unload each 
cabinet, move it, then re-load it. Butts 
and Ordway, Cambridge, Mass., licked 
this problem recently by using head- 
work and some equipment that hap- 
pened to be in stock. 

Simply by employing pneumatic 
jacks and working with careful slow- 
ness, they pushed the cabinets—com- 
pletely loaded—from where they were 
to where they wanted them to be. 
It took time, but not nearly so much as 
it would have taken to unload, move 
and re-load. 

Before trying this stunt, check up 
on the strength of your floors. Butts 
and Ordway’s were smooth concrete. 


Getting ‘Em in the House 


every distributor would like to 
have his customers come in often and 
marvel at the size of his stock and 
scope of his facilities. Some accom- 
plish this by holding periodic “ 
but these are costly and are not recom- 
mended if held too frequently. Others 
find that the job can be done on a 
smaller scale by holding regular clin- 
ics to which customers are invited 
and salesmen of the house act as 
hosts. One firm which has had pro- 
nounced success in this direction is 
Chandler-Farquhar, Boston. Every 
two weeks plant men and foremen are 
invited in and “given the works” on 
a particular line. The factory repre- 
sentative of that line is on hand, ready 
to stage a real show for his product. 
In many cases movies are shown. 
The whole story on the merits of the 
line is told—but at the same time 
visitors get a convincing look inside 
the house. 


shows”, 































(Above) Catalog compilation department of C. W. Marwedel, San 
Francisco. All material for the catalog printer and all price sheet 
information is prepared here. Left is Arthur Marwedel, manager 
of this department, with Ernest Wright, assistant 

(Top) Nobody takes greater pains with manufacturers’ literature 
and sends it out on a more methodical basis than J. C. Fletcher Co., 
San Francisco. Surplus stock is filed carefully in steel cabinets. 
A little table and light are there for the convenience of those who 
wish to lay out a selection of literature to take with them. 
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roughing stands, continuous strip mill, with finishing stands in background 


THE ABC'S OF STEEL 


Written in simple, non-technical language, this fourth of a series of articles on steel — the 





stuff that goes into nearly every item you sell — is designed to give you that extra confidence 


that comes with knowing about a product from the ground up 


BY A. P. SPOONER, METALLURGICAL ENGINEER, BETHLEHEM STEEL CO., BETHLEHEM, PA, 





















A CONTINUOUS strip mill is a strik- — pressed in terms of hot rolled sheets, in a continuous gas-fired heating 
ing example of rapid processing is slightly more than 15,000,000 furnace, usually equipped with auto- 
of large tonnages of steel. A hot gross tons, in widths ranging from matic temperature control. As 
slab of steel is discharged from a 24 to 100 inches. needed, a heated slab is pushed out 
heating furnace, passes through a The raw material for the con- of the furnace to a roller line and d 
train of roughing stands, gathers tinuous strip mill consists of slabs carried to the first stand in the F 
speed as it travels through the fin- which are produced on a slabbing roughing train which usually con- 4 
ishing stands, and about two min- mill. These slabs are up to 15 ft. sists of a number of four-high 
utes later is finished in the form of | in length, 4 to 6 in. thick, and of a stands arranged in tandem. 
coiled strip, nearly 1000 ft. away width slightly exceeding that of the A scale breaker is generally lo- 
from the starting point. strip, sheet or plate to be produced. cated ahead of these stands. This 

Poday, about fifteen years aftet rior to rolling, the slabs are care- consists of a set of rolls, the fune- 
the introduction of the first contin fully inspected and all surface tion of which is to break the oxide 






uous mill, the total capacity of hot defects are removed. They arethen scale formed on the surface of the 
strip mills in the United States, ex- brought to the rolling temperature slabs during heating. Water at 
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about 1000 Ibs. per sq. in. pressure 
sweeps off the loose scale from the 
surface. The scale is removed in 
order to prevent it from being rolled 
into the steel, thus impairing the 
surface of the finished product. 

The slab then moves in rapid 
succession through the roughing 
reduced and 
elongated until, upon leaving the 
last stand, it is slightly less than one 
inch thick and about 60 to 70 feet 
long, depending upon the origiual 
slab dimensions. The roughing 
stands are so spaced that the slab 
is never being rolled in more than 
one stand at a time. 

In order to roll a strip wider than 
about 48”, the slab is turned cross- 
wise on a turntable before it enters 
the first stand of the roughing mill 
and is cross-rolled to the desired 
width. It is then turned back 90 
degrees to its original position be- 
fore it enters the second stand for 
rolling lengthwise through the re- 
maining rolls. The mills are 
equipped with a slab squeezer which 
serves to true and square the side 
edges after the has passed 
through the first roughing stand. 


stands where it is 


slab 


Pausing for a few seconds until 
the temperature is correct, the elon- 
gated slab moves on and enters the 
first stand in the finishing train. A 
second breaker is usually 
placed just ahead of the finishing 


scale 


stand and also a flying crop shear 


which cuts off the uneven ends 


formed in the roughing train, which 


(Left) Single stand skin pass mill. 
Here the annealed strip is given a 
slight reduction. This polishes the sur- 


Five-stand cold reduction mill. 


In a few minutes a coil of heavy hot rolled 


strip is converted into a highly polished cold rolled band about a mile long, and 


coiled, ready for the next operation 


otherwise may, mar the highly fin- 
ished rolls in the finishing mills. 
The finishing train consists of six 
stands, similar to the roughing 
stands in construction, but so co- 
ordinated as to speed of rolls that 
the moving strip remains flat with- 
out buckling between the stands. In 
each stand the strip is reduced about 
one-third in thickness. Each pair of 
rolls must therefore run half again 
as fast as the preceding pair. So 


face, makes the steel perfectly flat and 
stiffens it sufficiently to meet the speci- 
fications for hardness and ductility. 
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fast does the steel elongate in these 
stands that before the trailing end 
of the 60 ft. semi-finished strip has 
entered the first stand, the leading 
end has passed through five other 
stands, raced down the long runout 
table at a speed of about 20 to 25 
miles and reached the 
coiler sometimes placed about 450 
ft. away. 


per hour, 


A trap door directs the fast-mov- 
(Continued on page 114) 


(Right) This machine trims edges of 
strip, cuts it up into sheets and rejects 
automatically shects that are off gage 





CONVENTION SHAPING UP 






Committees off to early start in mapping out worth- 


while rail trip and interesting, constructive program 


Tuat THE 1940 triple Mill Supply 
convention in Dallas, April 22, 23, 
24, will be a double-barrelled success 
is indicated by the substantial 
amount of progress that has already 
been made by those planning its de- 
tails and program. 
“double-barrelled” 


Use of the term, 
well ad- 
vised since both the program and 
the extended overland trip to Texas 


seems 


are being given sufficient attention 
to insure that everyone who attends 
will receive rich dividends from his 
investment of time and money. 
An added factor which is helping 
build enthusiasm and 
the convention is the presence of a 
representative of the Thos. Cook & 


interest for 


Son organization on the “plan 
board”. This agency,, which won 


plaudits from the whole industry 
for its handling of last year’s cruise 
to Bermuda, has been assigned the 
job of booking reservations on and 
making routings for the special train 
and the local cars that will be hooked 
on along the route. Working hand- 
in-glove with the secretaries of the 
three associations is Harry Allen 
of Cook’s, genial manager of last 








Harry Allen, of Cook's, the man who 
promises to make“land cruise” a success 


year’s cruise and skilled master of 
the art of turning a stolid business 
trip into a pleasurable party. Fol- 
lowing the convention’s close, Allen 
will marshal a number of delegates 
for a nine-day sightseeing junket 
into Mexico, with Mexico City the 
main objective. 

The importance of contact mak- 
ing is, of course, so great that pe- 
riods for this activity have often 
been set aside on the program of 
previous conventions. The length 


of the train ride to Dallas provides 
excellent opportunity for this fos- 
tering of relations between individ- 
uals, and. the travel arrangements 
now being made will work even 
more advantageously in that direc- 
tion. 

Confident that the convention will 
be off to a good start even before 
the majority of delegates reach Dal- 
las, the program builders are work- 
ing out a business schedule designed 
to maintain the pace after arrival 
there. As a starter they have de- 
cided to make much more extensive 
use of the dramatic technique in pre- 
senting many of the topics for dis- 
cussion. The little skits which were 
staged at Pittsburgh are still fav- 
orably recalled. There will be many 
more program features of this type 
this year. 

At the opening session of the 
American Association, three dis- 
tributors have agreed to stage a 
drama for the benefit of their manu- 
facturer friends. The title, “The 
Manufacturer in the Laboratory” 
will be presented by Hes Kuhn 

(Continued on page 123) 


Skits such as were acted out 


at Pittsburgh by—among others—Carl Channon, 
Fred Copeland and Pat Murfey, will be used 
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extensively to stir interest in the Dallas program 
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MARKETS OF THE MONTH 


Private construction—the kind most profitable for distributors—is 


Where to drive for supply sales during February and March 


Industry’s 1940 budgets are beginning 
to come through now, and the rest 
will be O.K. within two weeks. That 
means every department in every big 
industrial plant will have a new lease 
on life and new money to spend. With 
business in general on its way up, that 
ought to mean a lot of sales if you 
go after ’em. 


PLUMBING AND HEATING contractors 
are replacing this or that leaky or 
burst pipe, putting a new valve on a 
radiator, or trying for more heat in 
that attic room. The spring will find 
them busy on buildings, so the next 
few months are the heavy season for 
wear and tear on tools and exhaus- 
tion of supplies. Be set for quick 
deliveries on pipe and fittings, valves, 
traps, gaskets, refractories, insulation 
—and unit heaters. 


\UTOMOTIVE TooL SHoPs are turning 
out the dies, jigs, fixtures and tools 
for next fall’s new models. Therefore, 
both the plants and the men are in 
the market for new machinists’ tools, 
drills, reamers, and a variety of sup- 
plies. And don’t forget the necessary 
new hoists, trucks, belts, etc. 


LuMBER MILts are checking up on 
peavies, canthooks, axes, jacks, wire 
rope and fittings, chain portable saws, 
saw files, saw sets, and so on, making 
sure the camps have enough equip- 
ment and that the mill can handle the 
spring run. 


CONTRACTORS AND BUILDERS are stick- 
ing their noses out of their holes. 
Private building is running far ahead 
of last year. Sell all kinds of hand 
tools, wheelbarrows, portable pumps 
and compressors, lanterns, nails, bolts, 
paint and brushes, and be sure to give 
‘em a whirl on that new portable 
circular saw and belt sander —two 
tools that will save operators big 
money on any job. 


HiGHWAy DEPARTMENTS AND Roap 
Contractors: Shops are probably 
busy, making or fitting a new design 
of snowplow to trucks. Most of these 
contraptions use all kinds of steel, 
springs, gears, bolts and wheels. On 
top of this they’re checking over their 
supplies of chain, shovels, picks, pneu- 
matic drills, hose and fittings, and the 
rest of their equipment, depending on 
spring prospects. 
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climbing fast this year 


SHIPYARDS AND THEIR PART-PROVID- 
ING AFFILIATE SHOPS are working as 
best they can through the winter, 
getting everything set for the busiest 
spring and summer in 25 years. 
Among other things, these boys eat 
up portable tools—because you can’t 
take a ship into the shop. 


TEXTILE Mitts AND CLOTHING Fac- 
TORIES are now working on your 
wife’s Easter outfit. They need shafts, 
belts, hangers, pulleys, maintenance 
supplies and small tools, ete. 


STEAM LAuUNbRIES, Dry CLEANERS 
and the like are in their busy season 
too. The laundries need pipe, valves 
and fittings, traps, insulation, gaskets, 
gages to handle steam and hot water. 
The dry cleaners need the same list— 
but for refrigerating equipment on 
their fur-storage vaults, which must 
be gotten ready for summer, while 
they keep up with the heavy-clothes 
cleaning rush. 


(If all these busy prospects leave you 
any time to yourself, or if a blizzard 
keeps you in, how about planning a 
new series of advertising blotters or 
folders to keep people reminded that 
you're ready to give immediate serv- 
ice from stock?) 


INDUSTRY NEEDS TOOLS TO MAKE RIFLES 


Photo Courtesy of U. 8. Army Signal Corps 


Springfield (Mass.) Armory, oldest Army arsenal, began to make 
small arms for Washington’s soldiers in 1777, and has been hard 


at it ever since. It produced the famous Springfield rifle beginning 


in 1903 and is now busy equipping the Army with the revolutionary 
new Garand semi-automatic rifle, with three times the firing speed 
of the Springfield and greater accuracy due to lessened recoil. It 
took new equipment to get Springfield ready for the Garand, but 
Springfield alone can’t equip the Army in less than 25 years, so it 


is taking new tools to get industry ready to follow this “pilot” 


plant. Here are examples... . 


NOW AIM YOUR SALES=—> 


Final buffing of an elaborate drop-hammer 
dieblock. See the flexible-shaft grinder, 
the special die fixture, the wrench, the 
shop apron? This is an excellent ex- 
ample of non-production jobs that eat 
up supplies, for this photo was snapped 
in the toolroom, which makes the dies, 
jigs and fixtures used out in the shop. 
He’s gobbling up grinding tips at a great 
rate. You can bet the man behind the 
grinder has a full kit of machinist’s tools, 
too! All in all, it shows some pretty 
good sales possibilities for a service de- 
partment, eh? 





Tight Corners 


Courtesy Black & Decker 
Right angle attachment and wood auger 
help this fellow go to town with a port- 
able electric drill 


The constantly widening scope of 
the application of portable electric 
tools testify to the importance of these 
all-utility tools in industry. Occupying 
in outstanding position is the portable 
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electric drill which can handle any 
drilling assignment out on the job, in 
maintenance work or even in the pro- 
duction line. 

In the construction field it finds 
heavy usage in roof truss construction; 
in boring heavy timbers, as in bridge 
building and structures; for 
drilling small pieces, for drilling in 
all types of metals, and all the innu- 
merable — drilling that 
formerly done by hand. 


Wider Belts or Larger Pulleys? 


The first step in correcting a trou- 
blesome belt application—V-belts as 
well as flat—is to make sure that the 
belt is ample in width and not too 
thick, considering the diameter of the 
smallest pulley of the drive and the 
belt speed. 


wot rd 


jobs were 


Where the belt is overloaded and it 
is impossible to install a wider one, or 
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where the bearings of either driver or 
driven machine cannot stand increased 
belt loads, the expedient most generally 
applicable is to increase the capacity 
of the widest belt that can be fittéd 
into the available space by increasing 
the speed of travel. In other words, 
increase the diameter of both driving 
and driven pulleys. In this way drive 
capacity can be increased without in- 
creasing belt or bearing loads. 

Increase in diameter of the smaller 
pulley often permits the use of thicker 
belting or the next larger size of 
V-ropes, and thus further increases 
drive capacity. 

There is little to be gained by in- 
creasing belt speed above 4,200 feet 
per minute for flat belts or 3,800 for 
V-belts. Further increase in capacity 
with increased speed is almost com- 
pletely nullified by the effects of cen- 
trifugal force, while belt life and drive 
losses are affected unfavorably. 








(Above) Just a spider’s-eye view of a 
toolcrib rotating bins chockfull of cutters, 
toolbits, special small tools and small 
parts. And hanging up are an adjustable 
ypen-end wrench and two pairs of tin 
snips. They have to be bought some- 
where—why not from you? 


These days of alloy use, from muzzle to 
stock, the heat-treating department is of 
real importance. This one photo shows 
a handtruck, special skid, refractories and 
chain. There are also quenching and car- 
burizing compounds, etc. 


(Below) Now we're getting down to 
production—a big turret lathe hard at it, 
using drills, toolbits, arbors, collets, flex- 
ible tubing and cutting compound, to 
mention only the obvious ones. The 
operator needs tools, light and some way 
of getting power out of the motor, too 


The press departments eat up supplies 
too. Here you can see die steels, set- 
screws, electric-control equipment, belts, 
press guards, and the like—and this photo 
shows only one of many similar presses 
busy day and night on the Garand. 
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DISTINGUISHED 
SERVICE 


This month’s Distinguished Service 
Award Howard J. Wilson 
Great Lakes Supply Corp., Chicago. 
Howard really put on the steam to 
earn that neatly framed 
plus the ten dollars. 


goes to 


certificate 


ProsLtEM: How to make one boiler 
plant do the work of two—and oper- 
ate more economically to boot. That 
the job heaped on Howard's 
head recently by a plant engineer. 


was 


BerorE: One boiler plant adjacent 
to an office building and a grain ele- 
vator (several stories high) was sup- 
plying both with steam. Less than a 
throw away, another boiler 
plant was duplicating the service in a 
similar elevator. Neither plant 
operating at maximum efficiency. 


stone’s 
was 


Arter: Howard sat down and 
sketched a plan that solved this prob- 
lem. It eliminated boiler and 
served both with the other. 
Steam traps put on heating 
coils on each floor of the elevators. 
Condensate from them went down to 
a condensate-return in the basement, 
whence it, was pumped to a common 
condensate return unit also serving 
the office building. From this unit it 
was pumped into the boiler. 


one 
systems 
were 


PayorF: Plant engineer accepted 
Howard’s plan with alacrity. Helped 
him sell front office. Job operates 
more efficiently and more economically 
than old layout. Incidentally, Howard 
cut himself in for a order of 
pipes, traps, pumps, Earned a 
clap on the back for extra service 
for himself and his house, too. 


nice 
etc. 
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SALES MEETING IN PRINT 





Subject HYDRAULICS and PUMPS. How much do you know about them? 


Can you answer 18 out of the 25 questions on this page correctly? If so, 


give yourself a passing mark. If not, you'll find answers on page 110 


1. The basic unit for measuring 
quantity of water or other liquid is 
foot. How much 
foot of water weigh at ordi- 
temperatures ? 


the cubic does a 
cubic 
nary 

2. Most materials shrink as they get 
colder. Is this also true of water be- 
fore it freezes? 

3. Remembering the 
your car radiator 
the water freezes? 


above, 
burst 


why 


does when 


4. If you put a chunk of ice in a 
glass then fill the glass with water 
so the ice floats, will the water run 
ver as the ice melts? 

5. This particular thing illustrates 
a basic prmgiple of hydraulics. What 
is it? 

6. Who discovered this principle? 

7. The weight of the fluid pumped 
has some effect on power required 
to pump it. How about sewage— 
does it weigh more or less than water ? 

8. Is this worth considering in 
figuring a pump problem? 

9. Pressures are usually measured 
in three units. What are they? 


10. How do they compare? 


11. A cubic foot is how many gal- 
lons ? 

12. One common element in pump 
calculations is velocity, another is 
acceleration due to gravity. In what 
units are they expressed? 

13. What 


eration 


value is used for -accel- 
in calculations ? 

14. Convert a discharge of 14 cu. 
into its equivalent in 
U. S. gal. per min. 


ft. per sec. 


15. How many gallons is this per 
24-hr. day? 

16. Atmospheric pressure is 
sidered to be 14.7 lb. per sq. in. Then 
what is a pressure of 5.5 atmospheres ? 


con- 


17. How many pounds pressure is 
this per sq. ft.? 

18. What common device that you 
sell is based on this calculation ? 

19. A tank 16 ft. in diameter inside 
and 40 ft. high is filled with water 
at 40 deg. F. How many gallons does 
it contain? (Area of a circle equals 
pi times the radius squared). 

20. How many 
water weigh? 


21. How 


pounds does this 


many pounds of water 





MINER ear or 
TOMER UNDERSTANDING 





Robert V 
GLUECK STCIN 











must remember to take a look at the machinery before we leave!” 
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at ordinary temperatures will be con- 
tained in a 48-in. (internal diameter ) 
pipe 1 mile long? 

22. lf a tank 3 ft. deep is filled 
with water, what is the pressure (Ib. 
per sq. in.) on the bottom? (Water 

62.4 - 
DxDpxD > 0.0356 Ib. per 
cu. in.). 


weighs 


23. What is the pressure (lb. per 
sq. in.) on the side of the tank at 
this point? 

24. What is velocity head of water? 

25. What is pressure head of water ? 


Sam Supplier Sells Screws 


“Say, Sam,” said his P. A. friend, 
“while we're sitting here talking, 
have somebody run out and get me 
four half-inch hex-head capscrews 
3-in. long, one pair plain and one 
pair chrome-plated.” 

Without thinking, Sam sent his 
blind nephew after “two pairs of 
x 3-in. hex-head capscrews, a pair 
plain and a pair chrome-plated.” Then 
he remembered that the chrome-plated 
and plain ones were all mixed to- 
gether in a sorting bin. The kid could 
feel close enough to get the hex-heads, 
the correct length and the right diam- 
eter—but might mess up on the fin- 
ish. So he started to figure out how 
many the kid would have to bring 
in order to be sure of “two pairs”. 
Assuming the sorting bin contained 
250 “pairs” of plain and 250 “pairs” 
of chrome-plated, how many screws 
would he have to bring? 

(If we caught you, see page 110) 


Snow Fighters Need Tools, 
Which Means Sales To You 


Winter is here. But when you tuck 
those emergency chains in the back_ 
seat, don’t forget about the state and 
city snow fleets, mobilized to fight 
id man winter at the drop of the 
hat. Already several have had a 
chance to test their equipment this 
winter. And in the testing have found 
out that last year’s brushes, brooms, 
shovels and picks may look all right 
in the storeroom but won’t stand up 
under another 24-hour emergency 
shift. Equipment on these fleets takes 
a terrific beating when the pressure 
is on. 

Instead of cursing snow as some- 
thing that ties up traffic, you will 
then look at it as a specific market 
with a lot of related needs that can 
be built up into a healthy yearly 
business. 





LOST: 


One-thirty in the morning, a hotel 
with three profitable parties sizzling 
in ballroom and dining rooms, a dish 
washing machine with a burned out 
bearing, dishes piling up right and 
left and not enough help to keep clean 
ones rolling fast enough to meet the 
demand. That’s the barrel of trouble 
that was dumped in the lap of J. B. 
Humphrey (Well Machinery & Sup- 
ply Co., Fort Worth) at an eerie hour 
one morning last August. But, as 

Service Award 
desk will testify, 
“Humph” believes in giving top serv- 
ice no matter what the hour. 
into action—but from here on the 
story is of his own telling. 

“I got down there quick, took a 
look at the bearing, tore over to our 


the Distinguished 
over his 


hanging 


He went 


“x 
=> 


J. B. Humphrey, Well Machinery & 
Supply. Service gets to be a_ habit 
store but discovered we didn’t have a 
replacement in stock. 
through the 


Further search 


stockroom of another 


NIGHT'S SLEEP; REWARD: A LOYAL CUSTOMER 


local store, accompanied by the night 
watchman, was also futile, so I drove 
six miles out of town to rout out an 
auto parts man who was a possible 
rescuer. He kicked like a steer until 
the night air got him awake, but he 
had the bearing. Together we made 
a bee-line for the hotel, made the in- 
stallation and I drove my _ supplier 
home. Then back to check up and 
see if everything was going well—it 
was—and so to bed. 

“The story has a sad sequel. Next 
morning I discovered that somewhere 
along the hectic trail of the night be- 
fore I had lost a solid gold 
chain worth $45. 


watch 
Oh well, the great 
Kitchen Crisis had been relieved, and 
another customer still thinks our out 
fit is aces for services.” 





CAMERA HELPS BUILD TRANSMISSION SALES 


George Mathewson, cameraman, sales- 
man—gunning for a shot 


When you meet George Mathewson, 
salesman of Squier, Schilling & Skiff, 
Newark, with camera under one arm 
and price book under the other—he’s 
not out playing hookey from the job. 
Chances are he’s just photographed 
another installation of power trans- 
mission equipment which sprang from 
his own salesmanship. With him, sales 
activities and photographs go hand in 
hand, and the camera he carries plays 
a big part in hooking many an order. 

The purchasing agent or plant man 
who doubts the ability of the distribu- 
tor to solve his transmission problems 


is duck soup for George. Out comes 


One of Mathewson’s installation pictures, graphically showing the prospect 


how equipment works on other jobs 


MILL SUPPLIES © FEBRUARY, 1940 


his very convincing installation photo- 
graphs of other installations he has 
made. The pictures prove what he 
has done and can do, 

In his kit there is also a folder of 
pictures showing the stock his firm 
carries. When he talks size of stock 
and the p.a. wryly smiles and says, 
“Yeah, I’ve heard that 
argument is quickly 
pictures. 


before’ —the 
clinched with 

George is aces as a photographer, 
too. Every picture is sharp and clear, 
showing just what it should 
about the application. Not content 
with merely taking the picture, he 
develops, prints and enlarges it as 
well. His equipment includes two 
cameras—a Speed Graphic with built- 
in range finder and Kalart photo-flash 
synchronizer, and a popular make of 
reflex camera with twin lens. At 
home he has a complete darkroom. It 
has long been recognized that the p.a.’s 
slogan is, “I’m from Missouri.” The 
best answer to that is “Seeing’s be- 
lieving.” 


show 


Dependable Supply Source Means 
More to Buyer Than Mere Price 


Price is merely one of the mechan- 
ics of buying, and sometimes the least 
important one. The buyer of today is 
first dependable sources of 
supply, and having located these, he 
is ready to consider price. The house 
which has maintained its name for 
reliability and quality throughout the 
past strenuous years is the one which 
first 


seeking 


receives consideration. 
























Detroit s a 
automobile 


boom town again with 
production for January 
reaching an all time high and employ- 
ment showing consistent gains 










Steel Rate Decline Appears On 
Schedule In January; Now 82.2% 


For the first time in six months steel 
production went into reverse in Janu- 








ary, standing at 82.2 per cent of 
capacity during the third week. The 
decline was not unexpected, how- 






ever, and is considered a natural reac- 
tion after the long rise. 





It was esti- 
mated that inventories of steel buyers 
had risen 21 per cent as of December 
31 compared to September 1. A 
balancing of consumer inventories is 
expected until new buying starts. 















Month’s Auto Production Sets 
Record; Tooling Up Is Advanced 


As January neared its close it was 
estimated that the automobile indus- 
try had produced more cars than in 
any previous January in history. The 
total, it was predicted, would be 470,- 
000 units. (Previous January high 
was in 1929 when 422,538 cars and 
trucks were turned out.) Most plants 
are back on the five-day week. In 
Detroit the employment index as of 
December 31 showed a nine-point gain 
over the previous year. 
considerable 



















Because a 
amount of replacement 
and cost-cutting machinery will be 
needed for next year’s production, 
tooling-up programs have been begun 
earlier this year. The delivery situ- 
ation from most machine tool vendors 
is another responsible factor. 















Predicts Increase In Rail 
Traffic Likely to Continue 


A boom in railroad traffic that began 
last September has continued in such 
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volume that another large gain for the 
fiscal year is in prospect, reported 
Robert A. Fasold, special representa- 
tive of the Association of American 
Railroads. He stated that for the 
twelve months ended last October 31, 
freight revenue had increased 13.7 
over the preceding fiscal year. “The 
upturn last September and October 
the sharpest in history,” Mr. 
Fasold declared. 


Was 


South Benefits From New 
Chemical Construction 


Outstanding chemical construction 
project for the month was the alkali 
plant at Corpus Christi, Tex., at an 
estimated cost of $13,000,000. Other 


KEEPING UP WITH BUSINESS 


proposed projects include the expan- 
sion of refinery and tank farm near 
Baytown, Texas, for Humble Oil & 
Refining Co., at an estimated cost of 
$2,500,000; also an alkylation plant at 
Baton Rouge, La., for the Standard 
Oil Co., at an estimated cost of about 
$2,000,000. 


Orders for New Freight Cars 
Now Largest Since 1926 


Freight cars on order for Class I 
railroads on January 1 totaled 37,099, 
the largest number for any like date 
since 1926, according to the Associa- 
tion of American Railroads. This 
total compares with orders of 5,080 at 
the start of 1938. 





Thousands of Dollars 





In line with house volume (see page 38) volume per salesman in 
December dropped to $5,650 from November’s level of $6,316. Orders 
per working day credited to each man averaged 14. 
decline may be attributed to the holidays 


‘VOLUME PER SALESMAN 


ORDERS PER SALESMAN PER DAY 


Orders per salesman per day in December—I4 


Much of the 
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NO. 4 IN THE “OSBORN BUSINESS BUILDER’ SERIES FOR SALESMEN 


@ A nerve impulse travels 404 feet per second. So it only takes a 

split second to make a man smile—if you give him the right 

impulse. Osborn Business Builders are designed to give your 

prospects the right “smile-impulse”. .. and you know it’s easier 
to sell a man when he’s in a smiling mood. 
1 . . 

Wise companies think of brushes as TOOLS. But there are still 

many others who pay little attention to the brushes their workers use. 


Osborn Business Builders were planned to help YOU overcome 
this indifference to the importance of using good brushes and to 
help you show your customers how to cut costs. 


The Osborn Business Builder for February is illustrated. It is 
one of a series being used by Osborn Distributors’ Salesmen on 
every call, And they’re getting results .. . with a smile! 





, (si an 
NE X 
TIME 


MANY OTHER 
VARNISH WHEEL 


BRUSWES BRUSHES 


WHEEL SWEEPING CLEANING COUNTER BASS 
BRUSHES BRUSHES BRUSHES BRUSHES BROOMS 


SCRATCH TYPES OF 


PAINT AND WIRE | FIBRE FLOOR WINDOW BENCH OR UPRIGHT WIRE 


IOMS 
BRUSHES BRUSHES 
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: D a ts. 
a ye ay 


THE TREND OF 
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100 = Average Monthly Sales, 1923-1925 





SUPPLY SALES 


The usual December decline, approximating that of 
1938 but missing the 1937 slide by a wide margin, saw 
the Sales Indicator drop from 130.0 to 123.7. Dollar 
average per order dropped from $19.08 to $17.80, while 
orders per working day were off from 121 to 112. 
Western States’ distributors moved counter to trend. 


ORDERS PER WORKING DAY 
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DOLLAR VALUE, AVERAGE ORDER 











NORTH ATLANTIC STATES 
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SOUTHERN STATES 



































MIDDLE WESTERN STATES 
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PACIFIC COAST STATES 
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First in the Field... Priced Right... Backed 


by Forceful Advertising ... with a Market as 
Wide as Industry . . . That’s Why Texrope is 
the Fastest-Selling Line of Transmission 
Equipment on the Market Today! 


Profits — Your Profits — de- 
pend on selling a line of products 
that have wide appeal . . . wide 
use... and customer acceptance! 


That’s what the Allis-Chalmers 
Texrope line of transmission 
equipment offers you. For in 
practically every plant in your 
territory there is real, recognized 
need for the money-saving per- 
formance these modern V-belt 
drives and speed changers bring. 


Through a big, smashing ad- 
vertising campaign, your cus- 
tomers have already been told 
the features that make Texrope 
Products outstanding. In addi- 
tion, back of each installation is 


Vari-Piteh Speed Changers @ Texrope V-Belts @ Duro- 
Brace Texsteel Sheaves @ Vari-Pitch Sheaves @ Stand- 
rd Cast Iron Sheaves @ Adjustable Pitch Diameter 
«steel Sheaves @ 2-3-4 Combination Sheaves @ Strait- 

Sa atin Matar Races @ Oil Field Drilling Rigs 


the experienced Allis- 
Chalmers engineering 

staff to make sure that exactly 
the right drives are used for 
best results (this cooperative en- 
gineering is available to all our 
distributors). 


Get the Texrope Story! 
You'll find Texrope products 
open many industrial doors for 
you — new customers you prob- 
ably would not get otherwise... 
old customers to whom you can 
now talk a good modernization 
program! 


And this means more business 
for you... profitable business. 
For in the Texrope line are many 


ec 





IN THIS PLANT, THE TEXROPE 
Distributor sold drives for moderniz- 
ing over 350 machines . . . changed 
power transmission from wasteful over- 
head line shafts to individual Texrope 
Drives...increased production over 20%! 


fast-selling items that are boun¢ 
to help you build your own sale™ 
—Texrope Drives... Duro-Brac 
Sheaves ... Vari-Pitch Sheave 
... the new Vari-Pitch Spee 
Changer! 

To get the full Texrope sale 
story, call the engineer in t 
nearest district office, or writ 
Allis-Chalmers, Milwaukee. a: 





ALLIS-CHALMERS 


i ae a ae 


WESCONS | 


SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Why Sales Ideas Flop 


Salesmen know full well that a 
new idea can give them something 
more than price to talk about, re- 
enthuse old customers, get new 
accounts, pave the way toward getting 
the customer’s mind away from com- 
plaints and dynamite many another 
sales jam. Salesmen don’t need to be 
“sold” new ideas—they are eagerly 
waiting for them! 

Then why does the boss have 
trouble getting mew ideas across? 
Mostly because most of the ideas just 
won’t work. 

The best sales ideas are born under 
fire, when the tough problems of a 
definite customer are being attacked. 
Such ideas may need further develop- 
ment for general use, but are free of 
impractical features from inception. 

Salesmen like to meet a new idea 
when it is young and then grow up 
with it. They like to be consulted 
about its development. The market 
needs continual retesting while an 
idea is growing up. Tests tell where 
it is working well enough so that it 
ought to be left alone, where it is 
failing enough so that it should be 
withdrawn, and what the best lines of 
future development are. 

The complaint of the sales manager 
is usually that salesmen do not carry 
out an idea that the management has 
“had”, But good sales ideas are not 
merely “had”. They are conceived 
properly, developed cooperatively, 
tested constantly and timed exactly.— 
Howard E. Winship in Forbes, No- 
vember 15, 1939. 


Sales Letters With Oomph! 


Do ye ken th’ tales that gang 
around aboot Sandy Macwhyte? 
Weel, probably no, unless ye’re pair- 
haps a jobber or merchandiser in wire 
rope or a user o’t yersel’. If ye're 
aught meexed up wi’ th’ wire rope or 
cable or sling business it’s for certain 
Sandy, th’ “ wire rope splicer,” has a 
grip on yer hairt. 


40 


Sandy, some say, is the premier 
good will builder and the ace sales- 
man in the wire rope business today. 
In his dialect as thick as a fog and as 
colorful as the heather of his native 
highlands, he has for a long time now 
been writing letters to the clientele of 
the Macwhyte Co., Kenosha, Wis., 
rich in philosophy, gentle humor and 
pensonality. 

Sandy Macwhyte is in the person of 
George S. Whyte, present chairman 
of the board of Macwhyte Co. Mr. 
Whyte was born in Scotland. Any 
business man who can get his letters 
read, especially when they are light 
and gay, has something. Mr. Whyte 
was quick to see that he had some- 
thing in his original form of letters. 

To sell wire rope around the world, 
through many distributors, a multitude 
of buyers in endless specialized indus- 
tries must be made familiar with the 
name of the manufacturer and the 
identity of the product. That perhaps 
indicates why personalized letters, the 
kind that Sandy writes, play so im- 
portant a part in MacWhyte selling.— 
Sales Management, November 15, 
1939, 





Monthly Ratings for Salesmen 


The problem of measuring sales- 
men’s productivity arises in every 
sales organization. For the benefit of 
those who may wish to apply a plan 
to their own organizations, a brief 
summary of steps that may be fol- 
lowed is given below: 

1. Decide which factors will indi- 
cate sales accomplishment. 

2. Decide units of measuring each 
factor. 

3. Agree on the value or weight of 
each factor (in terms of points) so 
that the total possible score on all 
points will be 100. 

4. Accumulate the monthly total of 
each man on each factor. 

5. Arrange scores of each factor in 
order, from poorest to best. 

6. To study the men in relation to 
each other, plot each factor on cross- 
section paper. 

7. Record the monthly points of 
each salesman on an individual card 
and keep a file of these cards. 


Analyze the record of each man for 
weak factors, factors on which favor- 
able comment can be made, or other 
recommendations; also for promotions 
and increases in salary.—E. J. Benge 
in Advertising & Selling, November, 
1939. 


Gone With the Wind 


The National Advisory Committee 
for Aeronautics finds that rivet heads 
on the skin of a big plane cause 
enough drag to require 180 extra 
horsepower, or about 270 lb. more 
engine and propeller. If welding re- 
places riveting it would seem to be 
another case of “gone with the wind.” 
—From Power. 





Quarter-Turn Belt 
Solves Difficult Drive 


A feeling exists among power 
application engineers that quarter-turn 
belts should be avoided if possible. 
The photo shows an arrangement 
of this drive we have — success- 
fully used many times. This belt con- 
nects a 185-hp. diesel engine with a 
78-in. flywheel, to an 11-in. pulley on 
a vertical deep well pump, making the 
pulley-diameter ratio 7.1 to 1. The 
belt is endless rubber, 14-in. wide by 
75 ft. long. At top engine speed, 257 
r.p.m., a belt speed of 5250 f.p.m. 
results. 

A single-pulley track-type idler with 
autoinatic compression-spring _ belt- 
tension control and cross-single ad- 
justment to hold belt on when running 
backward guides the belt and main- 
tains tension.—Power, Dec., 1939. 
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Watch Your Sales’ Barometer: 
Your Mail and ‘Phone Orders 


@ The direction in which requisitions and orders 
flow is strongly influenced by distributors’ catalogs. 
But the pulling power of these catalogs depends on 
their present effectiveness. 


@ As catalogs grow older they are gradually "'side- 
tracked" in favor of later books which reflect im- 
provements in the industry. 


@ The beginning of a new decade is an opportune 
time to “take stock" of your selling tools. Any 
"slippage" in mail or ‘phone orders points to the 
definite need of a new catalog. 


@ And a needed catalog cannot be postponed 
except at the price of lost business. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 


MILL SUPPLIES ¢ FEBRUARY, 1940 





TEN YEARS AGO IN MILL SUPPLIES § 


EXTENDING PURCHASE TERMS ANO MAKING BANK- 

ING CONNECTIONS FOR PROSPECTS WERE SEV- \ ‘ 
ERAL OF THE wave IN WHICH: THE CREDIT OE-~% . 
PARTMENT OF SMITH-GOOTH-USHER CO., LOS 
ANGELES, COOPERATED TO HELP SMALL IN- SMITH-BOOTH-USHER 
DUSTRIAL FIRMS BUY MERCHANDISE. TH - 
STORY WAS 
TOLD BY C.E. 
BAKER, TREAS- 
URER ANO GEN- 
ERAL SALES MAN- 























“lO “CONDITION” AMAN FOR A POSITION IN THEIR 
CITY SALES DEPARTMENT, THE W.M. PATTISON SUPPLY 
CO., CLEVELAND -- ACCORDING TO HENRY RAHE, FLOOR ~ 
MANAGER ,- PUT HIM THROUGH A COURSE OF WORK 
FIRST IN THE $TOCKROOM. THEN AT THE CHEC 
ING. BUYING, AND “WILL CALL” DESKS, \ 





——o ol 
\ VANCE ¢. BOYD 


FQ Fee aco 
In AN INTERESTING —(f N - 


ANCE C¢- 
ARTICLE . VANCE C- 


, OF TH KING DESK 
BTANOARO-<HANNON eae | 
SUPPLY ©O.. PHI _ ——~ y [guvinc Dy 
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STEMS 


Arree 40 VEARS AT 94-96 NORTH 2nvSr., 
THE PIOGEON-THOMAS (RON CO., MEMPHIS, 


MOVED TO NEW QUARTERS AT IOWA AVE. 
AND S. MAIN STREET 


_ THE PEOEN IRON ANO STEEL COMPANY. 
HOUSTON, CHANGED ITS NAME TO THE 
PEDEN COMPANY. 


THE FRANKLIN HAROWARE COMPANY, NEW 
YORK, MOVED BACK FROM HOWARD ST. TO 
FRANKLIN S$T. WHERE THE COMPANY HAD OR- 

ICINALLY STARTED 


ILL SUPPLIES’ “WHOS WHO” FOR FEBRUARY TOLD HOW J.E. DILWORTH, 
WHILE SERVING AS CREDIT MANAGER FOR E.C. ATKINS €& €O., INC., MEM- 
PHIS, TOOK A CATALOG ALONG ON HIS COLLECTION TRIPS TO “PAY HIS 
WAY’ THUS, HE COT EARLY PRACTICAL TRAINING IN BOTH SALES 

AND CREDITS WHICH MAY, IN PART, EXPLAIN THE SUCCESS OF J.&. 
DILWORTH CO., INC., MEMPHIS, WHICH HE FOUNDED IN (920. 








AT WORK IN EVERY 
INDUSTRY 


J 
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Pratt-Gilbert Issue 
Four-Page Bulletin 


Phoe- 
cele- 


Pratt-Gilbert Hardware Co., 
nix, Arizona, which recently 
brated its 40th anniversary, marked the 
occasion with its first issue of its own 
publication, the “Pratt-Gilbert News”, 
a four-page bulletin of general inter- 
est to purchasing agents and industrial 
men. 

Illustrations and a variety of ma- 
terial makes the house organ most 
interesting. 


Ray Horner, Chicago territorial sales manager for Black & Decker 
and Van Dorn, caught the Christmas spirit early and on Dec. 22 
staged an oyster party for his friends among the local distributors. 
That's Ray, coatless, smiling in the center of the picture 


Soaking up some welcome heat before again braving Buffalo's 
wintry blasts are these R. C. Neal Co. salesmen. This side of table 
are F. S. McCoy and G. H. Schliecker. On the opposite side are 
H. E. Putnam, R. F. Slossman and Merritt Wilson 


44 MILL SUPPLIES ¢ 


Products of a local metal working plant were featured in the effective Christmas windows 
which attracted many passersby to pause before the H. P. Weller Supply Co., Erie, Pa. 


Hunter & Havens (Hartford branch) bunch reflects Christmas 
cheer; seated are James Creagh, Mary-Jane Selby, E. C. Sullivan 
(manager), Ann Foley, Katherine Bogan. Standing: George Wald- 
busser, Reginald Ray, John Wells, Allen Bevin, Richard Morris 


Salesmen of Reichman-Crosby, Memphis, meet. Seated, V. E. 
Leatherman, J. M. Pentecost, W. Zepf, C. Caldwell, W. Hoover, 
A. S. Nordlinger and Richard Alcott. Standing: L. Hastings, 
J. Barton, E. Campbell, W. Knapp (Disston) and G. E. Cox 


FEBRUARY, 1940 











DON'T FORGET TO 


‘LINE UP 
win HEWITT” 
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Moon and Kirkpatrick Get 
New Posts At American Chain 


George C. Moon, a vice-president of 
the American Chain & Cable Co., has 
been appointed general manager of 
sales of the company. ° Regarded as 
one of the most prominent men in the 
wire rope industry, Mr. Moon’s asso- 
ciation with that field extends back 
many years. After operating the 
George C. Moon Co. for a number 


use ROPER Asta. PUMPS 


“"“ DEPENDABLE: SINCE 1657 


HEN working your territory watch for the many oppor- 
tunities to sell Rotary Pumps. 


Automobile plants, bottling 
plants, chemical plants, hospitals, 
metal working plants, oil com- 
panies, public buildings, steel mills, 
sugar refineries, textile mills and 
dozens of other industries 


ROPER Rotary Pumps. 


Because all industries use Rotary 
Pumps, sales maintain an even keel. 
If one or two industries are in the 
doldrums and not buying others 
are going strong and need plenty 
of Rotaries. 


ROPER Rotaries are known as 
DEPENDABLE PUMPS by users 
everywhere. This reputation, plus 
personal sales assistance and na- 
tional advertising, creates demand 
and makes selling easier for you. 


use 


Write for our complete sales plan 
and learn how profitable rotary 
pumps are to sell. 


Seo. OD. 


ROCKFORD, 











Thick or thin—acids or 
alkalies—corrosive or com- 
bustible—there is a RO- 
PER that can handle prac- 
tically any clean liquid. 
Here’s a partial list: 


Alcohol 
Asphalt 
Benzine 
Bleaches 
Brine 
Catsup 
Chemicals 
Chocolate 
Cocoanut Oil 
Creosote Oil 
Cutting Compounds 
Distillate 
Drugs 

Dyes 

Fuel Oil 
Gasoline 
Glucose 

Ink 
Kerosene 
Molasses 
Paints 

Soap 

Soup 
Turpentine 
Varnish 
Water 


We have pumps stand- 
ard fitted, bronze fitted 
and all bronze . . . capac- 
ities from 1 to 1000 gal- 
lons per minute . . . pres- 
sures up to 1000 Ibs... . 
speeds from 1800 R.P.M. 
down ... mountings and 
drives for every practical 
need. 








ROPER CORPORATION 


ILLINOIS 
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GEORGE C. MOON 


of years, he became vice-president of 
the American Cable Co. when it ab- 
sorbed the Moon Co. and continued in 
the same capacity with the American 
Chain & Cable Co. after it took over 
American Chain about 14 years ago. 
He will continue active supervision of 
wire rope sales in connection with the 
wider responsibilities of his new 
duties. His headquarters will remain 
in New York. 

William D. Kirkpatrick, who has 
been general manager of sales of the 


WILLIAM D. KIRKPATRICK 


American Chain Division, has been 
elected a vice-president of American 
Chain & Cable Co. He has been 
identified with the company for over 
25 years. His headquarters will re- 
main in York, Pa. 





¢ 
hain 


ident of 
Co., has 
ager of 
rded as 
n in the 
’S asso- 
Is back 
ng the 
number 


ident of 
n it ab- 
inued in 
merican 
ok over 
irs ago. 
rision of 
with the 
is new 
remain 


vyho has 
s of the 


as been 
\merican 
as been 
for over 
will re- 


MILL SUPPLIES © FEBRUARY, 1940 





fya bod 


‘The Blade in 


the Plaid Box’”’ 


A Mea ¢ 


HACK SAWS 


“HIGH-SPEED" "“MO-SPEED" 


Molybdenum 


“TUNGSTEN” "“SUPER-FLEX" 


On countless metal cutting jobs, “LENOX” meets all demands 
with hack saws that assure you repeat business from satisfied 


customers, 


Our own experienced salesmen are working with Distributors 
every day to assist the customer in the selection of the proper 
blade for his metal cutting problems regardless of what they 
might be. 


LENOX” Blades on a Cut for Cut and Dollar for Dollar basis 
will more than hold their own and the “LENOX” Sales Policy 
of 100% thru the Distributor and full protection to stocking 


distributors backs them up. 


LENOX 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U.S.A. 


AS THE | 


TEETH OF 
A WOLF 


SHARP 
AND 
STRONG 


“The Blade in the Platd Bax” YTENOX e ay 


&* 
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0284404849488 644848848 Ot 
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Pahl Made Manager of 
Masback Industrial Department 


E. R. Masback, president of the 
Masback Hardware Co. of New York 
City, has announced the appointment 
of August Pahl as manager of their 
industrial department. In his new 


AUGUST PAHL 


capacity Mr. Pahl will have complete 
charge of the purchasing and selling 
activities of this department. 

Mr. Pahl joined Masback early in 
1939 after more than 50 years with 
Hammacher, Schlemmer and is a well- 
known figure in the hardware and 
mill supply field. 

Since its inauguration three years 
ago, the industrial, department has 
shown consistent growth and Presi- 
dent Masback has expressed confi- 
dence that under Mr. Pahl’s direction 
present plans for future expansion 
will soon materialize. 


H. W. Schuetz in New Post 


According to an announcement by 
John P. Hoelzel, president of the 
Pittsburgh Screw and Bolt Corp. 
Pittsburgh, Harry W. Schuetz was 
appointed to the post of assistant to 
the president and general manager of 
the firm’s Colona Division on January 
1, 1940. Mr. Schuetz was for many 
years superintendent of the Pennsyl- 
vania Works of the Natioral Tube Co. 
and for fifteen years has been asso- 
ciated with Pittsburgh 
Bolt. 


Screw and 


Robert S. Teague Dies 


Robert S. Teague, secretary-treas- 
urer, Teague Hardward Co., Mont- 
gomery, Ala., died on January 2 fol- 
lowing a brief illness. 

Mr. Teague had been secretary of 
the company since 1901. At one time 
he was vice president of the Columbus 


Iron Works. 
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PRS ES 


Disston made 
America’s first 
machine hack saw 
blades in 1894. 





Sell tomorrow's hack saw blade 
today... SELL DISSTON! 


Your customers know what Disston Hack Saw Blades can 
do for them on modern production work. Disston advertising 
tells thousands of machine shop men and executives how 
Disston Blades make men and machines more efficient. 

And that makes Disston easy to sell ! 

Disston Di-Mol Hack Saw Blades are tough. They’ll meet 
the trying feeds and speeds developed in machine sawing. 
They need no coddling in the hands of shop men. 

And Disston High Speed Steel Blades are efficient in cutting 
metals of extreme toughnes$“high speed steel, die steel, chrome 
nickel alloys and the like. 

Henry Disston & Sons, Inc., Philadelphia. Branches: Boston, 
Chicago, Detroit, Memphis, New Orleans, Seattle, Portland, 
Ore., San Francisco, Vancouver, B.C. Canadian Factory: 
Toronto. Australian Factory: Sydney, N. S. W. 
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WORKS: CAMBRIDGE, MASS., 


The buyer whose only index of 
value is price must realize that he 
can expéct little in the way of 
responsibility from his purchase. 
If all goes well he may have that 
elusive, transient phenomena 
which can be called a real bargain. 
More likely, however, he will dis- 
cover, all too late, that he actually 
has a poor bargain, or a little less 
than he paid for... B.W.H. 
Mechanical Rubber Goods are 
competitive in price, grade for 
grade, but are never offered with 
“price only” as their claim for 
recognition. Long experience, 
volume production and the most 
modern methods of manufacture 
enable. B.W.H. to meet legitimate 
price competition and furnish the 
kind of quality that means real 
value to the customer .. . There is 
true pride behind every brand of 
B.W.H. Mechanical Rubber Goods. 


Issey j 


T= 
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POSTAL ADDRESS: BOX 1071, BOSTON, MASS., U.S.A. 











TW haisie NEW LINES 
g Ce taken on by 


Distributors 


PATRON TRANSMISSION Co., NEW 
York City, has been appointed dis- 
tributor for the Chain Belt Co., 
Milwaukee, on chain, sprockets, 
power transmission on conveying 
equipment. 



























































R. C. Neat Co., Inc., BUFFALO, ts 
distributing welding rods manufac- 
tured by the Metal and Thermit 
Corp. in central and western New 
York. 


J. E. DttwortnH Co., Memputs, 
TENN., added the following lines 
during 1939: Viking pumps, Gates 
fractional horsepower belts, Bitu- 
mastic industrial painis, Reststoloy 
hard-surfacing electrodes, Bay State 
taps and dies, Taylor instruments, 
Morse roller chain and silent chain 
drives, Ahlberg bearings and Bauer 
and Black first aid equipment. 


STANDARD-SHANNON Supply Co., 
PHILADELPHIA, ts now handling 
products of the Abrasive Company, 
a division of Simonds Saw and 


Steel. 





RossMAN INbDUSTRIAL Suppty Co., 
SEATTLE, WASH., ts distributing 
steam supplies, controls and traps 
manufactured by Kieley and Mueller 


A PROMINENT industrial Purchasing Agent said recently for 
publication: — 


“There are two main problems in maintaining maximum 


efficiency in modern manufacturing. One is to modernize with Corp. 
the lowest practical investment and the other is to keep modern 
at the lowest possible cost. R. C. DuncAN Co., MINNEAPOLIS and 


St. Paut, has been appointed a dis- 
tributor by the Republic Rubber 
Division of the Lee Rubber & Tire 


“Distributors’ salesmen help with both of these problems, 
in all of their ramifications. They help by having tools and 


supplies ready for quick deliveries, by their thoroughness in Co. 

carrying im stock only the best in brands and products, and by 

their efficient cooperation with the manufacturers from which Don F. Jounson & Co., INc., Bur- 
they buy as well as with the customers to which they sell... FALO, is distributing — industrial 


: . rucks and tractors manufactured 

They help us to meet emergencies and they keep themselves - th To — x Co ' rs : land 
° , > Vv e owmotl¢ Cx. eveland, 

ready for our emergencies... Our preference for Distributors’ 


service is ...on a hard-headed business basis.” a ne a 





There you have the iti : . Itt., has added the lines of the § 
y position taken by the Purchasing Official Jaeger Machine Co. and the Lin 
who Knows. There he stands, regardless of manufacturers’ dis- coln Engineering Co. 


tributor-policies. But with the less enlightened purchasing official 

here is hi aa helpful : THe Kutncer-Ditts Co., Dayton, 
there is nothing quite so helpful to you as the sales-policy (estab- Onto, has been granted the exclu 
lished by ALLEN in its field), of SELLING ONLY — BILLING sive agency on Ingersoll-Rand com 


_— . . ren pressors, pumps and kindred items 
ALL ORDERS — THROUGH THE DISTRIBUTOR. 








BuHL Sons Co., DEeEtrRoIT, ts now 


| ( ( ] ( 1 oresce al 1 ( ts 
THE ALLEN MANUFACTURING COMPANY | pe ieee ite Corp, 


ARTFORD, CONNECTICUL USA. 
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FOUR REASONS WHY 
DISTRIBUTORS SAY “MILFORD 
IS THE PROFIT LINE” 






























Flexible Easy Starting New Catalog and Complete Line 


Rezistor Teeth Sales Helps Backed by 
Efficient Service 


More than a new blade—it's a All Milford hand blades have Milford distributors have 
radically new concept of hacksaw Easy-Starting Teeth—an exclu- the advantages of a big There's a Milford blade for 
service! The Flexible Rezistor is sive Milford feature. With these new catalog and sales every type of hand and 
q made entirely of special-alloy, fine milled teeth at the forward manual, and new at- power cutting job. A large 
high-speed steel but only the end of the blade, the cut can be tractive sales literature staff of field men, backed 
cutting edge is hardened. That started with ease at any angle, reaching every trade. by our test laboratory, in- 
is why it can't break in a frame. under any cutting condition, With Milford, you're sure sures plenty of inquiries 
The development every metal- and smooth action and a full of new customers and which are referred to Mil- 
working trade has waited for. stroke is the result. faster repeat sales. ford distributors. 


THE HENRY G. THOMPSON & SON CO., 
NEW HAVEN, CONN. 
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AMERICAN 


CHAIN 


End- Welding tor 


@ True tothe traditions which have 
contributed to American Chain 
leadership— American Chain en- 
gineers tackled the development 
of a new and far better sling 
chain—confident the job could 
be done. 


Discarding old-time engineer- 


1, END WELDS PROTECTED AGAINST DAMAGE FROM BENDING 


2. A PERFECT HINGE— NO UNNATURAL STRAINS 


3. ENTIRE LINK NORMALIZED—NO INTERNAL STRAINS 
4, UNIFORM MATERIAL—MAXIMUM SAFETY 
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N | PERFECTS 


for All oy Slin G Chains ~called : E Il dw e | dd ur 


1 have ing doubts, they found a way for After months of use chain users 
Chain the first time to use a remarkable say this of Endweldur—''4 to 1 
in en- modern alloy. Severe laboratory — longer life in tough service.” 
oment and service tests brought forth an- 
din th tal j . io ee Send for this FREE booklet 
g omer vial improvement in a which pictures and describes Endweldur Sling 
could the links of Endweldur Sling Chain. Consult us without obligation regard- 
F ing any chain problem. Address American 
Chain are welded at the ends Chain Division of American Chain & Cable 
neer- instead of at the sides. Company, Inc., Bridgeport, Conn. 
NDING s s J - 
va @ also Chains, Chain Fittings and Attachments 
TRAINS 





for Every Purpose... 


For the vast majority of all industrial chain 
problems, American Chain supplies the 
solution — in dependability, safety, low 
cost first and last. 

Weare sometimes spoken of as the larg- 
est manufacturers of chain in America. 
If that is our position, it may be attributed 
to the completeness of the line, quite as 
well as to the character of American 
Chain. For the chain you use must be 
built forthe job you have for it—if it is to 
give you lasting satisfaction. 

Proper chain fittings and attachments 


are of great importance, for they complete 
the service of the chain. Very often a sim- 
ple chain accessory will increase the use- 
fulness of the chain and save both money 
and time. American Chain offers every 
conceivable type of fitting, designed for 
convenience and safety, and pre-tested 
in our laboratories. 

Consult the American Chain represen- 
tative with confidence for he-can recom- 
mend without bias—backed as he is by 
quality chains and fittings in endless 
variety. 


SUMMARIZED: American Chain offers a full line of welded and weldless chain. . . also cotter 
pins, eye bolts, cold shuts, lap links, repair links, round eyes, malleable castings, grab hooks, 
slip hooks, sash chain fixtures, screw hook hangers, shackles, S hooks, sling chain hooks, snaps, 


special attachments, swivels, toggles, utility jacks, welded rings, etc., etc. 












































AMERICAN CHAIN DIVISION « AMERICAN CABLE DIVISION « ANDREW C. CAMPBELL DIVISION «* FORD CHAIN BLOCK DIVISION « HAZARD WIRE ROPE 
DIVISION » HIGHLAND IRON AND STEEL DIVISION « MANLEY MANUFACTURING DIVISION « OWEN SILENT SPRING COMPANY, INC. « PAGE STEEL AND WIRE 
DIVISION » READING-PRATT & CADY DIVISION « READING STEEL CASTING DIVISION * WRIGHT MANUFACTURING DIVISION * IN CANADA: DOMINION 
CHAIN COMPANY, LTD. « IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. « THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 
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Customers tell us this new 1940 Belting Cata- 
log is the best-organized catalog they’ve ever 
used. Information is in plain sight — not 
obscured by indefinite claims of superiority. 


Simply and conveniently, it shows how to get 
better performance and lower costs for each 
different requirement. 


Includes: complete line of flat leather belting 
... round belting ... cements, dressings... 

installation and maintenance helps. It’s free 
— so fill out coupon 

and mail today. 


company 


ess 


addr 


GRATON & KNIGHT 


Leather Belts turn more 
Pulleys than any other 
make in the World 


- » +. @ Catalog on 
Graton & Knight 
Leather Belting ar- 
ranged for your 
convenience. 


GRATON & KNIGHT SAYS 
“SPEED FOR 1940” 

Our new catalogs allow speed in ordering. Now 
here’s our program for speed in selling :— 

1. MARGIN: 
A firm and equitable discount policy which will 
permit distributors a better profit. 

2. TURNOVER: 
A stock plan that keeps investment low for vol- 
ume of sales. 

3. RETURNS: 
G & K uniform quality that prevents returned 
goods evil. 

4. PROMOTION: 
Magazine and direct by mail advertising with dis- 
tributor’s name. 

5. SALES MEETINGS AND CATALOGS: 


Application of belting made easy for distributor’s 
salesmen by simplified engineering. 
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Looking quite comfortable in their new 
offices at 89 Woodbine St., Hartford, are 
Harold Holden and Gilbert Silliter of the 
firm Silliter & Holden. The move from a 
location next door provides this fast-growing 


supply house with more room and more Bar RACKS oa 


LYON STEEL STORACE 
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conveniences for rendering quick service — co. 
Harry Riddle Retires a 
From Worthington Co. 


One of the best liked men in the one 
























industrial supply field, Harry Riddle = spaci OR 
of the Geo. Worthington Co., Cleve- Toot goxts - 


TEEL Parts ano Supp 





land, has decided to “call it a day” LY BINS 
after pounding a territory and direct- 

ing the efforts of others for 47 

years. 


Harry went to work for Worthing- 
ton in 1893 at three dollars a week. 
After occupying various positions in 
the house, he was given a territory in 
western Pennsylvania, making his Smaur PARTS 


home in Kittanning. 

\fter traveling for thirteen years, e 

he was made manager of the industrial 

department. In 1918 Harry was 

elected to the board of directors. — 
Riddle will spend the winter at his 

West Palm Beach home, “Hardly 

Able.” Summers will find him in 

East Cleveland. (Old friends please 

note, since he’s apt to get lonesome 





B PRopucts Incospo 


RATED 











@ One of the most desirable features of Lyon Shop 
Equipment, from a mill supply distributor's viewpoint, is the scope 


oe for a good old-fashioned scrap for . . . : ’ . 
an extra ten). and type of practical sales cooperation with which Lyon's nation 
On Decent 2 coer farm wide sales, service and engineering organization backs them up. 
Worthington employees gave Riddle There is an efficiently manned Lyon branch in the principal cities 
a dinner at the Cleveland Athletic of all industrial districts...doing a consistent job of pioneering pro- 


Club. motion that makes selling easier and faster for the mill supply sales- 
man able to offer Lyon Shop Equipment. Furthermore, due to this 
work, and the long established record of Lyon products for to 
Choose New Officers quality, more and tan industrial plants Reta ce on aoe 
For Lewis E. Tracy Co. Shop Equipment. Write for catalog and full details. LYON METAL 
At the annual election of the Lewis PRODUCTS, INCORPORATED, 5302 River Street, Aurora, Illinois. 
FE. Tracy Co., Boston, the following 
othcials were chosen: Cecil B. Brad- 


ford, president; George B. Hyde, vice 
president; Lewis E. Tracy, treasurer; | 
Howard H. Abbott and E. W. Emery, © 
directors, | CLV 
Mr. Tracy left for an extended trip | SHOP EQUIPMENT LCe 


to \rizona early in January. He will 
take a thorough rest to recuperate 
Irom a recent illness. 








LYON METAL PRODUCTS, INCORPORATED, Aurore IIhoou 
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SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 


Write for book ‘‘File Facts.” 


SIMONDS SAW AND STEEL CO. 


FITCHBURG, MASS. 








Stauss and Haas Acquire 
Van Horn Co., New Orleans 


On December 27 the business of the 
Oliver H. Van Horn Co., New Or- 
leans, was acquired in its entirety by 
Edward F. Stauss and Edgar J. 
Haas. The new owners re-incorpo- 
rated the firm under the former name, 
Oliver H. Van Horn Co., Inc., which 
will be continued. Active control and 
management of the company will be 





E. F. STAUSS 


in the hands of Mr. Stauss as presi- 
dent, and Mr. Haas, secretary-treas- 
urer. The former automotive depart- 
ment of the original company will be 
owned separately hereafter and run 
under the name of Van Horn & Son, 
Inc. 

The business conducted at the old 
location, 524 Camp St., will be con- 
tinued under the management 
with no change in the personnel. The 
firm will continue to stock and carry 
the lines of the well-known manufac- 
turers with whom Van Horn has long 
been associated. 

Mr. Stauss and Mr. Haas have 
teamed together for 35 years in the 
interest of the Van Horn firm and 
during recent years have been active 
in the conduct of its affairs. Mr. 
Stauss is the present president of 
the Southern Supply and Machinery 
Distributors’ Association. 


new 


Turbine Pumps for Sub Chasers 


Roots-Connersville Blower Corp., 
Connersville, Ind., has received a 
commission to supply turbine pumps 
for two Navy sub chasers now under 
construction, according to J. B. Trot- 
nan, manager of the company’s tur- 
bine pump division. 
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“RED END 
HACK SAWS 
3 GRADES 


BRIGHT BLADE 


Full High Speed Steel for toughest 
kind of Production Cutting. 


RED BLADE 
Molybdenum Steel Blade. Long 


wearing. Exceptional cutting quality. 


BLACK BLADE 


Regular Tungsten Steel Blade for 
general work. 


The RED END trade-mark is a guarantee of 
quality for each grade of blade. Write for 
booklet ““Hacksaw-ology.” 


SIMONDS 


SAW AND STEEL COMPANY 
Fitchburg, Massachusetts, U.S.A. 
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A Mere Temporary Biting Hold is 0 








ugh 
oe sages . 
Long 
_ b | t (l t t h t | 
le for 
— Pressure on the threads is the only means by which bolted parts are 
ieiiie kept tight! No device depending upon teeth to bite in can maintain 
adequate pressure over a long range. When vibration sets the teeth 
in farther and farther, the pressure on the threads becomes less and 
less, and looseness quickly develops. Nothing is accomplished by 
preventing backward turning of the nut. The actual causes of initial 
looseness are bolt stretch, wear of contacting surfaces, breakdown 
Y of rust, scale or past. ; ; : ’ Nut is tightened by setting up pressure 
S.A. A Helical Spring Washer is the only device that can maintain ade- on the threads. 
. quate thread pressures over a long range. Helical Spring Washers hold 
bolted parts tight by compensating for the causes of initial looseness. 
SPRING WASHER INDUSTRY ¢ Wrigley Building ¢ Chicago 
The Spring Washer compensates for 
e causes of initial looseness — still main- 
E f nO tains pressure on the threads. 


) 





The Spring Washer continues to maintain 
pressure on the threads over a long range! 
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AAS ANS YEE al AO A AT 8a [Kenny General Manager 


of Cameron & Barkley 





The Cameron & Barkley Co, 
Charleston, S. C., has announced the 
appointment of Theodore J. Kenny to 
the position of general manager. In 
creating this new post the firm has 
moved to meet the expanding business 
due to the industrialization of the 
South and the number of new plants, 





WINTER 


TAPS 


Their performance is 
well known to tap 
users. This customer 
approval insures 
PROFITABLE 
REPEAT BUSI- 
NESS FOR DIS- 
TRIBUTORS. 





RAR 








THEODORE J. KENNY 


QUALITY IAPS 





such as paper mills, shipbuilding com- 
panies, and other projects and activi- 
ties that are rapidly developing. 

In accepting this new position, Mr. 
Kenny resigned as director of trade 
sales of Devoe & Reynolds Co., which 
position he had held since 1936. He 
joined Devoe & Reynolds in 1927 as 
general credit manager following a 
period in which, for eight years, he 
had been in charge of credits for num- 

Engineering | ‘""S companies in the Union Carbide 

and Carbon group including: Linde 

service, mer- | Air Products, Prest-O-Lite, Electro 

Metallurgical Sales Corp., National 

chandising co- Carbon Electrode Division, Haynes 

Stellite, and Carbide and Carbon 

Chemical Corp. 

through-the-distri- After joining Devoe & Reynolds, 

Mr. Kenny took a prominent part in 

butor sales policy | the paint industry activities becoming 

chairman of the credit and collection 

committee of the National Paint, Var- 

nish and Lacquer Association in 1932, 

an office in which he continued until 

Sell 1935. During this period he was also 

| a director in the New York Credit 

WINTER QUALITY | Men’s Association. Mr. Kenny, Mrs. 

TAPS for PROFITS Kenny, his mother, and T. J. Kenny, 
Jr. will live in Charleston. 

| Cameron & Barkley was founded 

THE WINTER BROTHERS CO. | * Charleston in 1865 by Archibald A. 

Cameron and Rufus C. Barkley to 

Main Factory: WRENTHAM, MASS. | deal in a general mill supply business. 

Branch Factory: DETROIT, MICH. The firm operates stores in Tampa, 

Florida, G. B. Jennings, manager; 


A Division of the NATIONAL TWIST | jn Jacksonville, Florida, W. A. Ander- 
DRILL & TOOL CO., Detroit, Mich. | son, manager; and in Miami, Florida, 


F. M. Reid, assistant manager. 


Our Expert 


operation, and 


backs them up. 
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Could you ask for better proof that SKILSAW TOOLS have a wide 


acceptance . . . that they are preferred by plants who want the best? Here in the plant of 
Ex-Cell-O Corporation at Detroit, well-known as one of America’s finest manufacturers of 
precision machinery, SKILSAW TOOLS are making a number of different operations fast and 
profitable . . . proving by actual performance that every SKILSAW tool helps to sell another! 
Don’t overlook any bets . . . you will sell more SKILSAW TOOLS, to more customers, for more 


time-and-money saving operations! 


SKILSAW TOOLS ARE 
SOLD ONLY THROUGH 


SKILSAW, INC. RECOGNIZED DISTRIBUTORS 
5033-43 Elston Avenue, Chicago . 
36 East 22nd St., New York ¢ 182 Main St., 


Buffalo e 52 Brookline Ave., Boston ¢ 15 5 a ae 
Zist St., Philadelphia ¢ 2124 Main St., Dal- eS lt 
is » 918 Union Street, New Orleans ¢ 1253 <PEREEN SRSAAES NF 

South Flower Street, Los Angeles © 2065 = S$: 

Webster Street, Oakland ¢ 29 North Ave > - pisc SANDER 

N. W., Atlanta e Canadian Branch: 85 Delo- 

raine Ave., Toronto. 
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Joe Dilworth Steps Down, 
re ee: Elevates Blackstone 
You can 


J. E. Dilworth, president of J. E 


bank on Dilworth Co., Memphis, Tenn. has 


. “demoted” himself and traded places 
FAIRBANKS , with his former vice-president, E. C 
Yj, 


Blackstone. Although Mr. Dilworth 





LOOK AT THE 
SUPERIOR 
CONSTRUCTION 
FEATURES OF 
THE FAIRBANKS 


STEEL HAND 
TRUCKS 


J. E. DILWORTH 


is still on the job with the firm he 
founded under his name 20 years ago, 
he thinks that now he’ll have more 
time to fish. 

Mr. Dilworth came to Memphis in 
1903 with $23 his total assets. He 





Exclusive with FAIRBANKS is the first competi- 
tively-priced line of Steel Hand Trucks possessing the 
strength of steel and the resilient, shock-absorbing 
qualities of wood. Here is the most advanced type of 
hand truck construction. The scientifically designed 
frames, made of sturdy No. 1 quality seasoned hard 
oak extending the full length of truck, provide a 
flexibility that cushions shocks and absorbs vibration. 


Steel straps, securely bolted on both front and back 
of frame, provide great extra strength and ruggedness. 

Experienced truck users from coast to coast are selecting 
Fairbanks “Green Line”. It is the first choice of laborers as a 
fatigue reducing truck—and it gives extra long service, provid- 
ing users with substantial savings. 

With the Fairbanks “Green Line” as a “sales leader”, 
backed by a complete line of hand trucks, platform trucks, 
wagon trucks, wheelbarrows, casters and rubber-tired wheels to 
meet every requirement, Fairbanks offers distributors a great 
sales and profit line—one that reaps constantly increasing 
repeat business. 


Write for catalog No. 50 and our proposition to distributors. 
THE FAIRBANKS COMPANY 
19 EAST 4th STREET NEW YORK, N. Y. 
Boston, Pittsburgh—Distributors in Principal Cities 


Factories: Binghamton, N. Y., Rome, Ga. 
E. C. BLACKSTONE 
& 'd | 
took a job as a bill clerk at $65 a 
month, with the E. C. Atkins Co., saw 
Wi manufacturers. He advanced quickly 


until in 17 years he became general 
manager. Then he withdrew from 
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THESE FASTENINGS 


1. has 
places 
E. & 


worth 
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The new Stay-On Lock Nut keeps eli tight 
which are subject to severe vibration. Slotted crown 
section, eliptical in shape after heat treatment, 


Dardelet Rivet Bolts supplant rivets in structural 
steel assemblies. Bolt and nut have patented 
Dardelet Thread Lock. Nut spins on and locks when 


gtips bolt thread like a vise. = -piece design. 


tightened. No forge or compressed air necessary— 
Can be used repeatedly. 


just a maul and a wrench needed for application. 


m he 
5 ago, 
more 
his in 

He 


The Weather-tight Bolt is for wood construction. 
Head of this bolt sets flush with surface of wood 
without counter-boring. Prevents moisture seepage 
beneath head and from nut end as well. Tapered 
splined shanks prevent turning when nut is applied. 


Twin Thread Lag Bolts penetrate wood twice as fast 
as old-style single thread lag bolts. Hold tighter; 
self-centering; long tapered point permits starting 
by hand. And they sell at standard lag bolt prices. 


65 a 
, SAW 
lickly 
neral 
from 


® With this advertisement The Lamson & Sessions 
Company begins a service to the trade intended 
to supplement the personal calls of our representa- 
tives. It is a method of acquainting you with certain 
fastenings developed during the recent past which 
have real significance to your business. Some are old 
fastenings with improvements. Others are entirely 
new. All are part of the most complete line of bolt 


and nut products made in this country—by Lamson & 
Sessions. Ask for samples of any of these fastenings 
which interest you and we will gladly place them on 
your desk with quotations on any quantities you might 
consider using. Plants at Cleveland and Kent, 
Ohio; Chicago and Birmingham—maintain ade- 75% 


uate w stocks fo u ervice. 
quate warehouse stocks for your prompt service AMMIVERSART 


THE LAMSON & SESSIONS CO., Cleveland, Ohio | 1965-1940 





LAMSON & SESSIONS 
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Photo by Aero Digest 


Aviation is the country's fastest growing industry. It makes aircraft and engines for all the world—this year’s pro- 

duction will exceed $1,250,000,000.00. Emplovment has jumped 65%. Exports are up 43% and rising fast. Orders 

for U. S. Military planes are piling up. Passengers on commercial air lines show a 50% increase—express, up 30%— 

15% more miles flown than last year. Orders for private and transport planes are pouring in. The industry works 

at high speed, yet maintains the greatest accuracy in every operation. The industry uses great quantities of Barnes 
Hack Saw Blades and Band Saws—for rapid cutting at high production rate and at low cost per cut. 


BARNES 


platé Today's produciion schedules call for greater efficiency in all 


metal cutting operations. Costs that you cannot control are higher. 


You can control blade cost. You can control metal sawing costs. 

att op You can make appreciable savings by using Barnes Hack Saw 

nore p 0 Blades and Band Saws. Ask your Mill Supply Dealer. 
pf Send for this book 


The Barnes Metal Cutting Manual is full of 
valuable data jor production and maintenance 
men. Fits the vest pocket. Write us for a copy 

—wo charge! 
BARNES “Red Arrow™ Hack Saw Blades 
and BARNES Narrow Width Barid Saws 
for contour work are solving many metal 
cutting problems in the Aviation Industry 





exXPORT OLPARTMENT - 2111 WOODWARD AVE. OFTROIT 














Advertisements like the above, published in 
full page space, printed in two colors, in five 
leading trade papers with over 100,000 read- 
ers—your customers—are helping industrial 


distributors to do a still bigger business on 





Barnes Hack Saw Blades and Band Saws in 












1940. 
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E. C. Atkins and went into business 
for himself in 1920. 
| In resigning as president, he said, “I 
| recognize that changes must come, 
| not only in business but in personnel, 
Many men cannot see this, preferring 
| to hang on and see their business go 
| down by living in the past. So far 
as I am concerned, I am getting a kick 
already out of being made vice-presi- 
dent.” 

Mr. Blackstone, new president was 
| formerly vice-president and general 
|manager. He has been with the com- 
| pany since its inception. Born at 
| Water Valley, Miss., he attended 
Branhan and Hughes Preparatory 
School at Spring Hill, Tenn., and was 
graduated from the University of 
Mississippi in 1916. Then, at 22, he 
| got a job selling bonds in New Or- 
leans. His bond-selling activities were 
| interrupted by the World War. He 
| became a captain of infantry. Dis- 
missed from the service, he secured 
a job in a New Orleans supply house. 
He started in the warehouse and when 
he left in 1919 to join the Dilworth 
organization in Memphis he was a 
department head. 








Southeastern Salesmen 
Form ‘Traveliers Club’ 


Twenty men who have in common 
the fact that they call on industrial 
purchasing agents in the Southeast, 
met December 27 at the Atlanta Bilt- 
more Hotel, Atlanta, Ga., to form an 
| organization called the “Southeastern 
| Traveliers Club.” The group is com- 
| posed mainly of manufacturers’ repre- 
| sentatives. 
| Officers elected were: President, J. 
| Thurman Cobb (H. B. Sherman Mfg. 
| Co.) ; vice-president, Harry A. Olson 
(Oliver Iron & Steel Co.) ; secretary- 
| treasurer, Harris B. Carlock (Beaver 
Pipe Tools, Inc.) 
| Two committees were formed. 
| Horace E. Newell (L. S. Starrett 
| Co.) is chairman of the by-laws 
| committee and P. C. Hobson.(S. L. 
| Allen & Co.) heads the membership 
| committee. 
| The next meeting is scheduled for 
| March 1. At that time additional 
| permz unent committees will be ap- 
| pointed and the by-laws passed on. 


| 


Nelson Joins Factory Supplies 
| Factory Supplies Co., Rockford, IIL, 
la rapidly growing young supply 
| house, celebrated its first birthday on 
February 2 by announcing the appoint- 
ment of Spafford R. Nelson to its 
| sales staff. Mr. Nelson has had many 
| years of experience in the mill sup- 
| plies business and is well known in 
| that area. 
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Sioux Y% ALL ANGLE 
ELECTRIC DRILL @ 


Here's a drill you can sell in almost every shop. The handiest, 
most compact, most useful, most efficient little power tool ever 
introduced. Only 354” over chuck and gear case. Has so many 
uses, every shop needs it. 








Plenty of power. Especially designed for close quarter work. 
Smooth aluminum case fits hand perfectly. Complete control at 
all angle positions. Chuck mounted at 55° angle. Ball bearing 
throughout—cool motor operation. Universal motor operates on 


A.C. or D.C. Standard speeds 1650 or 2100 R.P.M. Also made 
in special speeds. 


This is only one of our complete line of portable electric drills.’ 


Sold only thru Distributors and backed by 25 years of 
research and manufacture. Write for complete details, prices and 
discounts on our complete line of portable electric tools. 





ARN 
STANDARD THE oP aE: WORLD OVER 
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“Saved 75% of Trap 


Maintenance Costs 


with YARWAY™ 










































Attending the Republic Rubber Milwaukee meeting were, left to right: R. C. Duncan (R. C. 
Duncan Co., Minneapolis), G. L. Smith (Republic), |. G. Wollter (Republic), H. P. Schultz 
(Republic), O. S. Dollison (Republic), Carl Channon (Great Lakes Supply Corp., Chicago}, 
H. F. St. George (Shadbolt and Boyd Co., Milwaukee), Price M. Davis (Shadbolt and Boyd 
Co., Milwaukee), S. R. Colucci (Republic), M. W. Clark (Republic), C. W. Litsey (Mid- 
States Industrial Corp., Rockford) and Paul Hagerty (Hagerty Brothers Co., Peoria). 


Republic Rubber Distributors Howard F. St. George, Shadbolt & 
Hold Milwaukee Meeting Boyd Company, _ Milwaukee, was 
elected chairman of the group and its 
Republic Rubber Division distrib- representative on the Central Dis- 
utors in the Central West held a__ tributors’ Council. 
meeting with Republic sales execu- Intense interest was manifested in 
tives at the Plankinton Hotel, Milwau- _ the plan itself as well as the various 
kee, on January 10. This is the first matters brought forward for com- 
of a series to be held in accordance ment and it was the consensus that 
with a plan formulated by the Repub- through free and open discussion of 
lic Distributors’ Council. the type carried on at this meeting a 


C. A. Channon, Great Lakes Supply great deal of mutual good is to be de- 
Corporation, Chicago, the outgoing rived both by Republic distributors 
chairman of the Distributors’ Council, and the manufacturer. 
outlined the purpose and aims of these Additional meetings are scheduled 
regional group sessions. At the con- for Youngstown, Ohio, on January 
clusion of Mr. Channon’s remarks, 31, and Memphis, on February 7. 








Mr. H. Hounslea of Seeley 
& Jones, Inc., Bridgeport, 
Conn., says: 














“Many of my customers are 


standardizing on Yarway ao B setfn. 3 
Traps. One firm that has 300 ‘erik = ent 
or more Yarways has advised ae Lar’t 0 


us that they have saved 75% - \i had 
of their trap maintenance 
costs since using the Yarway.” 


a% . 


Write for details 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 





Presenting a most modern appearance, the recently remodeled Klamath Machine & Loco- 
motive Works of Klamath Falls, Oregon has an extremely attractive interior for a supply 
house in the thick of a milling and logging center. A machine shop operated by the com- 


pany is capable of executing almost any kind of work required by the saw mills and 
eae ae logging camps it serves. 
66 


MILL SUPPLIES © FEBRUARY, 1940 
















was 
id its 
Dis- 


“din 
rious 
com- 

that 
mn of 
ing a 
e de- 
utors 


duled 


HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 


“C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS 
; “a SCREWS 


=~ PX 
™ y ¥ 
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Automatic 
Lowering 
Jack, ideal for 
low loads in 
cramped 
quarters, as 
well as normal 
loads. Sizes, 
5 to 20 tons. 





Available in 
38 standard 
sizes, the 
Duff-Norton 
Ball Bearing 
Jack Screw 
finds a host of 
applications in 
every factory 
and mill. 







> 


A powerful 

Ball-bearing 
jack for extra 
heavy-duty 

service 


-DUFF-NORTON 





THE DUFF-NORTON MANUFACTURING CO. 








Roebling Appoints 
New General Manager 


Charles G. Williams, formerly vice 
president in charge of purchasing and 
manufacturing operations for the fif- 
teen plants of the American Chain and 
| Cable Co., Inc., has been appointed 










0 
ch 1esMENS LISTS 
IS A PROSPECT 








CHARLES G. WILLIAMS 


| general manager of the John A. Roeb- 
ling’s Sons Co., Trenton, N. J. 

Mr. Williams was born in Hartford, 
Conn. on August 25, 1885. He at- 
tended the Phillips Andover School 

| and later received his degree in 
mechanical engineering from the 
Sheffield Scientific School, Yale Uni- 
| versity, Class of 1908. 

In January 1913, he was made pur- 
chasing agent of the American Chain 
and Cable Co. plant at Oneida, N. Y. 

| Shortly after the acquisition of the 
Standard Chain Co. in 1916, he was 
appointed general purchasing agent of 
all plants of the company and was 
made, in 1928, general production 
manager. In 1930, he was made a 
director of the company and in 1936 
Was appointed vice president in charge 
of all manufacturing operations in the 
fifteen plants of the company. 

Mr. Williams will assume his duties 
with the John A. Roebling’s Sons 


Company on March 1, 1940. 


4 


JACKS 


Everywhere your salesmen call, there is 
a market for Duff-Norton jacks. All types 
of industry, from the small factory to the 
huge steel mill, need jacks. And from 
the complete Duff-Norton line you can 
offer the particular types best suited for 
each prospect. 

Right now is a good time to go after this 
business. With production at a high level, 
every mill, every factory has more pushing, 
pulling, lifting, lowering to be done. Equip 
your salesmen with a sample Duff-Norton 
so that they can show their prospects the 
built-in quality that has made Duff-Norton 


Osgood Named President 
the accepted line everywhere. 


of Nutmeggers Club 


The Nutmeggers, Connecticut or- 
ganization of men engaged in the sale 
of hardware and industrial supplies, 
met January 10 at the City Club, 
Hartford, to elect officers for the com- 
ing year. 

Roland H. Osgood ( Patterson-Sar- 
gent Co.) was named president. Other 
officers elected are: First vice-presi- 
dent, Harry W. Murray (American 
Steel & Wire Co.) ; second vice-presi- 









Send for a 
supply of these 
handy 
Duff-Norton 
Jack Catalogs 
today. Ask for 
Catalog #113. 


f f 
SY 


A handy jack for pushing apart 
or pulling together structural 
members, machinery, walls, etc. 
Can be used with chains and 
cables. 


| 
d f 


The House That Jacks Built” lent, George W. Graham (Collins 
Co.); secretary-treasurer, Earl J. 


PITTSBURGH, PENNA. 





Hopwood (Olds & Whipple, Inc.) 
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Gondoy RUBBER PRODUCTS 





Other MANHATTAN Products 


Suction Hose 
Oil Hose 
Other Grades 
of Hose 
Packing 
Matting 
Pump Valves 
Tubing 
Washers 


mean 
SATISFACTION for your CUSTOMERS 


REPEATED PROFIT for YOU 


BELTING—Condor Compensated, a low-tension flat belt with equal- 
ized ply stresses which transmits power with unusual efficiency. This 
well-advertised leader is supplemented by other flat rubber belting 
for special uses, so that you have a complete line. 

HOSE—Condor Air, Water, Steam, Sand Blast, Paint Spray and 
special hoses—81 types for 81 uses make a versatile line of high- 
quality, service-giving hose that will win and hold business for you. 


V-BELTS—Condor Whipcord V-Belts with minimum inelastic 
stretch, a wide margin of strength and wear and uniform flexibility 
give you another product to sell with assurance of repeat business. 
CONVEYOR BELTS—for coarse or fine, hot or cold materials; 
packages and foodstuffs. The kind of item on which you can make bulk 
profit—and repeated profits if it’s a MANHATTAN Conveyor Belt. 
Look over the list of other Condor and MANHATTAN Products 
and note how they widen your sales opportunity. 

The MANHATTAN franchise carries performance as well as profit 
—therefore worth careful investigation. 


















Compensated Belt Fire Hose 
Standard Belt Hydraulic Hose 
V-Belt Packers Hose 
Molded Rubber Conveyor Belt Paper Mill Hose 
Goods ; Acid Hose Sand Blast Hose 
Oilless Bearings Air Hose Sand Suction Hose 
Belting of Every Brewers Hose Spray Hose 
Description Contractors Hote Steam Hose 
Molded Hose for Textile Mill Specialties Water Hose 
Every Service Creamery Hose Garden Hose 
Abrasive Wheels Dredge Sleeves Chute Lining 
Bowling Balls Air Tubing Launder Lining 


THE MANHATTAN RUBBER MFG.DIVISION 


_ OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 
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Industrial Brake Lining and Brake Blocks 











“UTILITY” Motor-in-Head 


RINDERS 


Costs Toboggan .. . . Production Zooms 


Combining every 1940 
feature ... totally en- 
closed motor so no 
dust, dirt or abrasives 
can reach motor wind- 
ings, rotor or bear- 
ings. Permanently lu- 
bricated. Overload 
protection. Room for 
two operators. Wheel 
guards adjust 
able to wheel 
wear. 


Model No. 500 
Ball Bearing 
¥4h.p. to 5h.p. 


for continuous 
service and for 
general purpose 
grinding 


THE UNITED STATES «(g=y* ELECTRICAL TOOL CO. 


i F ——_._ 
————{> i <——— 


CINCINNATI, — 2 


OHIO, U 


S—— 





| man in the hardware field. 
| tered the business at 16 as a clerk in 
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Edward Everett Boynton Dies; 
66 Years in Hardware Field 


Edward Everett Boynton, sales rep- 
resentative of the R. E. Dietz Com- 
pany, manufacturer of lanterns, died 


EDWARD EVERETT BOYNTON 


| December 27 at his home in Bellport, 


N. Y., after a short illness. He was 


| 82 years of age. 


sorn at Athens, Vt., November 21, 
1857, Mr. Boynton had spent the 
greater part of his lifetime as a sales- 


He en- 


W. B. Ball’s retail hardware store at 
Ludlow, Vt. Six years later he joined 
Ripley & Holton, Burlington, Vt., 
hardware wholesaler, as a salesman 


traveling the Vermont and northern 


New York territory. Moving to 
Rochester, N. Y., in 1882 he joined 
the wholesale hardware house of 
Weaver & Goss, and soon was ad- 
vanced to the position of sales man- 
ager and director. 

Mr. Boynton became interested in 
the lantern business in 1888, when he 
was appointed sales representative of 
the C. T. Ham Mfg. Co. He eventu- 
ally became associated with Warren 
McArthur, of Chicago, who repre- 
sented a number of lantern factories 
in the United States. Mr. Boynton’s 
duties in this connection took him to 
all parts of the country, and he was 
known during the greater part of the 
last half-century as “America’s pre- 
mier lantern salesman.” 

Mr. Boynton’s affiliation with the 
R. E. Dietz Company dated back to 
1914, and since that time he had cov- 
ered his territory assiduously in behalf 
of Dietz lanterns, ranging from New 
York to St. Louis and covering many 
cities in which he had won numerous 
friends. 


Plumb Announces Promotions 


Fayette R. Plumb, Inc., Philadel- 
phia, has announced several promo- 
tions. Frank L. Campbell, sales 
manager has been elected secretary. 
Frank P. Green has been appointed 
merchandise director and elected a 
director. Louis E. Gilliard has been 
appointed travelling sales manager. 





Dies; FROM ANY ANGLE EFFICIENT ILLUMINATION CUTTING OOD LENGTHS 


Id 

Itiseasier to read. The broad red line makes Visibility is further increased by illuminat- Now you can furnish odd lengths cut from 
les r visibility of the fluid level greater from _ing the transparent red line fromthe rear stock for that occasional “pick-up” order. 
ues rep- every angle. Cutting instructions make it possible. 
Zz Com- ew | 
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$ man- te you're looking for a way to more profitable gauge glass sales, 
sted in the ‘‘Pyrex’’ Broad Red Line Gauge Glass is a profit item you can- 
hen he 

ve of not afford to overlook. 

-ventu- hae ~ wreneive a ee . en 
nerd Backed by an extensive advertising campaign, it is your lead to 
a new prospects and increased sales. The broad red line, which in- 
ctories ) 

comagha sures positive visibility of the water level, creates instant accep- 


him to 
was tance. The durable qualities of ‘‘Pyrex’’ Brand Glass, from which 
of the 
S$ pre- this gauge glass is made, means low cost performance that is cer- 


th the tain to result in repeat sales. 

ack to : 

d cov- If you want a gauge glass that is easy to sell—one that makes 

Above is shown a reproduc- 
tion from an actual unretouched 


behalf ; ‘ , ‘ . 
le possible immediate deliveries on odd lengths because you, your- 


/ many 
nerous 


»* color photograph which illustrates 


. nd oe ¢ 
self, can cut them, write for complete details on the ‘‘Pyrex 


the appearance of the gauge glass 


Broad Red Line Gauge Glass. from directly in front. 
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retary 

ointed LYICK' 4 lJ 5 C GLA G G E C 

ted a 

; beer CORNING GLASS WORKS, CORNING, 1.¥. 


oo: “<PYREX" is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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ROUBLE 


To Sell Food 


THIS Way..... 
ee _—— 


ABRASIVE 


JEWELOX 


=e ey 
J 5 ERE 3 a 


You can save time and trouble by 
switching from “cracker-barrel” handling of abra- 
sives to the convenience of AP ‘tMasterpak.” These 
packaged abrasives put an end to the nuisances of 
untying bales, counting out sheets, and repackaging 
for protection in delivery ... To fill an order for a 
ream, just take a “‘Masterpak” down from the shelf; 
you sell by the unit, sure that every sheet is fac- 
tory-fresh and unbroken . . . completely protected 
from the elements. 

With such advantages as the exclusive 
“Masterpak,” 24-hour action on orders and 
authoritative technical counsel, the AP complete 
sales program is building new abrasive profits 
for distributors everywhere ... The details of this 
attractive franchise will be sent to you gladly. 
Abrasive Products, Inc., South Braintree, Mass. 


* JEWEL EMERY © JEWEL GARNET JEWELITE © JEWEL FLINT © NEW PR 


INC. 
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George S. Case, Jr., elected to the board 
of directors of The Lamson & Sessions Co., 
Cleveland, to fill vacancy caused by death 
of Chester C. Bolton. Mr. Case is general 
manager of the Birmingham, Ala., plant 


Supply Man and Family 
Killed in Auto Accident 


Robert Hereford, Murray-Brooks 
Hardware Company, Lake Charles, 
La., his wife, two children and an 
unmarried sister were killed on Sun- 
day, January 7, when the automobile 
in which they were riding collided 
with a Missouri-Pacific 
train. 

The party was enroute to Alexan- 
dria, La., to visit Mr. Hereford’s 
mother who some days previously had 
been injured in an automobile acci- 
dent. The accident to the Hereford 
car happened at night, the road being 
so slippery with ice that the crash 
could not be avoided. 


passenger 


Paasche Salesmen 
Hear McOsker 


E. J. McOsker, formerly editor, now 
Cleveland manager of MILL SuppPLiEs, 
was a guest speaker before 25 sales- 
men of the Paasche Airbrush Co., 
Chicago, at this company’s annual 
sales meeting in January. McOsker 
and other speakers emphasized the 
value of cooperation with distributors 
in the sale of Paasche’s air painting 
equipment. 


Standard-Shannon Adds 
to Force 


Two new clerks and two appren- 
tices in the stock room have aug- 
mented the force of the Standard- 
Shannon Supply Co., Philadelphia. The 
offices of this concern have been reno- 
vated throughout. 
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“I heard it features a revolutionary wire rope clip that is a 
real sales leader. Easier to put on... stronger and safer... 
delivers 95% of rope efficiency . . . and a lot more savings 
for users. Those are sales points I can use!” 

The new Laughlin Drop-Forged Safety Clip is not only an 
attention-getter in itself, but it also opens up the way for re- 
lated sales in wire rope and chain specialties. Its novelty and 
quickly demonstrated advantages give your salesman a good 
start toward a real sales-making call. 


Sell the FIST GRIP Clip 


LAUGHLIN PROTECTS THE DISTRIBUTORS 


BRANCH SALES OFFICES 


1027 Magazine St. 
71 Warren Street 
New York, N. Y. New Orleans, La. 


















923 East Third St., 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, Cal. 
605 Pioneer Bldg., 
Seattle, Wash. 
4000 York Street 
Denver, Colo. 


318 Penn. Ave. 
P. O. Box 217 ; 
Cortland, N. Y. Pittsburgh, Pa. 


Lewis M. Gardner 
564 W. Randolph St., 
Chicago, Ill. 2223 Warner Road 


Fort Worth, T 
2921 E. Grand Blvd., page Aaapese gains 


: : 10 High Street 
Detroit, Mich. Bocson, Mass. 


The THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 


SHOULDER NUT RING BOLT 


DISTRIBUTORS: 
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There’s fast turnover and there’s good profit margin 
in the Laughlin Drop-Forged Safety Clip. A real sales 
leader you need to build orders. Send the coupon 
right now for new Safety Clip Folder and the catalog 
which also lists other Laughlin profit-makers. 


MAIL COUPON TODAY FOR FREE FOLDER & CATALOG 


THE THOMAS LAUGHLIN CO. 
PORTLAND, MAINE 


Please send your new catalog and new Safety 
Clip Folder 
* 


COMPANY........ 


PE iiicsiiiste stitch eisvemstimene 


sesee eee eee eee ees eeeeee = 


ROUND PIN ANCHOR SHACKLE MISSING LINK SHOULDER WUT EYL BOLT open pattern 








YOU BENEFIT 


by Stressing These 


VISE features 


Our Hanoves ¢ OUR TOOL STEEL) /(LooK aArouR 
STAY PUTZ JAWS COVER THE SOLID STEEL 








RENEWABLE (SUPERIOR. 


SERIES 





ENTIRE TOP OF BAR SLIDE. 
We Make \ 
OUR OWN \ ip 
CASTINGS of 
PARKO-METAL) 


THE VISE and ARE STRENGTHENER 


These are the seven features 


EXCLUSIVE with PARKER 
AND HERE’S MORE DETAILED 
DATA ON FEATURE No. 1 


RENEWABLE STEEL JAWS 


The vital part of any vise—the steel jaw. 

A rigid jaw is absolutely necessary in order 

to hold work properly. However, the vise is 

worthless, if when worn, the jaws cannot be 

renewed. With the Parker construction, two 

straight pins (not tapered) are driven into 

the drilled holes and polished off. Thus the 

jaws are just as rigid as though they were 

a ao wae cast on. By driving the pins out, the jaws 

can be replaced when worn at a small cost.* The entire top of 

the vise is covered with tool steel (not a face jaw) an added pro- 

tection against filing, chipping. etc. Write for complete catalog 
giving full information. 


* Parker steel jaws are interchangeable. 


THE CHARLES PARKER CO. Meriden, Conn. 


PARKER VISES 


America’s Oldest... (@)... Established 1832 | 
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It took Paul Roberts, Paul Roberts Machine 
Works, Pocatello, Idaho, an hour and forty 
minutes to land the larger of these two 
steel-head trout. Both measured 36 in. and 
tipped the beam at 16 and 16!/2 Ibs. 
respectively 





New Ratings For 
Multiple Drives 


Based on studies of belt life made 
by Allis-Chalmers Mfg. Co. engi- 
neers in conjunction with industry 
representatives, the power ratings of 
multiple V-belt drives have been re- 
vised to provide maximum belt life. 
Sheave diameters and correction fac- 
tors are now standardized according 
to formulae based on results with mul- 
tiple V-belt drives over a period of 
ten years. Overload factors are being 
arranged also to allow for the type of 
prime mover and driven machine. 
The new ratings provide in many 
cases for a more compact drive and 
also for the longest belt life at the low- 
est initial cost. 

Companies cooperating in the new 
standards include: The American 
Pulley Co., Browning Mfg. Co. Inc., 
The Dayton Rubber Mfg. Co., R. & 
J. Dick Co. Inc., Dodge Mfg. Corp., 
Fort Worth Steel & Machinery Co., 
The Gates Rubber Co., L. H. Gilmer 
Co., Goldens’ Foundry & Machine Co., 
The B. F. Goodrich Co., The Good- 
year Tire & Rubber Co. Inc., W. A. 
Jones Foundry & Machine Co., The 
Manhattan Rubber Mfg. Div. of Ray- 
bestos-Manhattan, Inc., The Medart 
Co., Pyott Foundry & Machine Co., 
Rockwood Mfg. Co., United States 
Rubber Co., T. B. Wood’s Sons Co., 
Worthington Pump & Machinery 
Corp. 
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ive got to cut the weight, eh! Ever 
tof Republic Double Strength Steel ? 


Our specifications call 
for Rust-Resisting Pipe. 
Do You Sell It? 


Republic Specialties 


Can Help 
Increase Your Profits 


@ You sell bolts, nuts, rivets, wire, pipe, drawn bars, 
shafting and perhaps sheets and plates. On these standard 
items you will find easy customer-acceptance for Republic 
products because of a combination of these two factors— 
their uniform quality and the wide advertising program 
that Republic has continued for years to industrial buyers. 

But you can increase the scope of your service, and your 
profits. Sometimes your regular customers need special prod- 


ucts made only by Republic—and you should stock them. 


*Toncan Iron for rust-resistance is made into pipe, sheets, 
plates, bars, bolts, nuts, rivets and welding rod. Stainless 
steel is being used for many industrial applications and 
Republic makes the well-known *ENDURO Stainless in 
sheets, tubes, wire and many other forms. Weight-saving 
steels are coming into heavier demand—and Republic 
Double Strength is of all the high tensile steels the most 
easily fabricated and welded. 


And there are others. Ask for a copy of Booklet 199 
listing all the products of Republic and its subsidiaries. 
You'll find it handy when your buyers ask 
for special products. Your salesmen should 
have copies too. And it will simplify 
your purchasing. Write Republic Steel Corpo- 


ration, General Offices, Cleveland, Ohio. 


REPUBLIC 


STEEL 


*Reg. U.S. Pat. Off. 


BERGER MANUFACTURING DIVISION @ NILES STEEL PRODUCTS DIVISIO 


STEEL AND TUBES DIVISION 





CARBON 
CARBON MOLY 
CHROME MOLY 
STAINLESS 


~AND WHY/ 


W-S FORGED STEEL FITTINGS simplify the installation job. Using 


the Socket-End welding type, you just slip the fitting over the pipe-end 
and make a clean outside-the-pipe weld. No tack welding . . . no 
special fixtures required. @ Wide, heavy bands on the Screw-End type 
provide the-ample wrench surface for quick, easy make-up. Long and 
accurate threads insure tight, square joints. @ Both types are designed 
for precision self-alignment. For handling steam, water, oil, gas or 
ammonia .. . under all conditions of high pressure and temperature! 
@ Backed by a policy of full dealer codperation. 

THE WATSON-STILLMAN COMPANY, ROSELLE, NEW JERSEY 
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G. C. Petersen (left) president and How. 
ard West make a good “sales pair" for 
G. C. Petersen Machinery Co., Minneapolis, 
We just had to stop ‘em for a minute be- 
fore they began tearing into the day's work 


Central States Sets 
Date for Annual Meeting 


At the last monthly meeting of the 
Central States Mill Supply Associa- 
tion, November 18, 1940 was tenta- 
tively set as the date for their annual 
get-together. The Palmer House in 
Chicago, scene of last year’s activi- 
ties when 702 attended, has again been 
chosen. S. H. Clark, Samuel Harris & 
Co., Chicago, was appointed program 
chairman and Oscar Iber, O. Iber Co., 
Chicago, will take on the duties of 
arrangements chairman. 


Rossman, Jr. in Field 


Robert R. Rossman, Jr., for the past 
six years bookkeeper for the Rossman 
Industrial Supply Co., Seattle, Wash., 
is now spending part of his time in 
the field selling. 


No wonder pa's or other plant officials 
don't scare J. H. Blackham, vice-president, 
Queen City Supply Co., Cincinnati. But 
just to keep in form he took a vacation 
trip through the Smoky Mountains and 
sharpened his technique by feeding a wild 
black bear 





Mfour Supeil Get 


WHEN SELECTING SOURCES OF SUPPLY 


5 nd How. 
pair" for 
Mneapolis, 


Jay's work 


This is the only Buying Guide published 


Ss tenta- 


annual exclusively for industrial distributors — and 
ouse in A 

activi- has several unique features of unusual 
ain been 
larris & value to supply men. 


rogram 
ber Co., f 
uties of ist—It is built to specification for the 


DISTRIBUTOR and for nobody else. 


2nd— It lists only machinery, tool, sup- 
ply and equipment items which industry 
the past buys from distributors — consequently, 
ossman MILL SUPPLIES Buying Guide is not 
W ash., bulky and cumbersome but of convenient, 
time in ° , 
easy-to-handle size —can be kept in top 
desk drawer. 


3rd— Every attempt is made to list only 
those manufacturers who have an estab- 
lished discount policy favoring distributors. 


4th— Over six hundred advertisements 
provide product information, which in 
many cases eliminates the necessity of dig- 
ging into general catalog files. 


5th— The trade name index enables you 
to locate manufacturers of branded prod- 
ucts. 


TIP! Keep your new issue of MILL 
q SUPPLIES’ BUYERS’ REFERENCE DI- 
officials RECTORY within arm’s reach all through 


resident, t 1940. Use it as your first buying reference. 
ti. But 
vacation 
ins and 
3 a wild 








ACTUAL 
SIZE 
NOT 

RETOUCHED 


THIS DISC WILL NEVER BE USED 


One of our Blu-Mol Molyb- 
denum High Speed Blade users 
amazed himself recently by keep- 
ing score of the performance of 
a particular blade. The result is 
shown above—a nice, clean steel 
disc that will never be fabricated 
because he passed it along to us 
and we've enshrined it in our 


collection of Blu-Mol immortals. 


After wolfing through 2332 sq. 
blade 


right on to cut off this 


in. of tough stuff, this 


went 


- 


44” section in 3 minutes and 20 


seconds. We're not surprised; 
this is remarkable only because 
it’s recorded. Blu-Mol does that 
kind of thing all the time. We'd 
like to see any glib salesman try 
to wean this customer away from 


Blu-Mol. 
sell this blade than sell against 


Wouldn't you rather 


it? Blu-Mol distributors cut into 
any hack saw picture on the sheer 
strength of Blu-Mol performance. 
Phone, 
We'll give you the whole story. 


wire, or write today. 








HOW TO MAKE 1940 
THE BIGGEST HACK SAW BLADE YEAR YOU EVER HAD 
Tie up now to Blu-Mol Molybdenum High Speed Blades on the basis of 


the performance mentioned here and be ready to cash in big on a new, 
sensational development soon to be announced. 








MILLERS FALLS COMPANY Way 


GREENFIELD,MASSACHUSETTS 


78 
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Two Promoted 
At Behr-Manning 


Behr-Manning Corp., Troy, N. Y,, 
division of Norton Company, an- 
nounced the appointment of A. R. 
Doering of Troy, as industrial sales 
representative in Grand Rapids, Mich. 
Mr. Doering’s twenty-year record 


A. R. DOERING 


with the company includes an excep- 
tionally varied experience in the 
factory in selling and in engineering 
work, 

Mr. Doering succeeds Frank A. 
Roberts, who has been transferred to 
California where he will handle special 
development work. This is in the 


FRANK A. ROBERTS 


nature of a home-coming for Mr. 
Roberts for not only is he a native 
son, but his parents were early sct- 
tlers in California. His service with 
Behr-Manning covers a_ period of 
seventeen years during which time he 
has built up a reputation as an author- 
ity on sandpaper and its many appli- 
cations. 


Promoted by Hunter & Havens 


John Wells, who has been in the 
warehouse and shipping department of 
Hunter & Havens, Inc., Hartford, 
Conn., for the past five years, has 
been promoted to the inside sales 
force. 





, N.Y, 
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The SA} — — 
: : wer | This Gates Vulco Rope Drive Has an Un- 
Concave Side + usual Task. It Sovelven a 12-Foot, 55-Ton 


f Y Drying Roll in Front of a Roll Grinder at 
1S A GATES PATENT eI about e R.P.M. The Double-Reduction 


V-Belt Drive Replaced Gears Because even 
at this Slow Speed the Backlash of the 
Gears Resulted in Chatter Marks in the 
Surface of the Roll. 


_ | Make This Simple Test 


hl See for yourself just how the Concave Side makes 


| —[——=e7 A BIG SAVING 


th abs y...in your V-Belt Costs 


Here’s a simple and interesting test that tells an important story: 
P 4 P y 


Take any V-belt that has straight sides. Bend that V-belt while 
you grip its sidewalls between your fingers and your thumb. You will 
feel the sides of the belt bulge out—as shown in figure 1 on the left. 
Clearly, that out-bulge gives the belt a shape that does not fit its sheave 
groove. 


What Happens 
When a 
V-Belt Bends 


Now look at figure 2. There you see what happens when you bend 
a belt that is built with the patented concave sides. You get a similar 
change in sidewall shape—but what a different result! V-Belt 
The precisely engineered concave side becomes perfectly 
straight. There is no outbulge:—the full side-width of In Sheave 
the belt uniformly grips the sheave groove wall. This 
means uniform wear—longer life. Again, this full side- 
- ie width grip on the pulley carries heavier loads without slip- 
native page—a big saving in belt costs and a saving in power too! "9" °"" 


ly set- . e ° that do all the gripping and 
aaa The Gates Vulco Rope is the only V-belt built with gest cor thar chy 
iod of the patented concave side. cae Gage Or fo Ge 


ine THE GATES RUBBER COMPANY 
Engineering Offices and Stocks in All Large Industrial Centers 


| GATES “3. DRIVES 


rtford, 


3, has CHICAGO, ILL.,!$% South HOBOKEN.N. J..temi2*! ~~ BIRMINGHAM. ALA., !6*! 1s! LOS ANGELES, CAL., 74! Waze- 


“Western Ave. "Building * house St. 
. Sales 


DENVER. COLO., 2? Sou'h DALLAS, TEX., 22!3, Grilli PORTLAND, ORE.,2%3 ¥.“- SAN FRANCISCO,CAL., 72 , 


* Broadway * Street 
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INDIA OILSTONES 


(Pre-saturated with oil at the factory) 


TO LENGTHEN TOOL LIFE 





Deserving Favorites por Over 40 Years 


Any shop can prolong the cutting life of its edged tools 
by systematic touch-ups with an oil-filled India Oilstone, 
a practice truly economical both in its saving of high-price 
tool steel and in shut-down time of the machine. 


For in reality, that ultimate extremity, that super-cutting 
edge doesn’t need grinding every time it starts to dull 
down. No; just prompt restoring with a good oilstone —- 
and India is recognized as a superb oilstone in every 
quarter of the globe. 


There are varying shapes, sizes and grits not only for 
sharpening but for lapping dies, cleaning moulds and 
innumerable other jobs where speed with fine finish is 
absolutely imperative. 


True also of other members of the family of Norton 
Abrasives. -“Hard Arkansas” and “Crystolon”. All of 
these fine, reliable products are successors to the old 
“Pike” line, established in 1823. 


Help your customers save costly tool steel by recommend- 
ing oilstoning as regular shop practice. 


BEHR-MANNING 


TROY, N. Y. anv 15 BRANCHES 
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Hardware Trade Group 
Names 1940 Committees 


Members of the entertainment and 
membership committees were ap- 
pointed at the luncheon meeting of the 
Hardware Trade Association in New 
York on January 15. Fred Scholl 
(Long Island Hardware) was named 
to head the membership committee, 
with other members being Arthur 
Yorke (Hansen & Yorke), Charles 
Merritt (Reed Mfg. Co.) and H. L. 
Gilliam (Wood Shovel & Tool). 
Chairman of the entertainment com- 
mittee is Ralph Allen (Diamond Fx- 
pansion Bolt), assisted by Roy 
Schmidt (Stanley Tools) and Carl 
Waller (Underhill, Clinch & Co.) 

Two new members were introduced 
by President Robert Doti (Igoe 
Bros.) They are, M. T. Townley 
(Gilbert & Bennett) and R. S. Cor- 
nell (Stanley Works). 

Arturo Osolin, basso singer who is 
affiliated with the Diamond Expansion 
Bolt Co., sang for the group to round 
out the entertainment program of the 
meeting. 


Curtiss Made Assistant 
Sales Manager at Buffalo Bolt 


Colman Curtiss, Jr. has been ap- 
pointed as assistant to A. M. Jones, 
general sales manager. He started 
work in the factory in 1934, moved 
into the cost and accounting depart- 
ment in 1935 and joined the sales 
organization in the following year. 


Southern Jobbers To Palm Beach 


The joint convention of the South- 
ern Hardware Jobbers Association 
and the American Hardware Manu- 
facturers Association to be held at 
Palm Beach on April 8-11, will mark 
the golden anniversary of the found- 
ing of the former organization. 








Caught in the act! Early in the morning at 
that. Yes, these three stalwart gentlemen 
of the Safety Socket Screw Corp., Chicago, 
are bound for work. Left to right: A. E. 
Overton, president; S. P. Lancaster, general 
manager and C, W. Payne, sales manager 
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Heavy forged steel safety hook and cross 
head designed to withstand shock. 


Heavy wrought steel suspension plates 
support the load between the top hook 
cross head and load sheave. 


The load sheave on which the load is 
lifted is a massive special analysis steel 
casting. 


The driving pinion is a one-piece forging 
of special steel. 


Ball bearings upon which the load 
sheave is mounted are of high carbon 
chrome alloy steel running in chrome 
vanadium steel races. 


A continuous and adjustable hand chain 
guide which prevents snagging and 
fouling of hand chain, made of tough 
malleable iron having a tensile strength 
of 50,000 pounds. 


The load chain is of steel, welded and 
heat treated. 


Drop forged two-piece shackles with heat- 
treated suspension pin permit changing 
or replacing load chain without welding. 


Lower hook is equipped with heavy dv’ 
ball bearing, completely enclosed, packed 
in grease, requires no further lubrication. 


+ <a Mm <m 


Steel safety hook opens slowly, without 
fracture before any other part of the 
hoist is overstrained—protects operator 
and load. 


Note: All Yale Hoists are tested to 50% 
overload—long ton rating, 2240 lbs. 


Li gl 
A menor pel» 
ale el diel al al oe { 
Sun Al 


Capacities 300 Lbs. to 40 Tons 


... and YALE gives Distributors 
EVERYTHING to Help Close the Sale 


First: Yale hoists are sold exclusively through distribution. 
Second: Smashing Yale advertising appears in leading in- 
dustrial publications, reaching thousands of buyers every 
month—and every ad refers them directly to you, the distribu- 
tor. Third: These same buyers are regularly contacted with 
direct mail pointing out the advantages of Yale service and 
again urging that they patronize their local distributor. Fourth: 
The Yale catalog—tfull of sizzling sales ammunition that 
will help you crack the defenses of your toughest customer. 
Fifth: An intangible, but invaluable asset—the name YALE! 
Take full advantage of everything that Yale gives. It’s the 
stuff that sales are made of! 





~YALE- 
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Brings Lifetime Wear and 


Economy to Your Customers— 
Steady Profits to You 


“HALLOWELL” STEEL STOOLS 


“HALLOWELL” STEEL BENCHES 


ig. 
Drawer is extra 


Pat'd. and Pat's. renee 
Fig. 732 


Buyers are quick to recognize the many 


advantages 


offered by 
Benches. 


**Hallowell’’ 


The fact that you can supply 


them with a bench that will exactly fill 
their need right from stock is usually a 


deciding factor. 


“Hallowell” 


Benches 


have smooth steel tops—rigid flanged legs 


—ample shelf space 
drawer if desired. 


and pilfer-proof 


“HALLOWELL” STEEL TRUCKS 





i 





Fig. 754. Pat. Applied For 


If you want to supply your prospects 


with floor trucks that 


will give them 


the best value for their money—you'll sell 


them 


stay rigid. . 


“Hallowells”. The steel platforms 
won't chip or splinter... 


all parts will 


. wheels and hubs are made 


for easy rolling, and they're supplied in 


wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 








Write for 
LITERATURE 
AND 


DEALERS’ 
PROPOSITION 

















Fig. 1334 
Pat. Applied For 





Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 


ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


Fig. 


1432 


“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 


and the only 
hanger with inte- 
gral feet. Mil- 


lions in use the 
world over. 





“HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. 


STANDARD PRESSED STEEL Co. 





BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
INDIANAPOLIS Box 519 SAN FRANCISCO 
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Richard D. Baker, recently elected vice 
president and general manager of sales of 
the Pittsburgh Screw and Bolt Corp., has 
been with the company for more than 21 
years 


— — —_ 


Patron Transmission Adds 
The Chain Belt Line 


Celebrating its three years of rapid 
growth, the Patron Transmission Co., 
154 Grand St., New York City, has 
added Chain Belt to the fifteen lines 
previously handled. Other manufac- 
turers represented are T. B. Wood's 
Sons, B. F. Goodrich, Ahlberg Bear- 
ing, Ohio Gear, Union Gear and Ma- 
chine, Reeves Pulley, R. & J. Dick, 
Rockwood, Central Die Casting, 
Equipment Engineering, Safety Belt- 
Lacer, Cling-Surface, Toledo Timer, 
Manheim Belting and Dayton Electric. 
The company started with four em- 
ployees, now has fourteen and occu- 
pies a store and three floors. 































The temperature may bobble around the 
sub-zero numerals but as long as Uncle 
Sam gets through with the mail, C. C. 
Webster, general manager of F. E. Satter- 
lee Co., Minneapolis, will be at his desk 
to get those orders rolling 
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INDUSTRIAL EFFICIENCY 4, Thermoid 


Thermoid Industrial Rubber Products and manufactured with a practical 
have made very material contribu- engineering knowledge of the job it 
tions to efficiency and profits in has to perform. In addition, only the 
practically every American industry. finest raw materials and modern pro- 
Production and maintenance engi- duction methods are used in 

neers all over the country havelearned their manufacture. 


that Thermoid Products are depend- 
able in operation, and that their use » 
leads directly to operating and main- 
tenance economies. 


It will pay you to get the 
information on Thermoid 
Industrial Rubber Products. 
We stand ready at all times 





More than half a cen- 


There is a reason. Each Thermoid to help you in the solution tury of Progressive 
° ° . Engi erin and 
Industrial Rubber Product is designed ~— of your customers’ problems. Product Development 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


tard types of belting Standard types of hose 
e by Thermoid made by Thermoid 
smission Belting Air Hose 


onveyor Belting Water Hose 
Multiple V Belts Steam Hose 
Grader Belting Tank Truck Hose 
nners’ Belting Gasoline Hose 


ucket Elevator Belting Suction Hose 


BELTING HOSE PACKINGS BRAKE LININGS 
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SOMETHING 


NEW In 
ROPE 


Refreshments during a lull from work at 
+ a, h -_ / | the recent Louisville Instruct-A-Show. 
2 — Left to right—Mrs. Carl Oglesby, Carl 


. : ; Oglesby, president, Erdmann - Oglesby 

4 “ Co., Inc., Louisville; Mrs. R. F. Brandt 

and Dick Kane, National Twist Drill and 

Tool Co., whose line Erdmann-Oglesby 
distributes 





































Revised Bulletin Clears Up 
Points on Wage-Hour Law 


To the mill supply house and hard- 
ware dealer, rope was just rope until 
the American Manufacturing Com- 
pany produced AMCO ... a rope 
with new and improved character- 
istics . . . a rope that withstands 
rot and mildew . . . a rope that re- 
tains tensile strength for unheard of 
periods under impossible conditions 
. . « yet costs no more than other ropes. 
Users were skeptical at first, then enthusiastic. User told 
user of the virtues of AMCO. Rope, a staple for hundreds 
of years, became a business getting specialty over night. 
This is indeed something new in rope. 


PROVEN INCREASE 
10% TO 50% ANNUALLY 
No dealer who has taken on AMCO ROPE 


has failed to substantially increase his 
rope business. Details furnished on request. 


AMERICAN MANUFACTURING COMPANY 


NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
Western Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 





\ revision of Interpretative Bulletin 
No. 4, recently issued bv the Wage 
and Hour Division, provides some 
wanted illumination on several points 
in the Act which have long been 
puzzling to employers attempting to 
abide by the rules. 

These revised regulations may 
prove quite helpful especially to em- 
ployers who find it difficult to adhere 
to a definite schedule of hours every 
week of the year. 

Some of the subject heads under 
which interpretations are given are, 
“Salaried Employees — General; 
“Salaried Employees—Regular Num- 
ber of Hours;” “Salaried Employees 
—Irregular or Fluctuating Number of 
Hours;” “Extra Compensation for 
Overtime Not Included in Determin- 
ing Regular Rate of Pay;” “Effect of 
Reduction of Hours on Total Com- 
pensation; ‘“Pieceworkers;” and, 
“Employees Paid at Two Rates of 


Pay in Single Work Week.” 
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ALL-WEATHER 


MANILA ROPE 


TWINE - OCOAKUM -: PACKING 


AMERICAN MANUFACTURING COMPANY 
Noble & West Streets, Brooklyn, N. Y. 
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Please send me free sample of AMCO Rope 
and instructions how to prove it's different. 










The small size and ease of handling features 
of its products were dramatized by the In- 
dependent Pneumatic Tool Co. at the 
Automotive Service Industries Show by em- 
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This MASTER MANUAL 


takes the mystery out of V-belt drive selection 








minutes 


. you can 
determine the 
correct belt 
and sheave 
combination. 


























No tricky figuring 





or complicated 
engineering cal- 





culations... just 
simple arithmetic 


and common sense. 








ENTHUSIASTICALLY 
APPROVED 
EVERYWHERE 








DRIVE! 


This complete book is yours for the asking. 
Write or use the coupon below. NOW, BEFORE YOU TURN THE PAGE. 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
Harrison, New Jersey 
Send me a copy of the Worthington Multi-V-Drive Master Engineering Manual, V-1400-E2. 


Over 10,000 
distributed 
in less than 
four months. 








Name Position 











Firm 


Address 


MvO-4 
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THEY SHOULD COME TO FOR 


BEARINGS - - 


% All you need is the right set-up and they'll 
come to you because for bearing replace- 
ment needs industry wants quick service 
and satisfactory results. 



























Ahiberg equips you from A to Z in the 
replacement bearing department — gives 
you full means for most profitable results. 
When the call comes for ball bearings — 
roller bearings — or pillow blocks you have 
the answer — that’s why an Ahlberg fran- 
chise is an important thing to own. 


The Ahlberg line is complete —it consists of 
7 distinct lines —and all are available from 
one source near you — learn the full details. 
Investment moderate — profits assured. 


Write for address of nearest branch. 


Tae 2 
COMPLETE LINE OF ‘44, 


«PILLOW BLOCKS +» 
and f 


I le 


AHLBERG BEARING COMPANY 


Manufacturers of Ball Bearings 
3025 W. 47th STREET ed a itey \clomm 1 48), el} 
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At the close of the day. Sales hustlers 
of the Fuchs Machinery & Supply Co., 
Omaha. Left to right—B. L. Fuchs, 
president; A. A. Fuchs, manager con- 
tractors’ equipment and railroad depart- 
ment; J. L. Lundberg, R. B. Fuchs (son 
of A. A.), C. W. Monroe and E. K. 
Archer. A. L. Crawford, contractors’ 
equipment salesman, is missing from the 
picture 


Ralph Hoffman Receives New 
Post with Link-Belt Co. 


Ralph M. Hoffman, vice-president 
and sales manager of Link-Belt Co., 
Pacific division at San Francisco, for 
the last eight years, has been ap- 
pointed assistant to the president of 
the parent organization. Mr. Hoff- 
man’s headquarters will be in Chicago. 

Mr. Hoffman, a graduate mechanical 
engineer, University of Minnesota, 
came to Link-Belt in 1923 as manager 
of Link-Belt Meese & Gottfried Co.’s 
Seattle branch. He served in this 
capacity until 1931, when he became a 
vice-president of the company. 


James McGraw Issues Catalog 


James McGraw, Inc., Richmond, 
Va., has just issued a new five hun- 
dred page catalog. Attractively bound 
in black, with a cover design in red 
and white, this new book shows a 
wide range of industrial supplies, ma 
chinery, steel products and contrac- 
tors’ equipment. It was compiled and 
printed by R. R. Donnelley and Sons 
Company. 
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Electric sign being used by Behr-Manning 
distributors features a series of oil bubbles 
rising in the arrow-shaped. tubing which 
points toward the oilstone 








hustlers 
ly Co., 
Fuchs, 
er con- 
depart- 
hs (son 
4 E. K. 
tractors’ 
rom the 


New 


president 
3elt Co., 
isco, for 
een ap- 
ident of 
r. Hoff- 
Chicago. 
chanical 
innesota, 
manager 
ied Co.'s 
in this 
became a 


~atalog 


ichmond, 
five hun- 
ly bound 
n in red 
shows a 
lies, ma- 
contrac- 
piled and 
and Sons 


RASIVES, 
CIALTIES 


hr-Manning 
oil bubbles 
ping which 








TWIST DRILL AND 
MORSE we ee 
NEW BEDFORD, MASS., U. S. As 


NEW YORK STORE: 130 LAFAYETTE ST. ----= CHICAGO STORE: 570 WEST RANDOLPH ST. 
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(“You-can 


bank on 


FAIRBANKS’ 



































FIG. 0201 
BRONZE 
GATE 
WITH 
RENEWABLE 
SEATS 








On the way to lunch but obliging to the 

MILL SUPPLIES cameraman. C. C. 

Chapman (left), sales manager, and 

W. E. Smith, manager of the mill supply 

department of the long established 

Stowe Hardware & Supply Company, 
Kansas City 






VALVE | pon 
INSPECTION PY 


; Dumore Sales Meeting 
that guarantees better service Assails "Corny’ Technique 


“Ninety-five per cent of all selling 
is corny.” 

This opening statement became the 
slogan of the annual Dumore company 
sales conference, which began Jan. 2 


Sterling quality in all valves produced by Fair- 
banks results from the use of the highest grade 
materials constantly tested for the most desirable 
physical and chemical properties, close control of 













the “mix” of elements going into castings and the and ended Jan. 5. The series of 
use of modern foundry equipment and high pre- meetings was attended by members of 
cision-production tools. the engineering, sales and_ service 
All parts are carefully inspected during machin- departments. 
ing and must pass the closest tolerance before Opening the “corn’’ference, Louis 
acceptance for assembly. Inspection instruments H. Hamilton, president, welcomed 
are frequently checked for accuracy against the nine salesmen who came from all 
master gauges to insure maintenance of precision sections of the United States and Eng- 
standards land. Mr. Hamilton said that sales- 
Every Fairbanks Valve, regardless of size or men have the most difficult position 
° ° . . in the business world, and assured 
rating is given a hydrostatic test for more than the business world, and assure 
: . P s everyone that efforts of the company 
double the rated pressure. For oil and gas service ; . 









as a whole were designed to help them. 
Bob Hamilton, sales manager, was in 
charge of the daily conferences. Ten 
sound-slide films depicting the psy- 
chology of selling and sales techniques 
were shown during the various meet- 
ings. Edward Broberg, chief engi- 
neer, led discussions of the latest 


Fairbanks Valves must pass a special air test to 
insure tightness under the most exacting condi- 
tions. 

Fairbanks Valves—in more than 3,000 differ- 
ent sizes and types—are available in pressures 
from 125 to 350 Ibs., in brass and iron—a com- 
plete line. 









Write for catalog No. 21 and our special propo- developments in precision grinding. 
sition to distributors. Informally, salesmen and heads of the 





divisions talked about grinding prob- 


~ lems and the ‘tthods devised by 
THE FAIRBANKS COMPANY Suaees caning bh de aa id 




















Valves, Dart Unions, Hand Trucks and Wheelbarrows lems. . ‘ 
Salesmen attending the conference 
19 East 4th Street New York, N. Y. were Lee Augustine, William Thron- 
y 1 Gms Miz hens 
Boston, Pittsburgh—Distributors in Principal Cities Om A. ( ay mith, W illi _ Herme 
C. J. Seibel, Gilbert Nehoda, George 
Factories: Binghamton, N. Y., Rome, Ga. . 





Cary, Douglas Pleasanton and Earl 
Owen. 


Air-Way Pump Moves 


i ] D k 
alr dll S Air-Way Pump & Equipment Co., 


Chicago, manufacturers of transfer 

Sian ard | pumps and air check valves recently 
moved its offices and factory into new 

and attach iy(s a ' CS quarters at 569 West Van Buren St., 


Chicago. 
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avuiee That Is Bringing New Profit To 





Louis Medart Distributors Everywhere 


comed 
pm. all Careful buyers of V-Drive equipment are demanding over- 


| ane all efficiency on their V-Drives. And over-all efficiency can 


eltias only be obtained through a combination of the correct 
ssured units... sheaves, shafts, bearing assemblies and V-Belts. 
w tenn And buyers of power transmission equipment have learned 


ong the advantages of a single responsibility to assure V-Drive 
. Ten economy and efficiency. Medart Distributors, backed by 
_Psy- the Medart engineering staff, can offer a complete trans- 
cat mission service—from engineering the drive to furnishing 
engi- all of the essential drive elements required. That means 


latest that they have extra opportunities for larger unit sales 


“s and a greater number of sales. 
prob- MEDAR?-TIMKEN 


ad by SEND FOR SELLING INFORMATION — Let us lay the details of PILLOW BLOCKS... 
prob- these facts before you—now. Medart’s Distributor Policy is sound and offer many advantages in increased 
‘ efficiency and lower operating cost for 
meets the requirements of your territory. Resolve to make more money V-Madeetmanaiiaainiin Wiadasstiiediin 


-rence with power transmission ... to get more V-Drive business... start at —_ can provide their customers 
*hron- with greater over-all Drive efficiency 
: once by writing today. because they have available all of the 
rmeés, unitsrequired. And each Medart item 


Tai rge opens the door for the distributor... 
Earl : T H E M E D A RT e 0 M PA N y puts him in a position to sell other 


transmission items. 
$514 DEKALB ST. ST. LOUIS, MO. 
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Neal Hires Welding Specialists 




































Two experienced welders, George 
H. Schliecker and Richard L. Phelps, 
have been engaged by R. C. Neal Com- 
pany, Inc., Buffalo, to push the sale 
of Metal and Thermit Corp. welding 
rods, a new franchise. 

Mr. Schliecker will make his head- 
quarters in Buffalo and cover the 
Buffalo and Rochester areas, while 
Mr. Phelps will work from Syracuse 
in northern, eastern and southern tier 
sections of New York State. 





Disston Tools In 
Crypt of Civilization 


In May, 1940, the Great Door lead- 
ing into the now famous Crypt of 
| Civilization, located on the campus 
grounds of Oglethorpe University, 
Atlanta, Ga., will be closed and sealed 
until many centuries have come to 
pass. In 8113 A.D. that door will be 
opened, revealing to the people of that 
dim 187th future generation, records 
on our present-day civilization. 

The records consist of microfilm 
books, voca films, motion pictures, 
transcriptions on cellulose acetate with 
reproducing mechanism, photographs, 
pictures, printed matter, models of 
mechanical equipment and the tools 
and means governing our present sys- 
tem of transportation and communica- 
tion, records of languages, arts, his- 
tory, music, social sciences, medicine, 
surgery, etc., all of which to present 
to the people of 8113 A.D. the com- 
plete story of our present civilization. 

Henry Disston & Sons, Inc., Phila- 
delphia, as their contribution to the 
record of our civilization, are furn- 
ishing four tools—three saws and one 
trowel. Tie tools will be sealed in a 
special stainless steel box. 














| 


THEY OPEN NEW DOORS fo 


your salesmen... they give you 


exclusive advantages to offer . 

and they build extra volume on top 
of your “bread and butter” items. 
Stanley distributors are making real 
money today on these well-adver- 
tised special purpose Stanley Elec- 
tric Tools. Investigate what Stanley 
has to offer youl Stanley Electric 
Tool Division, The Stanley Works, 
146 Elm Street, New Britain, Conn. 


We are Represented by 
Selected Distributors 


* 





Little Miss Ruth Vollenhals of E. D. Mor- 
ton and Co., Louisville, lacks nothing in 
| the way of a male bodyguard. At her 

right is Lawrence Edlin, and, at her left, 


TAN re E L E C T R I Cc M. T. Jamison. Back row, left to right— 
T '@) '@) L S George Holbourn, Jr., company vice-presi- 


| dent; Claud Scott, William T. Brucker, 
A COMPLETE LINE FOR INDUSTRY — “’COST LESS PER YEAR“ | E. M. Thoben, secretary; E. D. Morton, 


president and treasurer. 
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SPECIAL 
TAP 
MUST 

| HAVE IT 
AS SOON AS 









This Milwaukee Distributor called the G.T.D. Green- 
field Plant at Detroit at ten o’clock and ordered a tap, 
special size and special thread. It was shipped at 5 P.M. 
the same day. Obviously deliveries like this cannot always 
be guaranteed, but strategically located plants and ware- 
houses make G.T.D. service outstanding in the small tool 
field. 


Alert distributors know the cash value of such service, 
which helps to explain why they find it pays to handle 
‘“Greenfield’’ Small Tools. 


Greenfield Tap & Die Corporation - Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 
Warchouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIEL 


TAPS - DIES - GAGES . TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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Two Appointments Made 
By Cutler-Hammer 






















C. J. Maloney, western district 
manager of Cutler-Hammer, Inc., has 
announced the appointment of Terry 


Fisher to take charge of the Northern 








WHEN YOU SEE THESE “SWELLS” AT THE WELD 






@ That’s where a link needs strength the most—at the 
weld. Hercules Steel Loading Chain has plenty of extra 
strength at this vital point—extra metal, inside and out 
of the way, put there by the patented “Inswell” welding 
process. The chain itself is fabricated of special analysis, 
heat treated steel—and carefully tested to twice its safe 
working load. Look for the identifying ‘““H” on the link 
—it’s your guarantee of 25% more strength, safety and 
wear. Your dealer has all the details—or write us direct. 









TERRY FISHER C. P. INNES 











Indiana territory and=bf Clayton P. 
| Innes as representative in the com- 
|  pany’s Omaha area. 

| Mr. Fisher has been with Cutler- 










Hammer for many years as sales engi- 

neer in the Middle West. He is a 

graduate of Northwestern University. 
| Mr. Innes has had many years of 
field experience in the application of 
motors and is a graduate of South 
Dakota State College. 







































COLUMBUS-McKINNON CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 





Set Dates for Tourney 
of Eastern Hardware Golf 














June 6, 7 and 8, 1940, are the dates 
that have been set for the sixth an- 
nual golf tournament of the Eastern 
Hardware Golf Association. The site 
will be the Cavalier Hotel, Virginia 
Beach, Va., using the course of the 
Princess Anne Country Club. 
Following last year’s program, va- 
rious groups will be organized to go 
by boat frem Boston, New York and 
Washington. 















That's right. Swift, efficient materials handling becomes a question 
of pennies—with CM COMET Electric Hoists. So why be satisfied 
with slow manual lift on the production line or in general hand- 
ling ... Why tire workmen with heavy loads? Use COMET Hoists 
on trolleys, monorail or cranes and carry loads overhead. Save floor 
space, step up efficiency, reduce “hidden” labor costs. COMETS 
operate from lamp socket or regular power lines. Capacities 250 to 
1000 Ibs. Low initial cost, low upkeep. Ask your dealer—or write: 











At ease! Salesmen of the Colcord- 
Wright Machinery and Supply Co., St. 
Louis, during a noon-hour relaxation from 
their arduous duties of chasing smoke 







stacks. Seated, left to right—Ken Smith, 

CHISHOLM-MOORE HOIST CORPORATION F.C. Fischer, A. G. OH, R. W. Koenig, 
(Affiliated with Columbus-McKinnon Chain Corp.) ‘ . a 

120 FREMONT AVE. TONAWANDA, N. Y. kon Mathest: cending-—P.°G. Kotler, 

Bronch Offices: NEW YORK + CHICAGO + CLEVELAND SN L. G. Poertner, Ted Kunz, E. J. Keim, 
R. R. Reuter, Henry Werz 
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This Electric Hammer is SELLING BIG 
Get YOUR share of the SALES! 


Because they cut costs and speed up operations, 
Black & Decker Portable Electric Hammers are 
easily sold to any plant or shop now using slow, 
hand methods—and that covers a big territory. 
Because the line is complete with 4 electric 
hammers ranging in capacity from 1/4” to 2”, you 
have the correct hammer for every type of job and 
the B & D Hammer Handbook tells you where to 
look for these jobs. Practically all you have to do, 
is demonstrate the easy, fast operation of a Black 
& Decker Hammer in contrast to slow, labor- 
ious hand methods—and you make a sale. 
Because we are backing you with plenty of 
advertising and merchandising material, sales 
come easier. Black & Decker advertisements 


on Portable Electric Hammers are reaching 
millions of prospects through the Saturday 
Evening Post, Mill & Factory, Industrial Equip- 
ment News, American Machinist, Construction 
Methods and Practical Builder. In addition, 
thousands of copies of Black & Decker’s illus- 
trated Hammer Handbook have been distributed 
among men in all fields and industries. 
Because the line is right and you’re backed up 
with aggressive advertising and merchandising 
material, sales for the Hammer are waiting for 
you. Complete the job by demonstrating the 
Hammer and you'll bring profits your way! 
The Black & Decker Mfg. Co. 717, Pennsylvania 
Avenue, Towson, Maryland. 


Portable Electric Saws Portable Grinders Portable Electric Drills 
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HOW THIS 


CHECK-CHART 
HELPS YOU SELL 


DART 
UNIONS 


Make a point by point check-up on Darts 
advantages and you've got five strong selling 
arguments. Add ’em up: bronze seats have 
proper composition to resist electrolysis and 
bad water conditions. Ground joints save in- 
stallation time, break freely when piping is 
changed. True ball seating helps insure tight- 
ness. Seats stay true to form in repeated serv- 
ice. Air refined malleable iron bodies and nuts 
have lower elongation than mild steel, resist 
stretch and thread troubles. Extra heavy con- 
struction prevents trouble from wrench abuse. 

Those are good reasons why Darts are 
economical to use, profitable to handle. Have 
you seen our jobber policy? 


E. M. DART MFG. CO., Providence, R.!. 


Sales fwents 
The Fairbank. Company, New York 
and all branches 
f anadian Pactory 
Dart Union Company. bid 


lorente, Canada 


} 


ewer ee ee 


Part of the nineteen attractively displayed exhibits that greeted the visitors’ eyes as they 
stepped into the industrial show put on by Factory Tool & Supply Co. at Akron. 


Akron Supply House Holds 
Successful Industrial Show 


On the evening of December 8, 1939, 
the staff of the Factory Tool & Sup- 
ply Co., Akron, Ohio, welcomed pur- 
chasing agents, superintendents and 
master mechanics from all plants in 
the city to a buffet supper. Following 
this repast, the guests were officially 
welcomed to an _ industrial show 
sponsored by the Akron supply house 
in which nineteen manufacturers 


Catalog No. 40 Issued by Foss 


M. L. Foss, Inc., Denver, Colo., is 
distributing catalog No. 40, featuring 
a section on aluminum, brass, bronze, 
copper and other metals, a wide range 
of tools, an electrical section, and gen- 
eral supplies for factories, garages and 
railroads. Catalog was printed by 
R. R. Donnelley and Sons Co. 


played a prominent part as exhibitors, 

Exhibitors at the show were: Morse 
Twist Drill Co., Nicholson File Co., 
Mac-it Parts Co., Desmond-Stephan 
Co., David Round & Son Co., Cleve- 
land Cap Screw Co., Clipper Belt 
Lacer Co., Jacobs Mfg. Co., A. 
Schrader’s Son Co., Upson Walton 
Co., J. H. Williams Co., Dayton Rub- 
ber Mfg. Co., Behr-Manning Co., 
Eagle Mfg. Co., Armstrong Bros. Tool 
Co., W. O. Barnes Co.,. Ridge Tool 
Co., Reed Mfg. Co., Osborn Mfg. Co. 


Expansion in Canada 


Indicative of the war's effect on 
Canadian business is the recent expan- 
sion of James T. Donnolly Co., 
Toronto. This firm has increased its 
staff, procured a larger warehouse 
and extended its lines to include all 
classes of mill supplies. Details of 
manufacturer’s lines are solicited. 


Samuel Harris & Co. sales force pictured on a visit to the plant of the Dayton Rubber 


Mfg. Co., Dayton, Ohio. 


sales instruction 
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An entire day was spent in visiting the plant and receiving 
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WANKEE"No.993 


Mah 


SPEEDS PRODUCTION 


You can sell this ‘‘Yankee”’ Vise—no matter what 


other vises your customer has in his shop. De- 
signed for continuous work—from bench to ma- 
chine and back again—accurate results and no de- 


lay. **Yankee”’ Vise illustrated above, made in four 


sizes: No. 991, 114" jaw width. No. 992, 2" jaw width. 
No. 993, 234" jaw width. No. 994, 4" jaw width. Hard- 
ened steel block, V-grooved, supplied for holding 
rounds. ‘* Yankee” Vise also available with remov- 
able swivel base. Sizes, Nos. 1991, 1992, 1993 and 1994. 


ORDER FROM MILL SUPPLY JOBBER. FOR “YANKEE” VISE CIRCULAR, WRITE NORTH BROS. MFG. CO., DEPT. ML, PHILADELPHIA, U. S. A. 








BUSINESS 





BUILDERS ; 










“ALLIGATOR 





If you want a complete line of FILES (American 
and Swiss Pattern in all sizes, shapes and cuts, 
Rifflers, Needle, Coil) Outstanding for their metal 
cutting qualities, Backed by 30 years time tested, 
time proven years of satisfactory service and a sales 


policy that protects stocking distributors then 
write us. 























The franchise may be open in your territory. 


CARSON-NEWTON CO. BELLEVILLE, N. J. 


CARSON-NEWTON 



























































Morgan Ulises 
SEMI- 


A PROTECTIVE STEEL THE 


COMPLETE 
DISTRIBUTORS MORGAN 
POLICY LINE 















































































A LINE Machinists 
THAT @untination 
Pipe 
OFFERS — 
THE Chucking 
e 
UTMOST Woodwortin 
m } wae Award 
GOOD Screw 






Quick Action 
Lightning Grip 


SOUND 









BUSINESS cenit 
e Garage 





When your customers show their preference for Morgan Vises you can see why it is 
good business to sell them. Only the finest material is used in their manufacture and 
strict standards of accuracy and precision govern their design. All Morgan Vises carry 
an unqualified guarantee. Sell them for good, sound business. Our definite distributor 
policy assures you of repeat business with an adequate return. 


MORGAN VISE CO. 108-112 Nv. Jefferson st. CHICAGO, ILL. 
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On the job at John Day. Executives and 
inside salesmen ranged along the service 
counter in the very attractive sales room 
of the John Day Rubber & Supply Co., 
Omaha. Left to right—Vic Enholm, H. 
J. Day, president; John Day, secretary; 
Harry Schropp and Ralph Erickson 





W. W. Williams Resigns 
From Babcock & Wilcox 


W. W. Williams, general manager 
of The Babcock & Wilcox Tube Co., 
Seaver Falls, Pa. is relinquishing his 
position on March first to go into 
business for himself on the Pacific 
Coast. 

Mr. Williams became associated 
with Babcock & Wilcox in 1929 as 
sales counsellor and became in turn 
general sales manager and_ general 
manager of the Babcock & Wilcox 
Tube Co. The eastern climate greatly 
aggrevated a bronchial condition 
which finally became so pronounced as 
to necessitate his moving to the 
Pacific Coast. 


Lehr New Sales Manager 
For Quincy Compressor 


The Quincy Compressor Co., 
Quincy, Ill., has appointed R. Lehr 
sales manager. Mr. Lehr joined the 
company in 1933 and until his recent 
promotion served as assistant to J. T. 
Conder, who resigned as sales man- 
ager on January l. 























E. W. Bromwich, president of Manufac- 
turers Sales Co., St. Louis, is proud of 
this hard plugging "crew." Seated, left 
to right—George Willman, Carl Combs, 
James Prosser; standing—Art Williams, 
Irvin Tenholder, David Smith, Ira Ream. 
Russ Grass, Henry Ejickmeier 
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Lubriplate produces a 
wear-resisting bearing 
surface. 


Lubriplate resists rust 
corrosion and pitting. 


Lubriplate reduces 
friction, thus lowering 
maintenance costs 
and power costs. 


Lubriplate is white 
and clean. 


Lubriplate outlasts 
ordinary lubricants 
many times. 


Lubriplate is econ- 
omical—a little goes a 
long ways. 


Lubriplate is avail- 
able in fluid and grease 
types for every need. 


Lubricate your plant with Lubriplate 
— the New Principle Lubricant! 


Are your lubricant bills running too high? Are replacements due to 
faulty lubrication excessive? Are you worried about noisy gears, 
hot running bearings or oil-dripping chains? 


Then Lubriplate is your answer. Try Lubriplate on the toughest 


lubricating job in the plant. See for yourself how this new principle 
lubricant stops noise—ends dripping—cools running temperatures 
slashes lubricant consumption—reduces labor charges toa minimum. 


A large aluminum company* was forced to lubricate coilers, 
SA shears and presses from 2 to 3 times each shift. With 
Lubriplate, a single lubrication Pe shift was all that was 


needed. In addition, | pound of Lubriplate goes as far as 
3 pounds of the former lubricant. 


A leading food packer* was faced with a mean lubricating 
problem. Oil was dripping badly from a single long conveyor 
which wove all about the shipping floor. The conveyor 
squeaked constantly. The day Lubriplate was introduced, 
squeaks and dripping stopped—completely. What's more, 
the Superintendent reports that “‘Lubriplate lasts a sur- 
prisingly long time. Now we are using Lubriplate on many 
applications.” 


Prior to using Lubriplate, a leading vulcanized fibre 
company* found that one gear consumed 36 gallons of oil, 
required 4 gear replacements and $6 replacement labor 
over a six months’ period—for a total cost of $79.82. 
During the next 6 months Lubriplate was used at a total 
cost of $2.50. No replacements. No labor charges. 


*NAMES ON REQUEST 
Lubriplgte Division of 
FISKE BROTHERS REFINING CO. 
NEWARK, NEW JERSEY + TOLEDO, OHIO 


Dealers from Coast to Coast 


LUBRIPLATE 


THE WHITE LUBRICANT THAT MINIMIZES WEAR 
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DON T FIGHT YOUR CUSTOMERS / 
.. >, STOCK SAFE-LINE 

a. CLAMPS AND SELL 

THEM WITH A SMILE 


<~ NO MORE INJURIES 
Sharp Ends are Safely Enclosed 


—Streamlined for Safety —for Genial hosts always, the folks at Teuscher 
Neat Appearance—for Security! Pulley and Belting Co., St. Louis. Seated, 
No Fouling. Assemble it any- left to right—Venida Raab, stenogra- 
where, without special socks ad pher; Freda Stuessie, bookkeeper; Lorine 


uerz, stenographer; standing — Bo 
I's ECONOMICAL, TOO! kc hactar sence Taos Oe 


Hely, telephone operator; George W. 
Swarting, salesman; John M. Glynn, 
ffic manager; Barth Freihaut, vice- 
TREMENDOUS HOLDING POWER! — a 
president. President Ed C. Teuscher 
Look closely at this picture. Large spiral was out of town 
grooves grip each strand, and fine vertical 
P a a 
grooves grip each wire: ; 
It squeezes tight; never [7 W. B. duMont Joins . 
slips and never cuts! Get 9) a ‘ Threadwell Tap & Die 
all the facts about this © ug \t a stockholders’ meeting held 
SAFE — January 12, 1940, W. Beltran duMont 
WRITE DAY: 


was named vice president and director 


of the Threadwell Tap & Die Com- 

SA | ae 1 # I N WIRE ROPE pany, Greenfield, Mass., in an ex- 

= pansion program. Mr. duMont, form- 

CLAMP erly vice president in charge of sales 

NATIONAL PRODUCTION CO. 4583 St. Jean Ave., Detroit ick of the Greenfield Tap & Die Corp., 

SAFE-LINE CLAMP DIVISION . no brings to Threadwell 27 years of 

experience in the small tool business. 

Other new directors elected are 

Philip Rogers, president of the Millers 

Falls Company, and George C. Lunt, 

treasurer of the Rogers, Lunt and 
Bowlen Company. 











Marine Specialty Adds Salesman 
SELF-LOCKING Michel S. Elgutter, connected for 


a number of years with the Electrical 
HOLLOW SET SCREWS | Supply Co., New Orleans, is now 
handling city sales for the electrical 
with the Knurled Points | department of the Marine Specialty 


y and Mill Supply Co. of the same city. 
3 ’ n 
ae Are in Demand! 


Many a mill supply house is “going to town" with these safety set screws which 


r shake loose once they're set up in the ordinary way. 
tenance men this means of course 


can’t vibrate To main- 
, reduced costs and freedom from accidents or 
breakdowns so frequently caused by ordinary set 


screws working free. Carry 
“Unbrako” 


and you'll be doing your customers a real service 


, boosting your profits 
at the same time. Write for dealers proposition. 




















’ 
vit 1} Square Head Self-Locking Set Screws 


have the same automatic locking feature which 





insures safety and reduced maintenance costs. 


They're a fit companion 
for “Unbrako” Hollow Set Screws. 


Investigate them too! 





STANDARD PRESSED STEEL Co. 


BRANCHES BRANCHES 
BOSTON ceaeeeaiie teeta CHICAGO Fig. 1646 M. A. Kelly, sales manager of Joseph 
OETROIT Box 519 ST. Louis Pat's. Pend |  Woodwell Co., Pittsburgh, finds every 
a a ee day a busy one for this city has become 


a beehive of activity the past few months 
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BaSssick 


CASTERS 


INDUSTRIAL DISTRIBUTORS 


fo} a = f- 4-4} Cod a @F-T-34-) ao -) ab Loh and al =1-1- Ma 40) agal 
sd ab OC= M129 0b bale Mm-Vohia-babe-\e f-\- bam: Maelo) cle 


yo) (=3¢= Me bb alte d al-M ole} 4-101 a5 A-EE- bate! 


type of caster to meet every 


customer's specific needs— 


etd atmo) alol-\-madat-tae-b¢-¥ ole sala 
— a : _ And vitally important— 
‘fom -_ = | += a sales policy that 
con = protects the in- 
. oi terests of the 
Millers distrib- 
— utor. 


* 
Bassick 


Casters. are 


easy to sell. 
ectrical 
is now 
ectrical sistent advertis- 
ecialty 
ne city. bate M- bate Molbtc-te-bateb bate; 


Years of con- 


performance in every- 

day service have def- 

initely established Bassick 

as the tops in caster value 

the country over. Selective 

obi teabelttetesalmn, etd alit-tolsh'd- am clei te) a alolor: 
operation builds business for you- 


assures the steady profits you want. 


YOU CAN“ BUILD BETTER BUSINESS WITH BASSICK” 
Joseph THE BASSICK COMPANY ° Bridgeport, Connecticu: 


s every 
become 
months 


Division of the Stewart-Warner Corp... Chicago, HL. 


Canadian. Factory: Stewart-Warner-Alemite Corporation of ¢ anada. Lid... Belleville. Outario 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless’’ joint. 


WIREGRIP Belt Lacing Machines. Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacers, that has feet to hold it upright while 
leading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


MILL SUPPLIES’ photographer caught 
this flash light in the steel warehouse of 
the Towner Hardware Co., Muskegon, 
Michigan. The three busy people he cor- 
nered are, left to right—D. K. Towner, 
general manager; Leo St. Denis, outside 
salesman, and Thomas A. Erickson, buyer 
for the industrial department. Mr. Erickon 
has been with Towner Hardware for 37 
years. 





pulleys regardless of distance from end of shaft. 
The “Universal’’ puller. 


Write for q 
Catal 
atalog \ 


ARMSTRONG-BRAY & CO. 


“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 


a ANI SR RSA SS a 
ATTENTION | Entries will be judged by com- 
mittees of distributors in from ten to 

sixteen cities. The best ten in each 


class will be discussed and exhibited 
G R Ee FE i at the Dallas convention. 


Offer you a complete line of 
blades backed by more than 50 
years of hack saw making experi- 
ence. The line must be good to 
have stood that test of time. 


Promotion Winners To Be 
Announced At Dallas 


The joint sales promotion committee 
of the three mill supply associations is 
sponsoring a contest among members 
of the American Supply and Machin- 
ery Manufacturers’ Association. 

Each member manufacturer may 
enter two examples of his best pro- 
motion work in each of three classes: 
1. Distributor envelope stuffers; 2. 
Special mailing pieces for special 
mailing lists and 3. Distributors’ sales- 
men’s catalog pages. 








Territories are open in some sec- 
tions. If you want an exclusive 
franchise hack saw basis with a 
line that will stay sold write us 
about our plan. 


These gentlemen of the gleaming porce- 
lains are H, L. Vandervoort and R. E. 
Wagner, both of Standard Steel Spe- 
cialty Co.; A. P. Zetterberg, Ingersoll 
Steel & Disc Div., Borg-Warner Corp.. 
and L. Freeman, Standard Equipment & 
Supply Corp., Hammond, Ind. All at- 
tended the Central States Mill Supply 
Club meeting in Chicago recently 


General Sales Agents 


JOHN H. GRAHAM & CO., INC. 


105 Duane Street New York, N. Y. 
Manufactured by 
G. W. GRIFFIN CO. Franklin, N. H. 
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--- AND THERE I WAS WITH 
REJECTS MULTIPLYING LIKE RAB 















“FACTORY JAMMED WITH ORDERS .. . and 
rejects multiplying like rabbits! On the 
foreman’s tip I called the local General 
Electric lamp man, and you’ve guessed 
it! The light was so bad you’d think we 
were practicing for a blackout. The G-E 
Lighting experts showed us how to fix it 
temporarily, and within a short time 
they’re making a detailed study of the 
whole factory, with an eye to recom- 
mending the most efficient kind of light- 
ing for every department.” 








WITH GOOD GENERAL LIGHTING in a plant, machines and benches can be arranged or re- 
arranged for the most efficient plant operation. The above photo shows a good lighting in- 
stallation in the plant of the Iron Fireman Manufacturing Co., Cleveland.This plant uses 300 
watt G-E MAZDA lamps in RLM dome reflectors, spaced on 11-foot centers, to provide good 
light for safe seeing and more efficient work. Use the new, brighter G-E MAZDA lamps in 
your plant. 


304° BELOW ZERO .. . The two tanks shown here 
contain argon, the inert gas used to help make in- 
candescent G-E MAZDA lamps stay brighter long- 
er. The drier the argon, the more efficient the 
lamp. Moisture in the argon is frozen out with 
liquid air at a temperature of -304° F. This year’s 
G-E MAZDA lamps give more light because they 
contain a higher percentage of this drier argon. 
This process is only one link in the chain of Gen- 
eral Electric research and development that is 
making each year’s G-E lamps give more light 
for the current consumed. General Electric Com- 
pany, Dept. 166- MS-B, Nela Park, Cleveland, O. 


G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 


Made ts atiy, brighter longer 
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G.E. MAKES 9000 
DIFFERENT LAMPS 


for every 


LIGHTING PURPOSE 





















Whether you make waste baskets or silk 
hose, G.E. is the place to go for help on 
making your lighting a real aid to pro- 
duction. Because G.E. makes more than 
9000 different types and sizes of lamps, our 
lighting experts can give you an unbiased 
recommendation on exactly which ones 
you need and where. 





G-E MAZDA lamps fulfill most industrial 
requirements for general lighting service. 
They are made in sizes from 15 up to 1500 
watts. 





G-E SILVERED BOWL MAZDA lamps 
are standard incandescent lamps with a 
coating of “mirror” silver on bowl. For soft 
indirect lighting ... in proper fixtures or 
adaptors. 





RF 85 WATT (COOPER HEWITT flu- 
orescent) lamps—100 watts overall—give 
the greatest light output of any lamp of 
equal wattage. Long life . . . low operating 
cost... less maintenance. 





G-E MAZDA H (mercury) lamps .. . 400 
watt size shown... have high efficiency, 
long life, and ruggedness. Very practical for 
high bay areas. Often used in combination 
with filament lamps. 





NEW G-E “MIDGET SUN”, a 1000- 
watt, water-cooled mercury lamp, is bright- 
est ever made. It is 1/5 as bright as the 
sun’s surface, yet no bigger than a cigarette. 


101 








More Sales, More Profits in 1940 


with 
TRIPLEX Quality 


Cap Screws, Bolts and Nuts 





TURPARARARARRATRTAAL 


TRIPLEX Products help your 
customers figure close on 
speedy efficient assembly for 
reduced costs and better 
profits. 


TRIPLEX Quality is main- 
tained through exacting steel 
specifications, strictly super- 
vised production, careful in- 
spection. Accurate deep 
threads, clean-cut points, 
properly formed heads— 
whatever correct bolt and 
screw practice calls for is 
rigidly observed. 





Four gents with a common purpose—to 
sell power transmission equipment. Left 
to right—R. A. Crush, Albert B. Crush 
and Co., Inc., Louisville; C. J. Beebe, 
Dodge Manufacturing Corp.; Albert B. 
Crush, and Dodge's Frank O'Hara. 





Make a bigger, surer profit 
from your screw products de- 
partment in 1940. Write for 
catalog and prices today. 


Collinson District Manager 
For Carborundum in Chicago 


' 


wiih} ~ SS twat (até 


H. W. Collinson, who has_ been 
Cleveland district sales manager for 
the Carborundum Co., Niagara Falls, 
N. Y., has been made district sales 
manager of the Chicago office, suc- 
ceeding F. E. Gridley. E. F. Konker, 
a member of the sales, succeeds Mr. 
Collinson at Cleveland and K. C 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS Woltz will cover Mr. Konker’s 


* Millions Sold + + + Used in Every Industry * verrnory. 


The Triplex Screw Company 
5307 Grant Ave., Cleveland, Ohio 





Congress Tool Builds Plant 


Congress Tool and Die Co., Detroit, 
has just completed a new plant on 
a two-acre plot located at Mt. Elliott 
and the Outer Drive. It has been 
outfitted with new equipment for the 
manufacture of Congress drives, 
v-belt pulleys, flexible couplings and 
die castings. The tool and die divi- 
sion of the company will remain at 
8211 Collins St. 


New Buyers’ Bible for 


YOUR CALLING CARD Cleveland Tool & Supply 
F 0 R M 0 R E B U $ I * E $ $ Wherever possible, salesmen for 


Cleveland Toot & Supply Co., Cleve- 

Everybody needs Gaskets. Supply land, are making a point of personally 
H Sal tell it’ b d delivering copies of Cleveland Tool’s 
ouse esmen el us its a bread- new catalog to their customers. This 
and-butter item to pull out of the book, compiled by Weinberg & 
pack on every call. McKee, has 504 pages, contains many 
interesting features. A new twist is 

And those Good Goetze Gaskets added by listing, in the front of the 
build good will as well as Sales book, names of leading manufacturers 
for the house that handles them. represented by Cleveland Tool through 


reproductions of their  letterheads. 

GOETZE GASKET & PACKING CO., Inc. Wear and tear on the index is cut 
26 Allen Avenues, Now Brunswick, J. down by using bond paper. High 
Branch Offices in Principal Cities speed prices are in red ink and the 
stainless steel section can be spotted 


U ce quickly because of its aluminum 
GA 343 c | border. Eye-appeal is achieved by 


zs ? pe having the cover in a bright orange 
Americas Oldest and Largest Industrial Gasket Manufacturer with black letters. 
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@ Bunting Standardized Bronze 
Bearings, Bunting warehouses 
and Bunting wholesalers have 
solved the bearing problem for 
American industry. 

In thousands of plants bear- 
ings are ordered as easily as a 
lunch and delivered as promptly. 
The Bunting Franchise becomes 
increasingly important in the 
operation of both wholesaler and 
customer. Are you selling all the 
Bunting Precision Bronze Bars 
and Bunting Standardized Bear- 
ings youcan?..The Bunting Brass 
& Bronze Company, Toledo, Ohio. 
Warehouses inall principal cities. 





PRECISION BRONZE BARS 
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SELECT 
WHAT 
YOu 


WHOLESALER 








BEARINGS 


BABBITT METALS 



































Just PHONE THE BU 
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CONDENSATE BUSINESS .e 





Here is a complete line — 
that gives you a market... 
“wherever boilers are used”: CONNERSVILLE 
Units that cut fuel costs and 
increase plant. efficiency. 


Get the details on this easier A U TOMAT | C 
— high profit line BOILERSERVICE 
| UNITS 


Condensate Return for 
Gravity Systems. 


Condensate Return and 
Boiler Make-up. 

Direct Boiler Feed. 
For boilers up to 500 


H.P. Pressures up to 
125 lbs. 











Write for complete catalog 
and prices 











- TAKE A CORNER ON 


OOTS-CONNERSVILLE BLOWER CORP. 


ee ee Se ae 


Pump Builders for over Fifty Years 
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Malcom C. Sargent 
Sprout, Waldron Engineer Dies 


Malcolm C. Sargent, for the past 
five years district sales engineer in 
New England for Sprout, Waldron 
and Company, Muncy, Pa., died Janu. 
ary 9, at the Quincy Hospital, Quiney, 
Mass. Mr. Sargent’s death was caused 
by an embolism developing after an 
operation. He had been sick but a 
very short time. 

Born in 1893 at Sargentville, Maine, 
Mr. Sargent was a life long resident 
of New England and had, throughout 
the area, a host of friends in the in- 
dustries with which his work brought 
him into touch. Prior to joining 
Sprout, Waldron he was, for several 
years, a partner in the firm of Bellamy, 
Robie & Sargent, manufacturers and 
distributors of Cambridge. 


Crane Transferred 
by New York Belting 


Robert W. Crane, until recently 
sales representative of the New York 
Belting & Packing Co., eovering 
western New York and _ northern 
Pennsylvania, has been transferred 
to Minneapolis. He will be succeeded 
by Edward B. Cunniffee, who will 
make his headquarters at Rochester. 
The territory to be covered by Mr. 
Crane in his new post, will embrace 
northern Iowa, northern Wisconsin, 
Minnesota, North and South Dakota, 
and the northeastern part of Mon- 
tana. 


Ernest Key New President 
Leather Belting Association 


Ernest D. Key, president of the 
Atlanta Belting Co., Atlanta, Ga., was 
elected president of the American 
Leather Belting Association at the 
association’s annual meeting held at 
the Hotel Commodore December 12. 

Other officers of the association are: 
Ist vice-president, G. L. Abbott, 
Graton & Knight Co., Worcester, 
Mass.; 2nd _ vice-president, Preston 
deG. Baldwin, Baldwin Belting & 
Leather Co., New York; treasurer, 
A. H. Rahman, George Rahman & 
Co., New York; secretary, J. L. Nel- 
son, New York. 

The following directors were elected 
for a term of three years: J. Edgar 
Rhoads, J. E. Rhoads & Sons, Wilm- 
ington, Del.; M. M. Jones, Akron 
Belting Co., New York; R. M. Pindell, 
Jr., Alexander Bros., Philadelphia. 
Other directors of the association in- 
clude F. E. Barth, Graton & Knight, 
Worcester, Mass.; P. C. Brown, I. B. 
Williams & Sons, Dover, N. H., and 
C. Carter Bond, Chas. Bond Co., 
Philadelphia. 
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HARD 
BOILED 
EGGS 


This is the rope for men who compare the service 
received from a rope against the initial cost of 
the rope plus cost of installation. They are the 
fellows who know real rope costs and buy intelli- 
gently. Wherever Wickwire Rope is used, past 
average rope costs are always equalled or 
lowered. These are strong statements, but they 
must be strong because they are addressed to 
men who buy on facts and figures . . . typical 
users of Wickwire Rope. 


Wickwire Spencer offers Wickwire Rope in both 
Regular Lay and Wisscolay Preformed in all sizes, 
grades and constructions. Have your next rope a 
Wickwire Rope and watch your rope costs go down. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 


Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene 
Texas, Seattle. Export Sales Department: New York City 
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Lewis Supply Co. 
Holds Three Day Meeting 


The Lewis Supply Co., Memphis, 
Tenn., held a three day sales meeting 
on December 27, 28 and 29 at the 


Hotel Peabody. 
cTLECTRO-MAGNET | : Manufacturers’ representatives who 


In 6 sizes, for drilling, : addressed the Lewis sales force were: 
cutting, surfacing, and 


dozens of other "jobs. Phil Dickinson (Pyrene Mfg. Co.), 
to $225.00 HANDLE THE SYVA/7 L2O// R. C. Rawson (Fiske Bros. Refining 
- ve Co.), R. W. Steward (Manhattan 


sé ” Rubber Mfg i : ins 
TWO-FOLD PROFIT LINE! Rubber lig. Div.), E. C. Robinson 

(Century Electric Co.), M. H. Potter 

. - ea he ees eres neompanes (Marquette Mfg. Co.), F. N. Johns- 

and profits, se I N’S “TWO-F "” profit e 

line of electrical equipment. In the first icon, ton (Dodge Mig. Corp.), V. Vowell 

SYNTRON Electric Hammers, Saws, External Con- and H. H. Whittemore (Flintkote 

crete Vibrators, and Internal Concrete Vibrators are . >IT Dp: 

dependably built, and carry the rightful reputation Co.), P. T. Pinckney and D. A. Ahl- 

o eing re producers. Secondly, SYNTRON p Te - Kni ‘ 
OVER POWERED ELECTRIC SAWS equipment offers you not only imasediace profits, strand (Graton x . Knight), Harry 

In 5 models, 2” to 434” Cuts, tilting bases but also a reputation for quality tools that brings Carloss (Deming Co.), Ralph Nied- 

for bevel cuts. Also with abrasive discs. in repeat business. : > 

$85.00 to $225.00 rsa ; ; ringhaus and Donald Follmer (Hy- 

Our distributor policy includes generous discounts, . -_, a 

— ny Myla deals with only one authorized grade-Sylvania), A. T. Ayres (Brod- 

outlet in each trade center. In addition to this, rick asc : “ 

SYNTRON also offers all possible sales assistance erick & Bascom), A. ©. Bean 

> regard - oo sales promotional work, etc. (Tnemec Co., Inc.) and M. A. Gallup 

For successful selling, investigate the SYNTRON ; scot. ininge 

“TWO-FOLD” profit line. Complete details cover- | ( Minne sota Mining). 

ing prices and distributor policies will be sent to Guest speaker at the banquet held 
fou upo © ay. - "34 

cn ow ee Wee Ce on December 29 was the Hon. Clifford 


Davis, City Commissioner. 














INTERNAL CONCRETE 


VIBRATORS Industrial Catalog for 
Engine ‘driven. 6500 to, 9000 SYNTRON CO. _ Weed and Company 
V.P.M. $275.00 to $500.00 


, An industrial catalog of over five 
SVIBRATORS (Electric). 900 Lexington Ave. | hundred pages has just been issued 
Ag IS: gg Mey $185.00 HOMER CITY. PA by Weed and Company, Buffalo. Fea- 
a oe " : _J | tured are steel, tools, some’ electrical 
supplies, and many hardware items 
used by industrials. This newest cata- 
log of an old company was compiled 


THERE'S PROFIT in rne AIR! ***os” 














rh rit [Lal Canadian Firm Seeks 
“|| 7 _ Additional Lines 


W. H. Cooper & Co., 104 Adelaide 

St., Toronto, Canada, are looking for 

additional lines such as machine tools 

and supplies to sell to the mill supply 

trade of Canada. The company has a 

centralized’ warehouse complete with 

This advertisement will appear in Mill tools and testing equipment to give 
and Factory, Factory Management and | 


Maintenance, and Industrial Equip complete service on lines represented. 
ment News in February and March. 





Manufacturers interested in increas- 
Vast quantities of fittings and | ing their representation through this 
. . accessories are used by industry | source can communicate direct to 
° it / to handle compressed air. You W. H. Cooper. 
as lexible as Electrict jy . can write sizeable orders by go- | 
‘“ ing after the replacements and 
Air tools and other ait-operated equipment = ws noe. new installations. Distribute New Catalog 
plugged into the main supply line by mere : ua wet Recommend Schrader products : 
Couplers at convenient points. Makes interchangias to your customers. The rugged Featuring steel, heavy hardware, 
easy. Saves time and gives your air line more simplicity of Schrader engineer- tools, abrasives, saws, wire rope, con- 
uses. A twist releases the connection rape ing assures them of long, trou- tractors’ equipment, paint, _ black- 
ly air-tight in service an ble-free service and greater value smiths’ supplies and wagon hard- 


; Schrader products for their money 
when disconnected. Order S« ye | a » sofe . : : 
€ 3 atalog 1a) ve ¥ (1S- 
from your mill supply distributor. | ware, the new catalog now being dis 


Send for ; SCHRADER MAKES | tributed by the Todd-Donnigan Iron 
whic 


—tee oe complete line A COMPLETE LINE Co., Inc., Louisville, marks another 
hra er of Sebvader Sstor hasuasril Airline Couplers | step in the transition of this company 
C - os Ne Sis Gane from a blacksmiths’ supply house in 
Dept. MF —- BROOKLYN, N. . Hose Fittings 1881 to a more general industrial dis- 
cturing Company, Incorporate Air Ejection Sets | tributor today. The new catalog, 
Pneumatic Safety Controls printed by R. R. Donnelly, is bound in 
black with the company name _ in 

A. SCHRADER’S SON, Division of Scovill M ing C Inc., BROOKLYN, N. Y. orange. 


v > 


Couplers are absolute 


A. SCHRADER'S SON 
Division of Scovill Manufe 
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CAST IRON 
PULLEYS 


extra 
fea tures 


—no extra charge! 


“From miniature to mammoth in Add to these features the natural advantages 
P T al ieee of quality cast iron pulleys . . . greater 
ower Lransmission “achinery strength ... longer life . . . accurate bal- 


ance ... and you have a total of six good 


EVERYTHING IN TRANSMISSION reasons for using cast iron pulleys. Write 


, . . , ' — Seation | 
Bearings — Collars — Clutches — Couplings us! There’s no obligation! 


— Contactors — Hangers — Pillow Blocks 
— Pulleys — V-Belt Sheaves and Complete 
Drives. 

Some desirable, protected territory still open 


for alert distributors who want to cash in on 
the WOOD’S Quality Line. Ask for Plan. 





W rite— Established 1857 
T. B. WOOD’S SONS COMPANY ° CHAMBERSBURG, PENNSYLVANIA 
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{NO ADMITTANCE 
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You'll Get In—with MORSE 


No doors are closed to the Distributor who 
is prepared to meet the modern demand for 
positive power transmission drives. By com- 
pleting your power transmission line with 
MORSE Silent Chain and Roller Chain 
equipment, you can “hit on all six” in get- 
ting into the plants of prospects who know 
the advantages of chain drives and there- 


+ 





























fore prefer them. 


By selling the Morse line you can increase 
your service effectively and profitably by in- 
suring proper applications on specific jobs. 


Get the facts concerning the Morse Fran- 


chise — NOW! 


MORSE 


CHAIN COMPANY 
ITHACA...NEW YORK 
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No.65R Threaders 





You sell more of these Ri@aip No. 65Rs 
because they are trouble-savers—all the 
way through. Your customers like the 
quick-setting workholders—turn the gauge 
ring to pipe size, put on pipe, tighten one 
screw—no chance for mistakes. 

And they thread 1”, 1)”, 13” and 2” 
pipe with ONE set of chasers—no extra 
dies to carry around, to lose. Easily shifted 
from one size to another. 

Stock and sell these new all-steel and 
malleable-alloy threaders for the speed, 
accuracy and perfect threads your custom- 
ers appreciate. Write today for the whole 
story. 


The Ridge Tool Co., Elyria, O. 


Pic (D PIPE TOOLS 
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W. W. French, Dodge Manufacturing Corp., 
was elected president of the Power Trans- 
mission Council at its New York meeting 
January 26. Mr. French's plan for aggres- 
sive action by the Council will be announced 
soon. 


Purchasing Agents Note 
Slight Business Reaction 


An attitude of caution, but an entire 
absence of apprehension is reflected in 
the January roundup of opinion among 
members of the National Association 
of Purchasing Agents. 

Forward buying has ceased almost 
entirely as inducements toward this 
procedure are most rare at this period 
when a weaker undertone is evident 
in commodity markets. 

Many firms are still operating at 
high levels and consumption of manu- 
facturing materials is heavy. Inven- 
tories are being well replenished in 
order that stocks generally can be 
maintained. It is not expected that 
prices will move drastically either way 
during the several weeks to come. 

There is no indication of fear that 
business conditions are apt to be pre- 
cipitated into another period of de- 
pression. Expectancy of European 
orders has disappeared but there 
seems nothing to prevent a sound state 
of affairs continuing during the imme- 
diate future. 

Inventories will tend higher than 
during the last few years. 


Jepson Joins Fiske 


J. A. Jepson has been named 
Southern “Lubriplate” representa- 
tive of Fiske Brothers Refining Co., 
according to an announcement re- 
ceived from the Newark, N. J. offices 
of the firm. Mr. Jepson is well- 
known to distributors in the South 
and was formerly associated with 
the Link-Belt Co., in that area. 
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Special set-up using 3 
Delta Drill Press heads. 
With this set-up the op- 
erator drills 3 holes at 
once and taps 2 on cn 
other Delta Drill Prass 
during a milling cut so 
that these 5 operations 
are obtained at no extra 
labor cost. 

































NEW FIELDS FOR PROFIT 


Special Low-Cost Drill Press Set-Ups 
Offer Sales Openings for Delta Dealers 


Delta dealers all over the country are problems. Their low cost makes them 
cashing in on this new method for more economical than anything that 
making special set-ups! Delta 14” and can be made up in tool rooms or ma- 
17” drill press heads can be sold sepa- chine shops. 


rately—and assembled in any combi- 


Alert industrial salesmen are callin 
nation that best fits the needs of your ” 


these facts to the attention of their 


— prospects—and by emphasizing the 

They can be used in any position— great savings that can be made—are 
vertical, horizontal or at any angle— opening new markets for Delta tools. 
because their self-sealed ball bearing Here’s your chance for a new sales 
construction eliminates lubrication slant—and a splendid opening wedge. 


DELTA MANUFACTURING COMPANY 


624 E. VIENNA AVENUE 
MILWAUKEE, WISCONSIN 
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HOW LONG WiLL IT 

TAKE 10 GET WOLD OF 
THIS SHIM STOCK FOR * 

2@ COMPANY, NICK ? 


Heres the ANSWE 


@MODERN PACKAGED SHIM STOCK... 
Look into our complete line meeting all 
requirements. Brass and steel. Eliminate 
delays for your customers. You will build 
valuable good-will . . . with little effort. 


Less handling ... you reach for a package 
instead of the shears! You gain a bigger 
unit of sale... you receive “fill-in” orders 
automatically. 

Write today for our catalog and dealer mer- 
chandising plan. Turn an “accommodation 
nuisance” into a business asset. 


LAMINATED SHIM CO., INC., 21-40 44th Ave. 


j 


L. 1. City, New York, N. Y. 


— | 
inc 


Mig 





LIFT JACK 


Simple as 


4) 


BOND FOUNDRY & MACHINE CO., 


T’S as simple as A B C 

to couple, move and un- 
couple platform skids with 
the new, gadget-free Bond 
Lift Jack. And it’s as 
simple as A B C for profit- 
wise distributors to chalk 
up some mighty welcome 
with this 
cost-cutting answer to han- 
headaches. Bond 
engineering this 


con- 


business new, 
dling 
makes 
simple, ruggedly 
structed lift jack a paying 
unit customers’ 


in your 


handling systems. 


about Bond 
jack 


Find out more 
skid and lift 
Write today we'll send you 
complete 


units. 
information and 
jobber proposition. 


MANHEIM, Lanc. Co., PA. 


Manufacturers of Bond Truck Casters and Power Transmitting Machinery 
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Frick and Lindsay 
Resumes Operations 


On January 2, the Frick and Lind- 
say Company, resumed its former 
operations in the distribution of sup- 
plies, having purchased the business 
recently conducted by the industrial 
division of Frick-Reid Supply Corpo 
ration. 

Frick and Lindsay will continue 
with the same personnel and manage- 
ment under its new ownership. Wil- 
liam M. Patterson is president. R. T. 
Frick is vice president and treasurer. 

The Oil and gas field supply busi- 
ness of the Frick-Reid Supply Corp. 
in Pittsburgh is now quartered on the 
third floor, 117 Sandusky St., N. S. 

Frick and Lindsay has also taken 
over the nipple manufacturing busi- 
ness at Neville Island, Pa. 


Clark Bros. Official Dead 


3oughton T. Noble, factory man- 
ager, Clark Bros. Bolt Co., Milldale, 
Conn., died January 2 at the age of 71. 
Mr. Noble had been connected with 
the firm for 56 years, serving as sup- 
erintendent for 30 years and as a 
director for 20 years. 


Sam Supplier Sells Screws 


(Answer to problem on page 34) 


There are 250 xX 2 X 2 1,000 
screws in the bin, of which 500 are 
plain and 500 chrome-plated. It isn't 
at all probable but it is possible, that 
the kid could get up to 500 plain, or 
500 chrome-plated, screws. Therefore, 
to be sure he had a pair of each, he'd 
have to bring 502 screws. 

Actually, plated screws feel greasy 
and smoother to the touch (particu- 
larly to the sensitive fingers of a 
blind man), so he’d probably bring 
just four—two plain, two plated. Or 
he might ask somebody to pick ‘em 
out. Mad? 








Sales Meeting in Print 


(Continued from page 34) 








1. 62.4 lb., usually taken as 625 Ib. 
for rough calculations. 
weighs 64 lb. 

2. No. Water contracts down to 
39.3 deg. F., then starts to expand 
again. 


Sea water 


3. The ice expands upon freezing. 

4. No—because the 
more space than the 
from it. 


ice 


water 


ccupies 
melted 


5. That any body floating in water 
displaces its own weight—the 
floats higher because it’s lighter than 
water, volume for volume. 

6. Archimedes—the fellow 


ice 


who ran 
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This 
Kennedy 
Valve 


is made of metal 50% stronger than 


ordinary cast iron 


has bronze bushings at all stem con- 


tact surfaces 


has rust-proofed stuffing box bolts 


and nuts 


has special provisions to maintain 
alignment of the stem 


has no studs at bonnet or yoke—bolts 
are used throughout 


. . . and has more than two dozen 
other advantageous features 


Write for complete information 
and sales helps on Kennedy 
“Extra-Value” Products — sold 
through supply houses for 63 
years. 





Kennedy = Stand- 

ard Iron-body 

Wedge Gate Valve 
Fig. 0611 






























HESE are not merely sales features — they are service 
benefits that will make your customers want to buy these 
**Extra-Value” Kennedy Valves. 


Stock these and other popular types of the large Kennedy line, 
and you will find that their well-proportioned, sturdy design, 
easy operation, and many special provisions for long, trouble- 


free service will make them sell easily and win repeat orders. 


Kennedy products include gate, globe, angle and check valves, 
in bronze and iron, for low, standard, medium and heavy pres- 
sures, and in a complete range of sizes—also malleable iron 
and bronze screwed fittings, and cast iron flanged fittings and 
flanges—a line that will pay you well to handle. 


The Kennedy Valve Mfg. Co... . .. . . Elmira, N.Y. 


KENNEDY 


lron-Body (Uod4 Gate Valves 
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Rawhide HAMM t, < 


Chicago Rawhide Hammers have well balanced one-piece 

malleable iron heads and replaceable inserted faces 

securely seated and backed-up which cannot loosen, even 

under the severest service. These tough, durable rawhide 

faces have a resiliency that absorbs shock and prevents marring, battering and 
breaking . . . A non-bouncing resiliency with a satisfying “carry through" that gets 
work done. Tool users prefer Chicago Rawhide Hammers because they cannot 
splinter or split, crumble or “smear”. They are accurate, safe striking tools made 
in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 


There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. Remember 
each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


B CHICAGO RAWALdE MEC.CO. 


1290 ELSTON AVE- CHICAGO -U-S-A: 





Prospects buy WELLS BAND 
SAWS because they put more 
minutes into every hour! 


ELLS high 
speed, accurate 
Metal Cutting Band 
Saws do more 
work in less 
time, do more 
work at less 
cost! You can 
show vour 
prospects fea- 
ture after 
feature to 
prove these 
facts. 


That's why ; Built in Two Sizes 


it's so easy to ; 
sell Wells ' No. 8—8" diameter 
Saws, and round or 8" x 16" flat 


that's why No. 5—5" diameter 


Wells Saws round or 5" x 10" flat 
bring you 


Also the new No. 9 upright 
onre , Profits. saw, a recent addition to 
Don't pass the Wells line. 
them up. 


* 
Write to WELLS MFG. CORP. 


WELLS 
today. 


e A THREE RIVERS, MICH. 
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nude through town yelling, “Eureka!” 

7. More—usually from 4 to 19 
more. 

8. No—not great enough to worry 
about. q 

9. Inches of mercury, inches 
water, and pounds per sq. in. 

10. 1 in. mercury = 13.6 
water = 0.491 Ib. per sq. ia. 

1.3 ch &. = 7A UV. 
usually considered 74 gallons. 

12. Gravity in ft. per sec., acceler- 
ation in ft. per sec. per sec. 

13. It varies from 32.25 ft. per sec. 
per sec. at the poles to 32.09 at the 
equator. We commonly use 32.16 ft. 
per sec. per sec., which is the value 
for our latitude. 

om 34 cu % per sec. = 14> 
= 305 gal. per sec. = 105 > 
6300 g.p.m. 

15. 6300 * 60 « 24 = 9,072,000 gal. 
per day, written by engineers as 9.072 
m.g.d. 

16. 14.7 & 3.5 = 808.5 Ib. per sq. in. 

17. 808.5 x 144 = 116,424 Ib. per 
sq. ft. (There are 144 sq. in. in a 
sq. ft.). 

18. The hydraulic jack. If a force 
of 808.5 Ib. is placed on a piston 1 in. 
square, connected by water pipes to 
a piston 1 ft. square, the latter piston 
will lift 116,424 Ib. 

19. 3.14x*8 x8 x 40x 7.5 = 60- 
288 gal. 

60,288 


w~ x 62.5 = 502,400 Ib. 


4.0 

21. 3.14 x 2 x 2 XK 5,280 x 62.4 
4,138,168.32 Ib. 

22. Pressure at any depth is equal 
to the depth times the weight of a 
cubic unit of the fluid. Therefore: 
0.0356 X 36 = 1.29 lb. per sq. in. Or, 
from Question 10, the answer can be 


36 Pe 
calculated thus: x 0.491 = 1.2997 
13.6 


Ib. per sq. in. 

23. Exactly the same. This gives 
rise to Pascal’s Law, which is ex- 
pressed in this formula: pressire = 
head X weight of a cubic unit of the 
fluid. It is essential to keep all ele- 
ments in the same unit—so head in 
this case would be 36 in., not 3 ft. 
and the calculation would be: 36 » 
(0.0356 = 1.29 bb. per sq. in. Remem- 
ber from this law that pressure (in 
Ib. per sq. in.) = 0.4333 xX 
depth (in inches), and that depth 
2.308 X pressure (in Ib. per sq. in.). 

24. Velocity head of water moving 
with a given velocity, or speed, 1s 
the equivalent height through which 
a body must fall to acquire the same 
velocity. 

25. Pressure head is the difference 
in intensity of pressure between two 
points in a body of water—or merely 
the intensity of pressure at any point. 
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E ndustrial Brushes are used in hundreds of pro- 


duction operations, but frequently equipment 
changes or new machinery installations involve 
problems that can’t be solved with ordinary 
brushes. These problems require experts . . 

fully qualified and equipped to handle each job 
with a thorough knowledge of brush design .. . 
men who can and want to help you get this busi- 
ness. That’s what MILW AUKEE Industrial Brush 
Specialists are doing everyday! What they are 
doing for others can also be done for you! Get 
the facts which will appear in the next three 


issues of this publication. 
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Thus, the pressure head in Question 
WW ” 23 is 1.29 lb. per sq. in., but the 
QUIK LIFT ELECTRIC velocity head is zero, because the 
HOIST water is not moving. 

YEAR ‘ROUND SALES |) The ABC's of Steel 
STEADY INCOME (Continued from Page 29) 


The new Coffing “Quik-Lift’ Electric Hoist is 
truly a “buy” for the industrial user, for it pos- ing strip down into the coiler, which 
sesses features that make it instantly appealing to 
careful buyers. 




















is placed underneath the runout 
table. In less than 20 seconds, the 
Sturdy and compact yet light in weight, it is ex- ribbon-like steel is wound tightly 
tremely simple in operation—and as surefooted and into a coil. An air-operated ejector 
delicate in touch as a cat in its handling of loads. 
Low head room — powerful heavy duty motor — 
equipped with lubri-seal ball bearings. 





pushes the coil onto a conveyor 
which carries it through a_ short 
tunnel to the adjacent storage build- 
The new “Quik-Lift’” gives dependable, economical ing. 

service—incorporates a maximum amount of ef- 
ficiency, speed, power and durability. Ilustration 
shows Model J—available with hook or trolley sus- 
pension, pendant rope control. 





Strip may also be cut to length 
instead of rolled into coils. This is 
done in a flying shear located at 
some place back of the last finish- 
ing stand, and synchronized to the 
COFFING HOIST COMPANY speed of the rolls. When coils are 


being produced, the shear 1s not 
eee earns operated and the strip goes through 


ADVANCED uncut. The cut strip travels down 
C O F F | N G DESIGN H O I S T S | the runout table and passes over the 
RATCHET LEVER. . SPUR GEAR. . ELECTRIC | coiler, the trap door now being 


LOAD BINDERS. . TROLLEYS. DIFFERENTIALS | closed, to an automatic piler where 
it is stacked. 


Co:fing Distributors make money. How about you? 














The same process is also used in 


He’ Ss the best research man rolling plates on the continuous mill. 


Both Universal and Sheared Plates 

there is 4 are produced from 4” up to ¥” thick 

ad and in lengths up to about 50 ft. 

You can earn your customers’ goodwill, boost your hack saw The products of the hot rolled strip 
blade sales, by pointing out that the man in the shop -- | mill are therefore either coils or 
the man who does the metal cutting, on actual jobs, under | flats, termed “hot rolled products.” 
everyday working conditions - - is the best research man. | These are then transferred to the 
Once VICTOR Biades are put to work by this man real | hot mill finishing department where 


proof is quickly obtained that, dollar for dollar, VICTOR | additional operations can be per- 


Blades cut more metal. formed as required for the ultimate 


Your customers will also learn that | product. These may include such 
VICTOR'S strong, plainly marked, litho- | work as pickling, cold rolling for 
graphed, metal boxes save time in finding | 2 . : sai a 
; attening or tempering pur 
and selecting blades, and that all four only flatte aa I 's | 
types of the new VICTOR Frames possess | POSS. roller leveling, trimming, re- 
perfect mechanical balance that substan- | squaring, oiling, inspecting, and pre- 
tially aids their men to do their best 
work at top speed. 
Sell your customers VICTOR Blades in . 7" 
VICTOR Frames—by suggesting that Cold Reduction Mills 
they let the man in the shop prove the ‘ ; ay ne eee 
superiority of VICTOR Blades. Gauges below 0.05 inch cannot 
he produced economically on a hot 
mill and are, therefore, made by 
cold reduction of the hot rolled strip 


HAND* AND POWER, TUNGSTEN AND “MOLY” a coils. The first step in this pro- 
‘PACKED IN MODERN METAL BOXES cedure is pickling to free the sur- 


| face from the oxide scale in the hot 
rolling. This is done in a long, 
V | CTO R SAW WO 4 4 S, continuous pickler. As the strip is 


. uncoiled it passes through heavy 


rollers which flex it, breaking loose 
the heaviest scale. It is then passed 


paring for shipment. 
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GETS THE 
BIG ORDERS 


For Fafnir Distributors! 








Several dozen transmission units at a 


crack! That’s the kind of orders you 





get when you sell simplified moderni- 
zation of lineshafts, conveyors, blowers 
and fans and other equipment, with 
Fafnir Ball Bearing Transmission Units. 
In addition to the Fafnir easy mounting 
advantage and the completeness of the 
Fafnir line, you're backed by Fafnir’s 
policy of selective distribution and full 
factory cooperation. A_ consistent, 


dominant program of industrial adver- 





tising is paving the way for you, and 
Fafnir selling helps make your calls 
more profitable. Join the Fafnir Distrib- 


utors who are “‘going to town” in 1940! 


““10-MINUTE” 
STORY 
Helps You Sell! 


This easy-to-read 
book will set you 
straight on the 
many outstanding 
advantages of the 
Fafnir Transmission Unit line — and help 
you in presenting those advantages to your 
customers. Write for your copy. The Fafnir 
Bearing Company, New Britain, Conn, 














FAFNIR ZZ ang fp 












THE BALANCED LINE... MOST COMPLETE 
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Jones V-Belt 
Sheaves are 
made to order 
from high test 
cast iron. Fur- 


@ You might be surprised to know how many in- 
dustrial distributors are cashing in on various items 
in the Jones line. Why not add some information 
about one or more of these Jones items? The Jones nished in al] V-BELT 
organization will be glad to send you information styles for all SWEAVES 
about any one, or all, of these transmission products. sizes of belts. 

W. A. JONES FOUNDRY & MACHINE CO. 

4411 Roosevelt Road, Chicago, Illinois 


FRICTION OLUTCHES 
Complete range of sizes 
of either the open or en- 
closed types. 


MANGERS AND BEARINGS 


Duplex ring oiling Universal drop hangers. pillow blocks 
and bracket hangers. Babbitted journal boxes, common 
flat boxes, step boxes, and takeups. 


JONES TIMKEN PILLOW BLOCKS 
Roller bearing pillow 
blocks and bearing units 
in spherical, cylindrical 


and hanger types. 


COUPLINGS—High and low speed me couplings, 
flange. keyless compression, ribbed and jaw clutch CAST IRON 


couplings. PULLEYS 


HERRINGBONE WORM -SPUR—GEAR SPEED DUCERS 
TH GEARS « V Ts 


BLOCKS @ PULLEYS © FRICTION GLUT 


Available in a wide va- 
riety of types including 
multiple piece pulleys, 
rubber covered pulleys, 
and flywheels. 


MES « TRANSMISS 











SALES OPPORTUNITIES 


In Most of Your Customers’ Plants 





DESMOND DRESSERS AND CUTTERS 


* 
SIMPLEX 


Steel Slide 
VISES 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 


Every one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 
Cutters. 
We make the only complete 
line of these tools and a 
their national accept- The ad 
ance makes sales _vantages of 
easier for you. this modern vise 
: are self evident to 
your customers and you 
will like our up to date sales 
assistance and co-operation. 
Let us send you our new vise 
catalog and full information on our 
distributor co-operation. 





You will find many sales and good repeat orders on Desmond Dressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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| through shears where the ends are 
trimmed square, ‘and through a 


stitcher or welder wh’ch joins the 
new coil to the end of the one pre- 
ceding it. The strip is then im- 
mersed into the pickling bath, long 
tanks filled with hot, dilute sulphuric 
acid, which removes the scale as 
the strip passes through. The tanks 
are rubberlined and have ventila- 
tors, so that the building is entirely 
free from steam and acid fumes. 
From the acid tanks the strip moves 
through a cold water rinse, fol- 
lowed by a hot water rinse and a 
steam bath. Two rubber rolls 
squeeze the water off, and air jets 
finish the drying. 

The moving sheet is given a rigid 
inspection to insure that all scale 
has been removed and the steel has 
a satisfactory surface. The strip 
next passes through rollers, where 
it is given a light coat of oil to pre- 
vent any chance of rusting during 
the few hours which elapse before 
it enters the cold mill. The stitch 
or weld in the continuous strip is 
cut out and the individual lengths 
are coiled and transferred to the 
cold mill unless double length coils 
are desired. 

The equipment for cold reduction 


| may vary somewhat, depending on 
| the final product made. 


A three- 
stand, four-high tandem mill is gen- 
erally used for sheets and a five- 


| stand, four-high tandem mill for tin 
| mill black plate and very light gauge 


sheets. The number of stands de- 
pends on the amount of reduction 
necessary to develop the final gauge. 
While tandem type mills are gen- 
erally used, some cold reduction is 
done on single stand, four-high mills 
which are of the reversing. type. 
Our description will be confined to 
the tandem type mill. 

In the cold reducing mill, the hot 
rolled strip is reduced to its desired 
thickness. The rolls in each stand 
exert sufficient pressure to reduce 
the cold steel strip to about one- 


| half its thickness and turn out strip 
| ata rate up to 1200 ft. or more per 


minute, depending on the _ final 
gauge. Yet so delicate are the con- 
trols that by minute adjustments in 
the speed of the entire mill or of 
the rolls in an individual stand or 
by slight change in roll pressure, 
very small variations in the strip 
thickness can be made. In case of 
emergency, the whole mill can be 
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aARMST RON! 


. ric AGO ™ 


SELL THE ENTIRE 
ARMSTRONG SYSTEM 


98% of the machine shops and tool rooms use 
ARMSTRONG TOOL HOLDERS, are buying and 
replacing some tool holders all the time. If you 
want to step up sales and profits, talk the com- 
plete system to every buyer of individual tool 
holders, all of whom are sold on ARMSTRONG 
TOOL HOLDERS, practically all of them could 
use more—new types, additional sizes—will buy 


more if you just remind them. 


Right now, ARMSTRONG, advertising in all lead- 
ing metal working publications, is pointing out the 
advantages of using the right ARMSTRONG 
TOOL HOLDER for each operation, and is direct- 
ing tool users to buy these new tool holders from 
your stock. Tie into this program, talk, display 


and push the complete Armstrong System. Be 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, ‘U.S.A. 
Eastern Warehouse and Sales Office: 199 Lafayette St., New York 
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TOOLS from your 
Supply House 











PLANOGRAPHED 
CATALOGS 


NOW SELLING SUPPLIES 
FOR THIS WELL KNOWN 
CLEVELAND DISTRIBUTOR 






































All tools of high speed steel are priced in red to facilitate pricing. 








Action illustrations demonstrate the applications of many products. 








To assure the buyer that items represented in this catalog are genu- 





ine articles of manufacturers with a national reputation, the listings 








are identified by factory trade marks. 








If you want your next catalog to contain these modern features, 


then-— 


For Details Write Today to: 









WEINBERG & McKEE, INc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS 






























CAPITAL 
“RED CAP” 


Brushes and Brooms 
* 


. . » AGOOD LINE TO 
BEGIN THE NEW YEAR 


Begin the year right—start selling H ws tae 
CAPITAL “RED CAP” Brushes and METAL CASE 8 
Brooms and there'll be no quart- 
erly slump in business for you. 
You can expect substantial, sus- 
tained sales all through the year. 
Every season brings its particular 
need for different types of brushes 
and brooms and the CAPITAL FLOOR BRUSH 
“RED CAP” line has whatever 
your customers need—Our dis- 
tributor policy and our guarantee 
back you up in your selling. 
When do you start? 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 


Established 1890 








ROOM 





) 









































COR. BRUSH & BROOM STREETS 
INDIANAPOLIS, INDIANA LOONTEE 
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stopped from full speed in less than 
five seconds. 


Cold Rolled Sheets 


The hot rolled pickled and oiled 
coil is placed in a coil box in front 
of the tandem mill and the strip is 
threaded through the working rolls 
of each stand. Tension is adjusted, 
roll settings are checked, a button 
is pressed and the mill steps up to 
full operating speed in a very short 
time. In less than five minutes, the 
relatively heavy rough hot rolled 
pickled strip has been converted into 
long lengths of smooth strip which 
are coiled and ready for the next 
operation. The usual reduction in 
the cold mill is about 60%. 

After the material has been cold 
reduced to the desired gauge it con- 
tinues on to the succeeding opera- 
tion in coil form or it is sheared 
to sheet sizes in a cutting-up line 
consisting of a feed roll, side trim- 
ming shear, roller leveler, and a 
flying shear, all arranged in tandem. 

Cold working hardens steel. The 
cold rolled strip must, therefore, be 
softened before it can be formed. 
This is done by annealing, heating 
36 to 72 hours, depending upon the 
size of the charge, at moderate and 
correct temperature, 

Annealing is generally carried out 
in gas-fired furnaces of the Radiant- 
Tube type, in which the gas is 
burned inside long alloy steel tubes 
to prevent the flame from direct 
contact with the steel. For further 
protection, the steel is placed under 
covers of heat-resisting alloy steel. 
The temperature is carefully con- 
trolled during the entire annealing 
cycle. Most strip is bright-an- 
nealed, that is, a specially-prepared 
gas is circulated under the cover 
while the steel is hot, to prevent 
oxidation of the surface. 

The annealed coil or sheet is in 
its softest condition after annealing 
and is very ductile, so that it is 
suitable for deep drawing opera- 
tions. Because of this extreme soft- 
ness, it has a tendency to stretcher 
strain. To eliminate this tendency, 
the coil or sheets are given a slight 
reduction of 1-3% ona single stand, 
four-high tempering or skin pass 
mill. The skin pass rolling also 
develops the desired finish and flat- 
ness. 

The coils or sheets are next care- 











1 oiled 
1 front 
strip 1s 
g¢ rolls 
justed, 
button 
. up to 
y short 
‘es, the 
rolled 
ed into 
which 
e next 
tion in 


n cold 
it con- 
opera- 
sheared 
up line 
e trim- 
and a 
andem. 
1. The 
ore, be 
ormed. 
heating 
yon the 
ate and 


‘ied out 
adiant- 
gas is 
‘l tubes 
direct 
further 
| under 
V steel. 
ly con- 
nealing 
glit-an- 
repared 

cover 
prevent 


t is in 
nealing 
it it is 
opera- 
ne soft- 
retcher 
ndency, 
a slight 
stand, 
n pass 
ig also 


nd flat- 


<t care- 











e make emWant to listen! 





How the advertising pages of BUSINESS WEEK 
make life more fun for salesmen... 


Not long ago a certain advertiser’s* very first ad in 
Business Week racked up 289 inquiries about the 
product...and a high percentage of sales quickly 
followed! 

Now, when you consider that Business Week 
exerts this kind of influence among 400,000 execu- 
tives in the active management of American busi- 
ness... you see immediately why it’s such a power- 
ful partner of every man who sells to business. We 
make executives want to listen to what you have 
to say! 

Because that’s so... because Business Week is 
consistently demonstrating this influence among men 
of business ...more and more companies are giving 
this magazine primary position in their selling plans. 

Companies, like those at right, who are selling 
themselves to the men okaying your orders! 


BUSINESS. 
WEEK 


IS ALL BUSINESS 









Allis-Chalmers 
Manufacturing Co. 
(Texrope Drives) 


Aluminum Company of 


America 
(Aluminum Alloys) 


Broderick & Bascom Rope 


Co. 
(Wire Rope) 


The Philip Carey Co. 
(Insulations, Cements, 


Expansion Joints) 


Century Electric Co. 
(Electric Motors) 

Clarage Fan Co. 
(Heating, Cooling, Ventilating 
Equipment) 

Crane Co. 
(Valves & Fittings) 

Fairbanks, Morse & Co. 
(Pumps) 

General Electric Co. 
(Incandescent Lamps) 


Hewitt Rubber Corp. 
(Mechanical Rubber Goods) 





In December... these companies talked to the 
active management of business through the ad- 
vertising pages of Business Week... 


K kL y & Matti Co. 


(Insulation) 





Koppers Co. 
(Dampproofing Paint) 

Quigley Co., Inc. 
(Refractory Products) 


Scott Paper Co. 
(Paper Towels) 


Shaw-Box Crane & Hoist 
Division, Manning, Moxwell 
& Moore, Inc. 

(Electric Hoists) 


SKF Industries, Inc. 
(Boll & Roller Bearings) 


B. F. Sturtevant Co. 
(Ventilating, Air Conditioning 
Equipment) 

Westinghouse Electric & 

Manufacturing Co. 
(Electrical Equipment) 


Willson Products, Inc. 


(Masks, Goggles, Respirators, 
Helmets) 
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*Says this advertiser (name on request)—'‘Your magazine must 
certainly have tremendous interest among your readers. We received 
289 inquiries by actual count. Naturally, we are going to place more 
advertising in your publication.”’ 








i 
HERE ARE INCREASED EARNINGS 


WITH A GOOD PRODUCT AND 
BROAD MARKETS .. . 


TAYLOR-MADE 
HIGH TEST STEEL CHAIN 


Oil fields, lumber camps, construction jobs, 
mines, farm machinery, and many places where 
a small diameter chain of unusual tensile 
strength is needed, offer fine sales possibilities 
for Taylor-Made High Test Steel Chain. This 
chain has great wear resisting qualities and is 
made as good as modern scientific methods 
can produce. Taylor-Made Products have been 
serving industry for 67 years. 


The Taylor policy gives complete protection 
in your territory—always a good profit margin 
—and undisputed good quality in our product. 
Write for bulletin and details today. 





| TAYLOR MAKES CHAIN FOR ANY NEED 














Safety Belt Hooks and Lacers 


MES U.S PAF OFF 


2 


3-4 
Cy. 
6 


NS Lacer 


The Best 
Belt-Lacing 
System 
with the 
Largest 
Profit 

For You! 


SAFETY 


Give You More Profit! 


Let us explain, 
quote you and 
outline our sales 
co-operation. 


See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


Hooks are easily 
sunk below the 
surface of belt 


Full 6” Capacity 
Stouter 
Stronger 


These two features 
appeal to 
mechanics. 

Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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fully tested and inspected for tem- 
per, finish and flatness. To protect 
against rusting, the material is usu- 
ally oiled. 

Various other operations, such as 
patent leveling, slitting, and re- 
squaring may be performed, depend- 
ing on the desired product. 


Tin Mill Black Plate 


As previously mentioned, due to 
the light gauge of tin plate, this 
product, and very light sheets as 
well, are cold reduced on a five-stand, 
four-high tandem mill, whose oper- 
ation is similar to the three-stand, 
four-high mill referred to under 
sheets. 

The hot rolled pickled coils for 
tin mill black plate are treated with 
palm oil prior to the cold reduction. 
This oil is used because of the se- 
vere mechanical reduction and to 
help develop a smooth lustrous sur- 
face. The first operation after the 
cold reduction is to remove the oil, 
because during annealing it would 
burn and leave a char on the sur- 
face of the steel which would be 
undesirable. 

The coils are unreeled and fed 
into a scrubbing and cleaning tank. 
To make this operation continuous, 
the end of the coil is welded to the 
one preceding it, as in the pickling 
operation. First, a power scrubber 
in a hot, alkaline solution removes 
most of the oil. Then the strip 
passes through an electrolytic bath 
which removes the remaining traces 
of oil. Finally, a second scrubber 
and a hot water rinse remove the 
alkaline solution remaining from the 
electrolytic bath. Rubber drying 
rolls squeeze off the water and air 
jets complete the drying operation. 
As the strip is recoiled, it is mi- 
crometered and carefully inspected 
for cleanliness and surface defects. 

Like sheets, the cold rolled sheets 
for tin mill black plate are next 
annealed for softness, usually in coil 
form. This annealing operation is 
carried out with the steel protected 
from oxidizing conditions by covers 
and the use of deoxidizing gas. The 
annealing operation is generally fol- 
lowed by a skin pass to flatten and 
to obtain the proper temper and 
finish. 

After the final skin pass rolling, 
the next step is to trim the edges 
and cut the sheets to size, inspect 
and check for gauge. 
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Tin mill black plate is the raw 
product used to make tin plate. 
To take a satisfactory coating of 


cally clean and further must be 
slightly etched so that the tin will 
stick to the steel. The sheets are 
therefore lightly pickled before they 
go into the tinning pots. 

After pickling, the sheets are 
stacked under water to keep them 
from rusting and to protect them 
from dust until the coating of tin 
has been applied. Still submerged 
in water, they are carried over in 
groups of about 1000 to the tinning 
pots. Here they are fed automati- 
cally into the tinning machine rolls. 
Three sets of rolls guide the sheets 
through the molten tin, spreading it 
evenly over the surface, and squeez 
On the setting 
and smoothness of the rolls depends 
the uniformity of the coating. The 
coated sheets are polished between 
cloth-curfaced rolls revolving in a 
mixture of finely powdered bran. 


ing off any excess. 


Finally, they are carefully inspected 
on both sides and packed for ship 
ment. 








Untapped Market for Oilstones 


(Continued from Page 25) 








a single year! If he’s using 3- or 
4-lipped drills to obtain close toler- 


ances, the savings are even more | 


important. 

Every production man has ex- 
perienced trouble with the tendency 
of toolbits, drills and cutters of high- 
speed steel to crater or “hog in” 
just back of the cutting edge. This 
is usually caused by excessive fric- 
tional load, and may be corrected by 
oilstoning a slight flat on the lips, 
reducing friction and lengthening 
cutting life. 

You perhaps have noticed that I 
have been careful to say 
ing”, instead of the much commoner 
expression, “stoning.” The latter 
is a term properly applied to the 
relatively inaccurate job performed 
by rubbing bricks or vitrified sticks, 
usually without lubricant or coolant. 
It’s the proper term to use in de- 
scribing the job of honing odd- 


“oilston- 


Shaped holes and of touching up 
But oilstoning | 
IS a more precise process involving 


jigs, dies and tools. 





the use of a lubricant or coolant | 











VINCENT 
HUNTINGTON 


Improved 
GRINDING WHEEL 
DRESSERS AND CUTTERS 


They're standard with many large in- 
dustrials because of proven per- 
formance and fine quality. Users every- 
where prefer their exclusive new fea- 
ture—bushings that will not turn and 
wear holes in the handle—which gives 
longer wear and minimizes maintenance 
expense. This improvement, together 
with the other superior features of 
Vincent-Huntington Grinding Wheel 
Dressers and Cutters, is available to 
your customers at no increase in price. 
You have strong selling points with this 
line. Don't miss your opportunity to 
develop substantial new business and 
a continuing repeat business. Punched 
catalog sheets are available for your 


binders. 








SP 


Hardened “4 


Steel Bushings 


A new design to eliminate 
turning and wearing out 
the bushing holes in the 
dresser. Pin revolves freely 
in bushing and cutters re- 
volve in pin insuring con- 
stant — which makes 
for better dressing and 
truing. 


See 





Non-Burring Cutters 





All full size with 18 TEETH, 
Milled from high carbon 
tool steel scientifically heat 
treated by the ‘'Vincent 
Process’’ insuring uniform 
hardness and _ increasing 
life. Cannot burr or mesh 
even if washers are left 
out. 


THE 
VINCENT STEEL 
PROCESS CO. 


“It it's a Huntington 
Dresser or Cutter... 


VINCENT MAKES IT" 


2434 Bellevue Ave. 
DETROIT, MICH. 










zraarum 






















C=, 


/ They Last, 
iit Work. Fast, 
Cut Straight/ 


~~ 







Sell Spartan Saws 


Spartan cutting service, economy, endurance 
and performance will please your customers... 
Spartans are made in Genuine Tungsten High 
Speed Steel, Kutall Molybdenum or Special Alloy 
High Speed, 2 in 1, Flexard, All Hard and 
Flexible Hack Saws; also Metal Cutting Bands. 







We Protect Spartan Distributors and Their Profits 


HACK and BAND SAWS 








SPARTAN SAW WORKS, Inc., Springfield, Mass., U.S. A. 
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EASIER 10 SELL 


because they’re BETTER 
in design... BETTER 
in construction. . . and 


BETTER in easy wearing 


comfort! 


Sem:i-Sparkshield 
Model 








@ New HEAD.-LINE design pre-forms headgear to 
natural contours at back of head, for easy fit! 

@ THREE-WAY fully adjust4ble headgear has top 
strap which supports light weight of unit—no 
binding or pressure at sides of head! 


@ FINGER CONTROL friction adjustment allows 
easy visor movement! 

@ ALUMINUM-BOUND VISOR edge, a// the way 
round, greatly increases visor durability! 

@ QUALITY VISOR of best commercially available 
plastic—4", 6” 
green in color 


@ MOISTURE-RESISTANT HEADGEAR, genuine 
leather sweatband ~ top quality throughout! 
@ EASY REPLACEMENT of a// parts, at low cost! 


@ THREE MODELS | without sparkshield, with semi- 
sparkshield, and with full sparkshield! 


and 8" sizes; either clear or 


For every job not requiring goggles, but where 
facial protection is desirable, these finer and more 
comfortable Faceshields are first choice by any 
comparison. Where you can't sell goggles, you can 
sell these easily and with good profit margin! 
Write for the details. If you wish, we'll gladly ar- 
range a demonstration for you— no obligation at all! 


MINE SAFETY APPLIANCES CO. 


BRADDOCK, THOMAS AND MEADE STREETS 
PITTSBURGH, PA 


District Representatives in Principal Cities 


and restricted to the producing of 
keenness to a cutting edge. 

This brings up a natural ques- 
tion, “Shy oil on oilstones? When 
a tool is rubbed over a stone, or 
vice versa, the cutting crystals grad- 
ually crush or break down as dust, 
which of with the 
ultra shavings which 
those same edges are removing from 
the tool. 


course mixes 


small steel 
Unless something pre- 
vents, this “dust” will gradually fill 
the pores of the stone. Then the 
crystals can’t clear themselves, and 
the stone takes on a hard, glassy- 
smooth surface and is useless. 

To prevent this glazing, a thin 
film of oil must be kept on the 
stone. This film keeps the “dust” 
in suspension until it is wiped off 
That's why your customer should 


Oilstoning the flutes of a reamer for 
close tolerance 


use a thin, free-flowing, non-gum- 
ming oil on his stones. If he uses 
a heavier, cheaper oil it will gum 

and he'll have to soak his oilstones 
in gasoline to clean them. 

The oil does another job too, It 
acts as a coolant! Although every 
mechanic knows that he can burn 
the edge of a tool readily on a 
grinding wheel, he doesn’t realize 
that exactly the same thing can 
occur with the much slower and 
apparently cooler operation of oil- 
stoning. Anything which tends to 
lower, or remove, the temper of the 
tool edge robs it of cutting effi- 
ciency. Hence the oil on the stone. 
[vory and wood-miniature carvers 
avoid danger of burning their ex- 
tremely delicate tools by sharpening 
them on medium then 
finishing them on a hard Arkansas 
(a natural stone) to get the required 
keen finished edge. 

Incidentally, natural stones like 
the hard and _ soft 


oilste mes, 


Arkansas ones 
absorb oil very slowly because of 
their extreme density, so must be 
soaked in oil for 24 hours or more 
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before they’re first used. Artificial 
stones absorb it much faster, but 
to avoid even this delay (and prob- 
ably to protect himself against the 
user who forgets to oil periodically ) 
at least one manufacturer fills his 
stones with oil before they leave the 
factory. 

So back to points for your sales 
kit. QOjiulstones are made in a wide 
variety of shapes, sizes and grits to 
suit the variety of jobs. In addi- 
tion to the standard square and 
round-edge “slips” (held in the 
hand) and bench stones, there are 
“oilstone files”, named for their 
shape or their use. The group in- 
cludes squares, rounds, triangles, 
knife blades, diamonds, ovals or 
points, all being standard both in 
the Arkansas and natural stones 
and the artificial abrasives. The 
artificial types also include half- 
rounds, taper rounds, taper tri- 
angles, gouge slips, taper oval plugs, 
reamer stones, skiving-knife stones, 
etc. As you can see readily, some 
are primarily for sharpening, others 
for lapping and finishing production 
tools or dies of intricate shapes. 

Explain to your buyer that no 
single oilstone can possibly handle 
all jobs. For example, the keen 
edge of the surgeon’s knife and the 
comparatively rough edge of a rub- 
ber-worker’s knife cannot be pro- 
duced by the same abrasive. Fur- 
ther, a comparatively coarse stone 
should be used for rough sharpen- 
ing and a much finer one for final 
sharpening if required. The die- 
maker must finish his metal-cutting 
tools much more finely than the 
production machinist, hence uses a 
finer finishing stone, and oilstones 
longer. Oilstone manufacturers in- 
clude in their catalogs their recom- 
mendations for proper stones to suit 
the tool to be sharpened and the 
work to be done. 

Armed with these facts, go 
around to see production executives. 
Point out the importance of proper 
finishing of tool edges, and suggest 
a sensible series of stones for the 
use of each type of mechanic they 
employ. They'll see your point if 
you talk in terms of greater pro- 
duction, better finish and longer life 
They'll agree all 
the more readily if they’re using 
modern cutting tools like the tung- 
sten-carbides, for these 
sharpened on 
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wheels, cost a lot of money to begin 
with—so the dust when they're 
ground is literally worth its weight 
in gold. But so is the dust when- 
ever a production job waits while 
a tool is reground. 








Convention Shaping Up 


(Continued from page 30 ) 








(Hardware & Supply, Akron), 
Carl Channon (Great Lakes Sup- 
ply) and Jack Dale (Briggs- 
Weaver, Dallas). A “Town Hall 
Meeting” wherein everybody will 
have opportunity to put in_ his 
nickel’s worth, will feature the open- 
ing joint session for all association 
members on the first afternoon. 
Other one act scenes or “blackouts” 
will also serve to dramatize prob- 
lems arising from the manufacturer- 
distributor relationship. 

Next day more dramatics are on 
tap. Right now members of the 
American Association are voting on 
subjects for three case studies which 
will then be delivered to the “op- 
erating room” and turned over to 
the surgeon in charge—a different 
surgeon for each subject. (This 
feature is for a closed session of the 
American group. ) 

Again the “scientific” theme will 
be used in a joint session Tuesday 
when Jim Channon, Mitt Sup- 
PLIES, gives an illustrated talk, “The 
Mill Supply House in the Labora- 
tory” and Chester F. Conner, B. F. 
Goodrich Co., gives an illustrated 
clinic on “Manufacturers’ Sales 
Promotional Literature—Its Distri- 
bution and Use.” On Wednesday 
the dramatics may rise to an even 
higher pitch when members of the 
Dallas Playhouse company are 
brought in to act out the parts of a 
play bearing on distribution which 
Is now in the process of being 
written. 

That advance interest in the con- 
vention is satisfactorily high is in- 
dicated by the fact that already the 
Adolphus and Baker hotels have 
booked more than 400 room reser- 
vations. Those desiring to attend 
are requested to make room reser- 
vations directly with either of these 
hotels, and railroad reservations 
with H. A. Allen, Thos. Cook & 
Son, 587 Fifth Avenue, New York. 








NEW!! 


“TWIN-BULB” ELECTRIC LANTERN 


An Entirely New Design For Your Industrial Customers 


Adjustable Handle slips over the arm 
in any handy carrying position 
Cover holds the battery securely in 
container—no rattle 

. 
Latch Button locks cover on lantern 
—no projections to get in the way 


Seal Rivets—permit sealing battery in 
the battery container 

Battery Container—for 6 volt cell—is 
reinforced steel, plated 


Two-Way Switch controls both bulbs 


Globe Flange is shoulder to hold a 
glass globe (extra equipment) 
Reflector Screws may be removed to 
change reflector. Reflector may be 
either polished chrome or silvered 
- 

Twin Bulbs—either bulb gives both 
“spot” and “flood” light beams 


Movable Base can be set at any angle 


A 
JUSTRITE 





Made By The Makers Of JUSTRITE SAFETY CANS And JUSTRITE WASTE CANS 


JUSTRITE MANUFACTURING ssi wesc Chicage, ill. 





HERBNORRTERS (> 


for bole Peston 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 





@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 
separation. Patching and other repairs wit 
ip plates save expensive conveyor belt re- 
placements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 


ALLIGATOR Steel Belt Lacing for transmissién belts 
For conveyor belts FLEXCO &-a& > Fasteners and Rip Plates 
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PRODUCT 


Electric Nibbler 

Lift Jack 

Motor Generator Set 
Carbide Tool Grinder 
Ball Bearing Units 
Stacking Boxes 

Pipe and Bolt Threader 
Chain Detacher 
Faceshields 

Test Lamp 

Asbestos Millboard 

Coil Winder Drive 

Cam Vise 

Oxygen Gauge 

Hack Saw Frames 
Torque Indicating Wrench 
Radial Saw 

Electrician’s Glove 
Soldering Iron 
Aluminum Ladder 

Steel Refuse Kettles 
Potentiometer Controller 
Steam Traps 

Motor Starting Capacitors 
Explosion-Proof Vibrator 


Paint conditioner 
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MAIN FEATURE 


Nine inches long 

Engages skid trucks easily 

Each machine is removable 
Minimum amount of vibration 
Non-drag seal 

Reinforced Corner 

Self-centering universal chuck 
Detaches, assembles chain links 
Comfortable protection 

Fuseless to increase safety 
Smooth finish, changed packaging 
Foot pedal control 

Grips and holds duplicate pieces 
High accuracy guaranteed 
Finished in polished nickel 
Obtains even plug tension 

Blade set at any angle 

Curved to hand contour 

Easily adjustable 

Equipped with handrails 

All welded construction 
Improved detecting mechanism 
Lever mechanism 

Internal pressure relieved by safety vents 
Safety amid inflammable conditions 


Increased operating speed 


MANUFACTURER 


Independent Pneumatic Tool Co. 
Bond Foundry & Machine Co. 
Allis-Chalmers Mfg. Co. 
Baldor Electric Co. 

Ahlberg Bearing Co. 

Pollard Bros. Mfg. Co. 

Beaver Pipe Tools 

Link-Belt Co. 

Mine Safety Appliances Co. 
Sittler Co. 

Philip Carey Co. 

Ideal Commutator Dresser Co. 
Brown & Sharpe Mfg. Co. 
Ashcroft American Gauge Div. 
Victor Saw Works 

Bonney Forge & Tool Works 
Walker-Turner Co. 

Miller Rubber Co 

Stanley Tools 

Aluminum Ladder Co. 
Treadwell Construction Co. 
Foxboro Co. 

V. D. Anderson Co. 
Cornell-Dubilier Elec. Corp. 
Syntron Co. 


Landon P. Smith, Ine 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Electric Nibbler 


For Use On a Wide Variety of Sheet 
Metal Cutting Jobs 


\ small, portable electric nibbler, 
nine inches long and weighing 33 Ib. 
has just been introduced. It is a 
compact tool with a yoke type front 
head incorporating a punch and die 
that “nibbles” out a rectangular shav- 
ing of metal at each upward stroke 
of the punch. The nibbler will cut 


124 


up to No. 18 gauge (.049”) in steel 
and up to No. 15 gauge (.072”) in 
aluminum. The 24” diameter motor 
housing of the nibbler serves as the 
handle of the tool to give positive con- 
trol and leave the other hand of the 
operator free for manipulating the 
work. This tool may be used on a wide 
variety of sheet metal cutting jobs for 
both shop production and on-the-job 
installation work.—I/ndependent Pneu- 
matic Tool Co., Chicago, Ill_—MI1. 
Suppties, February, 1940. 


Lift Jack 


For All Sizes and Styles of Semi- 
Mobile Trucks 


A lift jack for all sizes and styles 
of semi-mobile trucks has been de- 
signed to engage skid trucks easily 
without the help of mechanical de- 
vices. A projecting flange on the jack 
is curved to engage another flange on 
the skid truck’s coupling—which in 


MILL SUPPLIES © FEBRUARY, 1940 


turn automatically engages the con- 
necting pin when operator lowers jack 
handle. No lining up or exact posi- 
tioning is necessary. Should the han- 


dle be dropped accidentally while 
truck is in transit, the exclusive 
flange design prevents jack from be- 
coming disengaged from coupling and 
the possibility of the handle falling 
on operator’s foot is eliminated.— 
Bond Foundry & Machine Co., Man- 
heim, Pa-—Mtitvt Suppries, Febru- 
iry 1940. 
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Motor Generator Set 


Each Machine Is Readily Removable 
As a Separate Unit 














Saving in floor space, accessibility, 
and the use of machines of different 
speeds are features of this new pyra- 
mid-mounted arrangement of three- 
machine motor-generator set. The 
generator, motor and exciter, each a 
self-contained machine, are assembled 
one above the other. On top of the 
generator is placed the induction 
motor, securely attached with suitable 
base plate, and the exciter in like 
manner is mounted on top of the 
motor. Motor-generator sets of this 
type are available in sizes up to and 
including 10 kw. In the pyramid 
arrangement each machine is readily 
removable as a separate unit and ma- 
chines of different speeds may be used. 
The weight of a pyramid mounted set 
is said to be less than one of con- 
ventional mounting due to the saving 
of material in the base.—Allis-Chal- 
mers Mfg. Co., Milwaukee, Wisc. 
Mitt Suppiies, February, 1940. 


Carbide Tool Grinder 


Armature Has No End Play in Either 
Direction 


\ carbide tool grinder has recently 
been developed which operates with a 
minimum amount of vibration as it 





SOCKET SCREWS 


Users are proving-— 


Holo-Krome Quality gives 
Unfailing Performance 


Distributors are proving - 


Holo-Krome Quality and 
Distributor Sales Policy 
Builds Volume Sales 


Interested? Write Today. 


=> < 
HOLO~ Gs. KROME 


THE HOLO-KROME SCREW CORP. HARTFORD, CONN., U.S.A. 
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WA 


Easy to 
Use. Safe, 
Sturdy and 
Slip Proof. 


AND 


ue. 


SAFETY CAR MOVER 


MOVE CARS FOR 


SATISFIED CUSTOMERS 


MOVE PROFITS TO YOU 


This Swaco car mover is light in weight, 16 lbs., yet is powerful 
and rugged. The pressure is scientifically triangulated to throw 
entire weight on spurs which are so placed as to grip the corners 
of the rail . . . not a chance of slipping. 


This mover will get UNDER the load and place the handle high, 
enabling the operator to use full strength safely in starting the car. 


SAFETY WRENCH & APPLIANCE CO. 


WORCESTER 


MASS. 

















MANUFACTURERS MAKE YOUR SELLING 







FACTORY has 
operating official subscribers 
than any other business paper. 


Easier 


by telling the 
merits of their 
products to your 


~ best prospects in 
FACTORY. 


more plant 
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has a heavier and shorter shaft. An- 
other improvement is that the arma- 
ture has no end play in either direc- 
tion, thereby permitting finer grinding, 
Tables are adjustable to compensate 
for wheel wear, and flanges accom- 
modate either steel backed silicon 
wheels or diamond wheels.—Baldor 
Electric Co., St. Louis, Mo.—Mut 
Suppties, February, 1940. 


Ball Bearing Units 
Available In Three Capacities 





To provide machine manufacturers 
with a simple means of incorporating 
ball bearings in equipment where the 
bearing housing is an integral part 
of the machine, a line of bearing units, 
identified as CJB Simplex machine 
units, has been developed. These are 
available in three capacities: For 
light, medium and heavy loads, with 
either single row, double row or self- 
aligning bearings. In the light series 
the bearings are mounted directly on 
the shaft, whereas the medium and 
heavy units mount through a split 
adapter sleeve in a tapered bore bear- 
ing. Retaining caps are optional 
either in the open type illustrated, or 
the closed type, the latter sealing the 
bearing completely. A new type, non- 
drag seal has been incorporated which 
provides a labyrinth type seal which is 
frictionless and effectively prevents 
the entrance of dirt and other harmful 
substance.—Ahlberg Bearing Co., Chi- 
cago, Ill—Muitt Suppwies, February, 
1940. 


Stacking Boxes 


Specially Reinforced Corner 





A specially reinforced corner is the 
feature of this company’s line of stack- 
ing and open end boxes. Instead of 
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employing the customary spot weld- 
ing process of reinforcement, these 
corners are built up by an application 
of steel strapping similar to that used 
in binding heavy boxes for transit 
It is said that boxes thus reinforced 
will withstand extremely hard usage 
in factories for a year or more.— 
Pollard Bros. Mfg. Co., Chicago, Ill. 
—Mitt Supeiies, February, 1940. 


Pipe and Bolt Threader 
Rachet and Non-Rachet Models 

















This new tool, designated as “71”, 
threads pipe from 4 to #- in. right or 
left hand, and bolts from +} to 1-in., 
right or left hand, coarse or fine 
thread. American or British Whit- 
worth standard threads. More than 
100 kinds and sizes of dies are avail- 
able for it. The die bosses project 
far above the face of the tool body so 
that chips clear instantly. It is easy 
to oil the dies, which increases die- 
life and insures better threads. Self- 
centering universal chuck—no_ loose 
bushings. Available in ratchet and 
non-ratchet models. An excellent tool 
for use with modern electric power 
units as well as for hand operation. 
A green crackled-finish box, with par- 
titions to hold 12 sets of dies, is avail- 
able as an accessory. —Beaver Pipe 
Tools, Warren, O—Mu1_t Supp irs, 
February 1940. 


Chain Detacher 
Facilitates Detaching and Assembling 
of Steel Chain Links 





Announcement is made of a new 
tool to facilitate the detaching and 
assembling of steel chain links. This 
tool makes it easy to bring the chain 
links into proper position, and has 












Here is a trade mark that means just one 





thing: The best hack saw blade you can 
sell. Why? Because it is the only #n- 
breakable blade, made unbreakable and 
shatterproof through these construction 
features: 

1. High Speed cutting edge of 18% 

Tungsten Steel: 
2. Welded by patented process to: 
3. Special Alloy heat treated back. 


ARMSTRONG-BLUM MEG. CO. 


“The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, U.S.A. 
Eastern Sales Office: 199 Lafayette St., New York 
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SWISS PATTERN FILES 
MADE IN UNITED STATES 


Industries select their Swiss 
pattern file requirements 
by this trade mark be- 
cause it stands for 
Quality - Service - Plus 
100%, Distributor 

Sales Policy 











































The satisfactory 






performance of 
our product creates 


repeat orders for 






the distributors who 


handle them. 





American Swiss File & Tool Co. 


ELIZABETH, NEW JERSEY 


AMERICAN 
WISS 


FILES OF PRECISION 


sufficient weight to act as a backing 
against which to knock the chain 
apart. The chain detacher can be 
used out on the job, or on the shop 
bench for cutting chain or removing 
attachment links. The tool is made 
of Promal and weighs 34 Ibs.—Link- 
Belt Co., Chicago, Tll.—Mui._ Svup- 
PLIES, February 1940. 

s 


Faceshields 


Headgear Conforms to Natural 
Contours of Head 





Intended for use on jobs where gog- 
| gles are not absolutely required, yet 
| protection to the face desirable, these 

faceshields afford comfortable protec- 
tion against hot sparks, chemical 
splashes, flying grit and dust, ete. 
Available in three models: without 
sparkshield, with semi-sparkshield, 
and with full sparkshield. The pre- 
formed headgear conforms to the nat- 
ural contours of the wearer's head 
and the headgear’s center top strap 
supports the light weight of the shield 
without pressure on sides of the head. 
The visor may be pushed upward and 
back on top of the head and is avail- 
able in 4”, 6” and &” sizes, in green 
as well as clear. All unit parts can be 
easily replaced.—Mine Safety Appli- 
ances Co., Pittsburgh, Pa—MILu 
Suppiies, February 1940. 





Test Lamp 
Can Be Used on AC or DC Circuits 


that features safety and can be used 
on AC or DC circuits from 110 to 
600 volts, has just been introduced. 
Some of the features stressed by the 
manufacturer are: No fuses required 
for safety; only one test lead; only 
two parts to handle; indication bulls- 
| eye in line with test prod movement; 
| no shorting or “splash” can occur; 
excessive voltage burns out lamp fila- 
ment only; resistor limits current to 
such low value there is no danger of 


| A test lamp and voltage indicator 
| 





| tripping relays when checking control 
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Created by Utica 
for TOOL MILEAGE 






















An ideal tool for electrical 
construction work. Lighter in 
weight than the Lineman’s 
Side Cutting Plier. Forged 


from special ALLOY STEEL 









DROP FORGE «TOOL 


CORPORATION 
UTICA, NY 








-~ = & O86 OO 


Current values are in milli- 
amperes; a 110 volt circuit indicates 
about 20 milliamperes light value 
through the tester; 220 volts, about 
40; 440 volts, about 80; and 600 volts, 
about 110 milliamperes. The test 
jamp comes packed in a durable carry- 
ing case with belt loop.—Sittler Co., 
Chicago, Ill—Mitt Suppwies, Feb- 
ruary, 1940. 


panel S. 


Asbestos Millboard 
Packaged in 100 lb. Cartons 


Asbestos millboard has been given 
a new, smooth finish and ‘s priced 
by the sheet or square foot, thereby 
eliminating weighing, allowing for va- 
riations in weight, and figuring prices. 
This asbestos millboard is packed in 
convenient 100 Ib. cartons which com- 
pletely protect the contents and being 
uniform in size, can be readily stored 
and labeled for inventory purposes.— 
Philip Carey Co., Cincinnati, Ohio 
—Mitt Suppwirs, February, 1940, 


Coil Winder Drive 


Completely Enclosed in Heavy Steel 
Cabinet 


Announcement is made of a newly 
designed coil winder drive equipped 
with a variable speed transmission and 
V-belt drive. Features incorporated in 
the machine are: Maximum speed is 
quickly obtained by adjustment of the 
transmission control knob; starting 
speed, up to maximum setting, and 
stopping, is entirely controlled by foot 
pedal extending from the base; infi 
nite number of driving speeds between 








COIUMBIAN VISES 


are distinctive . . . and are sold under a Policy of Selective Distribution . . . 


at established Resale Prices ... a Policy which quarantees Profits to Columbian 
Distributors. 


Columbian's complete line enables distributors to concentrate their sales 
efforts on one line of vises from one dependable source. 


REPLACEABLE 
TOOL STEEL 


STEEL BALL JAW FACES 


ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 


HARDENED 
STEEL 
BEARING 
WASHER 


BENCH PLATE 
SLEOGE TESTED 
MALLEABLE IRON 
CASTINGS 
The distinctive features of Columbian Malleable Iron Machinists’ Vises have 
established them as the standard for strength, workmanship and dependability. 
Each of the other types of Columbian Vises is designed to excel in its field and 
all are made to the same high standards of engineering and workmanship. 
Industrial Supply Distributors interested in increasing Sales and Profits on 
Vises should write for Columbian's Distributor Plan. 


THE COLUMBIAN VISE & MFG. CO. 


9015 BESSEMER AVE. CLEVELAND, OHIO 


THE WORLD'S LARGEST MAKERS OF VISES 








MAGNESIA— ASBESTOS 


HEAT INSULATIONS 
Cut Production Costs! 


Modern industrial plants are saving thousands of 
fuel dollars each year through the correct appli- 
cation of CAREY Heat Insulations. The com- 
plate CAREY Line includes high efficiency in- 
sulating materials of Asbestos and Magnesia for 
every known service condition—for temperatures 
ranging from 


SUB-ZERO to 2500° F. 


In addition, the services of Carey Engineers and 
Carey research facilities, avaMlable through branch 
offices covering the nation, are offered to help 
solve the insula- 
tion problems of 
your customers. 


Careyee! Insulation 
For temperatures up to 
° 


85% Magnesia 
For High and Medium 
Pressure. 


| Write for details 
and book of inter- 
esting data — ad- 

85% Magnesia. dress Dept. §5. 


THE PHILIP CAREY COMPANY ~~ Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 


BRANCHES IN PRINCIPAL CITIES 


Hi-Temp Blocks Hair Felt Insulation 
For Furnaces, Ovens, 
Kilns, ete. 


Combination Hi-Temp— For sub-zero tempera- 
tures, 
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OF KIN 
ALUMINUM RULES 


More durable than wood, 
lighter than steel, they meet 
all the requirements of the 
man who wants a light- 
weight, all-metal folding rule. 
Black markings are most 
prominent, and are sunk into 
the metal for permanence. 
Show them. You'll sell them. 
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SAGINAW, MICHIGAN 








TAPES . RULES PRECISION TOOLS 
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120 r.p.m. and 650 r.p.m. 


As the 
operator's foot is removed from the 
pedal, the spring actuated brake auto- 


matically stops the machine. Besides 
braking and running positions, a neu- 
tral position can be secured through 
the foot pedal to allow for turning 
the machine by hand when required. 
A hand wheel mounted on the shaft 
provides a means of hand turning of 
coils. Conveniently located revolu- 
tion counter records by addition or 
subtraction the total turns. A _ pilot 
light indicates when the motor is run- 
ning. Guarantees uniformly wound 
and perfect coils through automatic 
control of wire tension. A 4 hp. 
motor is included as standard equip- 
ment of this coil winder drive.—I/deal 
Commutator Dresser Co., Sycamore, 
/ll.—Miuvt Suppwies, February, 1940. 


Cam Vise 


Fixed Jaw Attached Firmly To Mid- 
Section of the Body 


\ new cam vise, identified as No. 
1C, has been introduced for gripping 
and holding duplicate pieces which do 
not vary in size more than the clamp- 
ing movement of the movable jaw. 
This vise has the fixed jaw attached 
firmly to mid-section of the body, and 
the movable jaw, at the end of the 
vise, has tongue which extends under 
the fixed jaw. The cam pivot is 
clamped to this tongue and when the 
nut on the pivot is loosened, the posi- 
tion of the pivot can be adjusted 
lengthwise on the tongue. The cam 


which turns on the pivot works 
against the fixed jaw, causing the 


pivot and movable jaw to advance or 
withdraw by its movement. Tongue 
slots at right angles permit vise to 
be set either lengthwise with table, or 
at right angles to it. Reversible 
tongues for either 14” or 18” T slots 
are furnished with vises and can be 
used on any table fitted with corre- 
sponding T slots —Brown & Sharpe 
VUfg. Co., Providence, R. I—Mut 
Supp.ies, February, 1940. 


Oxygen Gauge 
For High Pressure Oxygen Service 


made of a new 
special oxygen gauge for high pres- 


Announcement. is 


sure oxygen service. The. case is a 
heavy brass casting with a safety 
solid front and a full open back. The 
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back ot the gauge is sealed with 
moisture-proof paper protected by a 
thin brass disc. The mounting lugs on 
the case hold it away from the wall, 
The Bourdon tube is a_ byrellium 
copper and the socket is forged bronze, 
No steel is used for the sake of safety, 
Accuracy is guaranteed to within 4 


of 1%. The gauge is streamlined and 
has a clear gauge cover of trans- 


parent plastic. This opens up the dial 
for easier reading.—Ashcroft Ameri- 
can Gauge Div. of Manning, Marwell 
& Moore, Inc., Bridgeport, Conn— 
Mitt Suppiies, February 1940. 


Hack Saw Frames 
Cover Needs of Average Cutting Jobs 


These four new hack saw frames 
have been introduced, varying in de- 
sign but covering the needs for frames 
to handle average cutting jobs. All 
have exposed metal parts finished in 
polished nickel, pistol-grip handles 
of black composition, take blades from 
8 to 12 inches, and permit blades to 
be faced four ways. The first three 
frames are supplied with a tungsten, 
and the fourth with a “moly” blade. 
Victor Saw Works, Middletown, N. 
Y.—Mitt Supptwies, February, 1940. 


Torque-Indicating Wrench 


For Obtaining Proper Tension on 
Spark Plugs 


This new torque-indicating wrench, 
identified as No. 056, has been de- 
signed especially for obtaining even 
tension on all plugs in multi-cylinder 
motors. It is sturdily constructed 


with heavy, ground, spring-steel shaft 
with pointer which remains rigid. The 
scale is placed conveniently near the 
handle grip and is accurately cali- 
brated in foot pounds of tension from 
U to 


50. While designed especially 
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A FAST SELLER 


This New CESCO No. 220 


Wide-Vision Goggle 


Here are new improvements in Cesco's 
No. 220 Wide-Vision Goggle, that will 
completely capture the market. 


@Full 150° effective range of vision. No 
hinderance whatever to vision in any direc- 
tion. 


@Comfortable moulded one-piece cushion 
pads, highly resistant to perspiration, seat 
each eye cup snugly without pressure. 


@66 Ventilation Holes increase cool air 
circulation. 


HARDENED SAFETY LENSES ... 


withstand and protect against severest impacts. 
Adjustable -brid accommodates varying 
facial widths. st these features to any 
plant executive for QUICK SALES and BIG 
REPEAT ORDERS! 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd. Chicago, Ill. 








.-, BOLTS, SCREWS 
and WASHERS in brass, 
bronze, copper, Everdur, 
Monel metal and stain- 
less steel . . . waiting 
for your order. Every 
shipment means “rush” 
at Harper's. Special fast- 
enings made to order. 
Send for new type of 
easy-to-use catalog 
which takes the mystery 
out of bolts. The H. M. 
Harper Company, 2622 
Fletcher Street, Chicago, 
your logical source of 
supply. 





for spark plug tension adjustments, 
the extremely smali head of No. 056 
permits it to be used in places, within 
its capacity, normally inaccessible 
with other torque wrenches. It is 
permanently equipped with 4” square 
adaptor, is fully chrome plated, meas- 
ures 123” overall and weighs 1 lb.— 
Bonney Forge & Tool Works, Allen- 
town, Pa.—Muiv Supp ies, February, 
1940. 


Radial Saw 


Useful on Maintenance Work 


A universal radial saw which may 
be used on a variety of shop work, 
both wood and metal, has been found 
especially useful on pipe and tubing. 
The saw head is pivotally mounted on 
a horizontal ram which slides on ball 
bearings in a saddle supported on a 
vertical column. This design makes it 
possible to set the blade at any angle 
desired. The blade is mounted di- 
rectly on the shaft of a geared mo- 
tor, so designed that maximum clear- 
ance is obtained. Thus for a given 
depth of cut, a minimum diameter 
blade may be used which, together 
with the mechanical advantage of the 
gear ratio, steps up the force deliv- 
ered at the rim. Motors are available 
in four sizes: 1, 15, 2 and 3 hp. 
Gears are protected by a shock-ab- 
sorbing device which consists of a 
conical mounting for the driving gear 
and a spring washer to hold it during 
normal loads. With this arrangement 
the saw may be suddenly stalled with- 
out damaging gears or motor. A mag- 
netic overload circuit breaker gives 
added protection. — Walker - Turner 
Co., Plainfield, N. J.— Mit Svup- 
PLIES, February, 1940. 


Electrician's Glove 
Shaped To Fit Hand 


Called the “curv-flex,” this new 
glove is shaped to the contour of the 
hand and is designed to afford greater 
freedom and comfort in fingers, wrist 
and cuff. Built to the specifications 
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HELP YOUR CUSTOMERS 
CUT PAINTING COSTS 


Light, compact, 
easily operated 
airbrush. Slanting 
fluid inlet pro- 
vides faster feed. 


SALES OF 


AIRPAINTING 
EQUIPMENT 


ASSURE YOU BIGGER 
PROFITS NOW! ... 


Benefit from the up-to-the - minute 
Paasche Mill Supply Distributors Policy 
that assures you valuable sales coop- 
eration in the field from trained fac- 
tory representatives. New opportunities 
to sell Paasche Airpainting Equipment 
to industrials are apparent every day. 


Paasche Distributors have the most 
complete airpainting line — the widest 
market applications—and a handsome 
reward for sales effort. 


Portable Electric Airpainting Unit ideal for ex- 
terior and interior airpainting and airdecorating 


Everything for airpainting, plus engineering 


service to help your organization make more 
money on Paasche Products: 


Airbrushes Portable 
Aircompressor Airpainting Units 
Units * Sprayers 
Airfinishing Stripers 
Booths Ventilating Units 
Hose Couplings Water, Oil and Dirt 
Oiling Guns Separators 


Practically every call you make is a 
prospect. 


Send for new catalog, dis- 
' counts and statement of our 
Mill Supply Distributors Policy. 


Yeasehs Mirbrush ba 


1915 Diversey Pkwy, Chicago 








“More production 
with Veelos brings 
me new business.” 


says 

W. H. HOLLOWAY, 

Sales Representative 

of the 

W. C. DuComb Co., 
Inc., 

Detroit, Mich. 





Veelos 


easily and quickly be ad- 


INCE V-Belts can 


‘S 
justed to produce equalized ten- 
sion on all strands, and a full 
complement of strands can be 
kept working, slippage is held to 
a minimum—production to a 
maximum. This means profits 
for my customers because they 
save the entire cost of the belts 
in a few months,—and profits 
for me because explaining why 
equalized tension assures less 


slippage brings in new customers 


and old ones keep coming back.” 














of the American Society for Testing 
Materials, the glove affords workers 
maximum protection at all times and 
will withstand repeated electric tests 
over long periods and have high re- 
sistance to current leakage even after 
soaking in water.—Miller Rubber Co., 
Akron, Ohio—Mitt Suppwies, Feb- 
ruary, 1940. 


Soldering Iron 
Plug Tip Permits Easy Adjustment 


A line of electric soldering irons is 
equipped with plug tips that fit into 
the heating head of the iron and are 
held by a screw, which permits easy 
adjustment and removal. The heating 
unit is’ hermetically sealed to prevent 
corrosion, is wound around a hollow 
core and conducts a uniform flow of 
heat to the plug tip. The handles 
are of hardwood and have an adjust- 
ing sleeve which allows them to be 
increased in length. Plug tips for 
the irons are available in two types— 
copper and armor clad (similar to the 
copper tip except it has special metal 
coating that protects surface of the 
copper). These soldering irons are 
made in four sizes—105 watts, 3” tip 
diam., 150 watts, 3” tip diam., 200 
watts, 3” tip diam., 350 watts, 2” tip 
diam.—Stanley Tools, New Britain, 

Suppties, February, 


3” 


Conn.—MILL 
1940. 


Aluminum Ladder 


Rungs Are Corrugated To Prevent 
Slipping 





An aluminum ladder — especially 
suited for the storage of materials and 
maintenance work in industrial plants, 
has just been announced. The ladder, 
designated as tvpe 800, is equipped 
with handrails on both sides, and steel 
or aluminum spikes on the bottom. 
\luminum spikes do not throw a spark 
and therefore are recommended for 
use around oil tanks and other places 
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HERE’S AN OILER 
THAT KNOWS THE ANGLES 





Eagle’s Welded Steel Bench Oilers are 
designed to find every vent, and find it 
without excess trouble. These oilers are 
made to stand up under heavy service. 
The body is one piece drawn from high- 
grade steel. Carbon Steel bottoms are 
acetylene welded to bodies. Spout, too, 
is acetylene welded. 

All oilers are tested under 60 pounds air 
pressure. 

See your distributor, or write for descrip- 
tive circular. 


EAGLE MANUFACTURING CO., 
Dept. MS 1, Wellsburg, West Virginia 




















or Air, Car Washinn 
Steam, Spray Hose 





These Sherman Couplings do 


a superb job on steam, air, 
or water hose carrying high 
pressures, They’re heavy cast 
brass with cadmium plated 
bolts. 
which engage with shank and 


Long, strong clamps 


hold hose securely. Six sizes 


—%*, 7/16, 
and 1”. 


%, %4x%, %, 
A real volume seller 
that carries a good profit for 
the jobber. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK, MICH. 


Sherman 
High Pressure Couplings 
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oFf 
eW “AMAZINGLY HARD 
: DRILL-POINTS 





DRILL CONCRETE 
50-75% FASTER 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75% faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leaflet. 


CARBOLOY COMPANY, INC. 
11131 E. 8-MILE ST., 
DETROIT, MICHIGAN 


Ag -\ ite) Ke) / 


MASONRY DRILL-POINTS 





ORDER from OTTEMILLER 


and you'll REORDER 








ENigh quality 
15 apparent with the 
initial use. .... 


OTTEMILLER screw machine parts quickly 
fore their superiority when used in assem- 
ling machinery. You can readily demon- 
Strate to your customers the accuracy and 
uniformity of OTTEMILLER products by 
the easy way they screw into a tapped hole 
and their entire freedom from wobble or 
binding. 
That’s the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs, It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 











where inflammable materials are being 
handled. The ladder can be supplied 
in length up to 36 ft. long and in va- 
rious widths. Being made entirely of | 
aluminum it cannot rust, rot or burn, | 
and the rungs are corrugated to pre- 
vent slipping. —Aluminum Ladder Co., 
Tarentum, Pa—MI. Suppvies, Feb- 
ruary, 1940. 


Steel Refuse Kettles 


Designed to Assure Self-Clearing 











A line of welded steel refuse ket 
tles has recently been introduced for 
use in smelting, refining, steel, chem- 
ical and other industries. These ket- 
tles are made of special fire-box qual- 
ity and are of all-welded construc- | 
tion. They have a rated capacity of | 
19§ cubic feet, the inside 





diameter | 
is 42” and the inside depth 24”. The | 
top flange, 14” thick, is slotted to 
receive swing bolts. The kettles are 
so designed as to assure self-clearing 
when the kettle is dumped.—Tread- 
well Construction Co., Midland, Pa. 
Mitt Suppuies, February 1940. 


Potentiometer Controller 


Improved Detecting Mechanism 














A potentiometer recording control- 
| ler incorporates three unique features | 
| . . 

—an improved detecting 


| mechanism, | 
}3 new integral recording 
| 


and control | 
control Sys- | 


mechanism, and a new 
tem to provide maximum flexibility | 
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If you are looking ahead to 
a bigger and better year 
here’s an easy nut to crack 
for greater sales volume 
on industrial adhesive 
tapes. It’s the Metal In- 
dustry. They'll welcome 
you with open arms. They 
need dependable adhesive 
tapes for general protec- 
tion of parts and polished 
surfaces, for masking pur- 
poses, striping and a lot of 
other important uses. You 
can’t miss making 1940 a 
banner year if you sharpen 
your tools and go after 
this industry hammer and 
tongs. Test your mettle. 
Show them the Industrial 
Tape Corporation line of 
adhesive tapes—NOW! 


Nesey Nich 





SEND COUPON 


Gentlemen: 
Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME 
ADDRESS 


CITY ~STATE. 


VU 
TAPE 





CORPORATION 


NEW BRUNSWICK, N. J. 
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INCREASE SALES 


AND PROFITS! ! ! 
with 


ROCKWELL 
BLAST GATES 


Wherever 


low pressure air is 
used by your customers in their 
manufacturing cycle, ROCKWELL 
BLAST GATES can be adapted to 
advantage for the air control. 


All types and sizes available for 
prompt shipment. We ship direct 
to your customer. 


No servicing. 


Be prepared. Write 
for complete catalog 
No. 3766, price lists 
and discounts. 


W. S. 





COMPANY 
50 Church Street New York 






























Of course not . 
Harper has 
every other 
nuts excep! iron... 
hb A 


. + but 
almost 
kind of 
e. g. brass, 
per. Monel met- 

- as well as 
bolts, screws, washers. and other 
fastenings. 


3600 em 
4wn$TOcK 


- ready to ship immediately. New 
easy-to-use catalog “takes the mys- 
tery out of nuts.’” does not say ‘on 
~ ll or “write us.” It gives 
all y inf tion. Ask your log- 
ical source of . The H. M. Harper 
Company. tcher St.. Chicag 






















































ROCKWELL| 











| 


of use. Open-and-shut action, with or 
without automatic reset, is available 
in the air-operated models of the new 
series of controllers. Coordination of 
measuring, recording and controlling 
operations is achieved by an integral 


recording and control mechanism. 
Guaranteed accuracy is 4 of 1 per 
cent of scale range. The new con- 


troller is highly accessible—the entire 
mechanism can be pulled forward 
out of the case and every moving part 
can be removed or replaced by an 
inexperienced operator standing 
squarely in front of the case.—Fe.x- 
boro Co., Foxboro, Mass.—MA.u Sup- 
PLIES, February 1940. 


Steam Traps 
Have Drain Plug At the Bottom 










































Two recently designed steam traps, 
identified #19 and #20, have 
proved to be superior to the old #11 
and #12, which they supersede. The 
head and body of these new traps are 
connected with four bolts in a flange 
type connection similar to that of 
larger sized traps. They have the 
bronzé hexagonal bucket guide tube 
and the valve and lever mechanism 
is of a new design with no pins or 
pivots. The traps have a drain plug 


as 


at the bottom and their maximum 
operating pressure is 200 lbs.—V. D. 
Anderson Co., Cleveland, O.—MIU tv 


Supp.ies, February 1940, 


Motor Starting Capacitors 


Safety Vents Take Care of Excessive 
Internal Pressure 

These capacitors are of the etched- 

foil type, hermetically sealed in cyl- 

indrical aluminum containers with 

Bakelite terminal heads into which 
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MECHANIC'S 
GRADE BURNER 
TORCHES 





1. Has jet block—renewable when damaged. 


2. Cleaner pin—cannot enlarge the gas orifice. 
renewable. 


3. Shut off over 5@” from gas orifice; making 
enlargement of orifice impossible. 


4. Multi-flame control—blue flame from wide 
open to small size. 


5. Vein construction—vein liners and cable, or 
s, give smooth flame and long burning 
life before carbonizing. 


Torches having this type of burner are— 
QUART SIZE—No. 325 Heavy Duty: No. 
32A General Purpose: No. 144A Economy 
Model; No. 308 Extra Sub-Burner Torch. 


PINT SIZE—No. 238 General Purpose; No. 99 
Midget-Flame; No. 252 Flat tank. 


TWO QUART SIZE—No. 225 Heavy Duty. 


CLAYTON & LAMBERT MFE. CO. 
REPEAT 
BUSINESS 


that means steady profits 

















cont 

HANDY SIZE 
for - 

Me tor ots 
ad 









TASGON 
the original 
rust solvent 


LUBRI-TASGON 
the penetrating 
lubricating oil 


Because the unique Tasgon principle of 
colloidal penetration means a better job for 
users, these two products are bought time 
and time again. Tasgon quickly loosens 
rusty nuts, bolts and fittings. Lubri-Tasgon 
carries a rich, lasting lubricant to every 
moving part. Write today for information 
about prices, discounts and display material. 


SAMUEL CABOT, Inc. 


1411 Oliver Bidg. Boston, Mass. 
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POPPA LLL AL AL Lae A Ol 


STANDARD TYPE 


USE-EM-UP TYPE 


SLEEVES and 
SOCKETS by 


OLLIS 


Make Collis your headquarters 
for Sleeves, Sockets, Lathe 
Centers, Drill Chuck Arbors, 
Drill Drifts, and Magic Type 
Chucks and Collets. We are 
prepared to handle all regular 
and special requirements of 
your customers. Prompt service. 








VICTOR 


THE COLLIS COMPANY 
CLINTON, IOWA 


VICTOR BELTS 


increase your sales 


When your customer needs a special 
belt, quick Victor service will help 
you please him. 


When it's a stock item, here's the 
most complete line in America! Tex- 
tile and balata belting for every type 
of transmission, conveying and ele- 
vating. 


PLUS Victor's reputation and nation- 
wide acceptance — Victor's aggres- 
sive sales policies—and a better belt 
at a full margin of profit for you. 
To sell more—to make more—stand- 
ardize on Victor Belts. 


ee oe | 
35 West Hubbard Street Ch ago 


TORY EASTON PENNSYLVANIA 


BALATA AND TEXTILE 
BELTING COMPANY 





aluminum stud inserts are moulded, 
and which also include safety vents 
to take care of excessive internal 
pressure resulting from accidental or 
abnormal conditions. Each unit is 
jacketed with a specially treated card- 
board sleeve of high electrical insu- 
lation qualities and moisture-proof. 
These standard units are available 
with rated working voltages of 110, 
125 and 220, 50-60 cycles, and in a 
wide variety of capacities ranging 
from 10 to 498 mfd.—Cornell-Dubilier 
Elec. Corp., South Plainfield, N. J.— 
Mitt Suppties, February 1940. 


Explosion-Proof Vibrator 


For Plants Where Atmospheric 
Conditions Are Highly Inflammable 














This explosion-proof vibrator is a 
new model for use in plants where 
atmospheric conditions are highly in- 
flammable or explosive, such as in oil 
refineries, chemical plants, paint 
works, flour mills, etc. The vibrator 
is fully enclosed in a thick, electric- 
furnace steel case, with ground joints 
and an armored cable lead. The 
remote electric control panel contain 
ing a rectifier, operating switches and 
rheostat for controlling the vibrator’s 
power, is in a cast-iron case, with 
ground joints and explosion proof 
fittings. These vibrators are used for 
attachment to bins, hoppers, chutes, 
etc., to prevent arching over and 
hanging up of material, and to insure 
a free flow at all times.—Syntron Co., 
Homer City, Pa—Muitu Supp ies, 
February, 1940. 


Paint Conditioner 


Increased Operating Speed and 
Modern Streamlined Design 


The “Red Devil” paint conditioner 
is a compact machine to condition 
paint in 5-gallon, 3-gallon or 2-gallon 
cans. Increased operating speed and 
modern, streamlined design are fea- 
tures of the labor saving machine. 
With this unit, old paint which has 
stood on shelves long enough to allow 
the pigment to settle in the can is 
rejuvenated, while fresh stock that ts 
inclined to settle quickly is properly 
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ORDERS Mean 
SALES and 
SALES Mean More 
ORDERS for 


CAR MOVERS 


POWER KING 


Thousands of industrials are 
using BADGER Car Movers. With the 
current upswing in business, they're 
going to need more and more car movers. 
They will buy BADGER Car Movers 
because they know they are easy to 
handle, possess speed, power, and dura- 
bility. 

Every plant with a siding is a potential 
source for Badger Car Mover orders. 
Don't pass them by! And be sure you 
have enough Badger Car Movers in stock. 


The Advance Car Mover Co., Inc. 
Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 


already 




















The 
“BELTSAVER’ Pulley 


A WORD TO 
Wise Distributors 


Here's a polley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturally the wise supply house recom- 
mends the BEL TSAVER™ for conveyor 
jobs where abrasive and heavy, en 4 ma- 
terials are conveyed, because with the 
“‘BELTSAVER” Pulley nothing can lodge 
between pulley and belt to play havoc 
with belt life. 

Your crushed rock and gravel plant cus- 
tomers will appreciate the service you give 
them when you recommend ‘‘BELT- 
SAVERS" as a means of doubling the 
life of their conveyor belts. 

There's “BIG MONEY" for you when 
you sell the ;“BELTSAVER’’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


MUNCY, PA. 


























For SAFETY .. SELL 


DIETZ 


RED GLOBE LANTERNS 


eg e e DIETS COMPANY) DIETZ COMPANY 
Law NEW YORK E1940 


Also 








Makers of DIETZ ROAD TORCHES, FLARES 





1905 (Strand 1940 


FLEXIBLE SHAFTS and) 
MACHINES 
HIGH QUALITY ONLY | 


“AO SIXTY TYPES 


¥g to 3 H. P. 
Vertical and 
Horizontal 














It's economy 
to pay more 
and get the 


BEST 


Exclusive 
builders for 
over 35 years 




















od Tra 


HIGH SPEED STEEL GROUND CUTTERS 



















Send for catalog 






N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 
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conditioned, assuring 
factory-fresh paint. 
tioner is designed with a three-way 


delivery 


and downward—which creates a high 


can holder is adjustable to three dif- 


upside down. 








Neale 


Sales Helps 


from the 


2 
ufaclwrers 







INDUSTRIAL VALVE —Application of 


the “Class D” valve in a vast number 
of industrial jobs is fully described in 
a four-page, two-color folder. Service 
points and economy features of the 
valve are brought out and dramatized. 
—A. W. Cash Co., Decatur, Til. 


BRONZE BEARINGS—A new listing of 


“Ledaloyl” self-lubricating bearings is | 


covered in Catalog L-2. There are 
now more than 850 stock sizes avail- 
able for immediate delivery. In addi- 
tion to listing these sizes, part number 
and prices, the catalog also includes 
considerable technical and application 


data —Johnson Bronze Co., New 
Castle, Pa. 
DRAINER—Users are brought up to 


date completely on the design, con- 
struction and priee -data of “Multi- 
port” drainers in a recently published 
four-page folder punched for inclusion 
in ring books. 


Corp., Philadelphia, Pa. 


HOISTS —Not only are list numbers, 
sizes and prices given on this line of 
hoisting and pulling devices, but the 
manufacturer also gives a number of 
illustrations showing the equipment in 
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of 
The paint condi- 


shaft stroke motion—outward, upward 


speed agitation inside the can disinte- 


grating sidewall sediment and_thor- 
oughly mixing the ingredients. The 


ferent positions—upright, sidewise and 
The unit’s 4 horsepower 
60-cycle 110-volt motor is completely 
enclosed but easy to get at—Landon 
P. Smith, Inc., Irvington, N. J—MuIti 
| Suppiies, February, 1940. 


A cross-section of the 
drainer is shown, conveniently giving 
its eleven leading features.—Cochrane 
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WHITE COTTON BELTING 
KANRY-TEX BELTING 
ENDLESS WOVEN BELTS 







Other Belting and 


Webbing Specialties 


It's repeat business 


that brings real prof 


its. You get it with 


GLOBE LINE 


the 







GLOBE WOVEN 
BELTING CO., INC. 


1400 Clinton St., Buffalo, N.Y. 








KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


Hap is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive In the Industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 














Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 


DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 











Quick service on your orders. 





FOR MACHINES . . . CENTERS 
MULES . . IDLERS . . CLUTCHES 


Simple in construction. Accurately ma- 
chined. Will carry belt at any working 
load or speed without heating. Bearings 
are dustproof—require no attention except 
renewal of oil 4 to 6 times yearly accord- 
ing to speed conditions. 


SAVE YOUR CUSTOMERS 


@ Time in Daily Oiling 

@ Cost of lubricant 

@ Cost of replacements 

@ Power loss by friction 

@ Time loss when trouble appears 


Ask for price list and 
distributor terms. 


CHICAGO PULLEY & 
SHAFTING CO. 


21 N. Des -Plaines St CHICACC, ILL 





use on a variety of jobs. Features of 
items are tersely enumerated.—Coffing 


Hoist Co., Danville, Ill. 


BEARINGS —Catalog No. 110 repre 
sents the most complete compilation 
yet presented on this manufacturer's 
line of radial ball bearings, unground 
combination bearings, thrust ball bear- 
ings and ball bearing wheels. In addi 
tion, some technical data is given. In 
two colors and spiral-bound, the book 
is cut to pocket size.—Nice Ball Rear- 


ing Co., Philadelphia, Pa. 


ELECTRIC EQUIPMENT—A collection 
of recent advertisements by the manu- 
facturer, presenting evidence of what 
this electrical equipment line can do. 
Interesting stories of production 
achievements are given and_ points 
are brought out pointing the value of 
protecting motors and control from 
the harmful effects of splashing liquids 
and flying dust.—General Electric Co., 
Schenectady, N.Y. 


PIPE TOOLS—Catalog No. 40 contains 
24 pages, well-illustrated, describing a 
variety of pipe cutting and threading 
tools and accessories. Featured is the 
new “71” series of pipe and_ bolt 
threaders in which there are nearly 
100 different kinds and sizes of dies 
available—Beaver Pipe Tools, Inc., 
Warren, Ohio. 


GRINDERS—Fourteen types of precis- 
ion grinders are listed in this loose- 
leaf catalog, which also lists pencil 
wheels, accessories and a flexible shaft 
tool—The McGonegal Mfg. Co., East 
Rutherford, N. J. 


RETURN UNITS, PUMPS — Catalog 
104D compactly describes, with com- 
plete specifications, a line of condensa- 
tion return units, water 
super turbine pumps. 

are performance 


systems and 
Also included 
tables, dimension 
drawings and a listing of pump parts. 
sulletin No. 115B by the same manu- 
facturer covers self priming super- 
turbines, and straightself priming 
centrifugals for semi-industrial appli- 
cations.—Decatur Pump Co., Decatur, 
Til, 


CONVEYORS — Recommendations — of 
aluminum portable gravity conveyors 
on specific applications are given in 
this firm’s recently published eight 
page booklet. Illustrated are a wheel 


type gravity conveyor and roll type | 


gravity conveyor.—Aluminum Ladder 
Co., Tarentum, Pa. 


FLEXIBLE COUPLINGS — This con- 
densed catalog describes and illus- 
trates five types of flexible couplings 
—"Bondtru,” “Bondflex,” “Grundy,” 
“Bondit” and “Mather.” The book is 
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(CROSS SECTION AT FROG) ENTIRE 
SHOVEL 60% THICKER AT CENTER 


THAN AT EDGES. 


RAZOR-BACK 
SHOVELS 


—the Fastest-Selling, 
Most Profitable Line 
Wherever Shovels 
are Bought ona 
SERVICE PER 
DOLLAR BASIS! 


Ask Us for Proof! 


Lighter, 
Stronger 


Only 
Shovel with 
a BACKBONE 


é $15 per Dox. List 


THE UNION FORK & HOE CO. 
Columbus, Ohio 


Quality Over 


THE NAME TO REMEMBER 


for 


Makers of Tools for 40 Years 














TANKS 


copper, aluminum, stainless steel, Monel, 
etc. All sizes and shapes. 


COILS & BENDS 


all non-ferrous metals and stainless steel. 
Any specifications. 


EXPANSION JOINTS 


for low pressure and vacuum. Copper 4” 
to 60° diameter. 


FLOATS 


copper, steel, stainless steel, aluminum, 
and any workable metal. All types. 


KETTLES 


all metal with and without steam jacket. 
Also cépper brew kettles. 


bushing bronze. Cored and solid bars. 


measures, funnels, and pails—copper and 
stainless. 








Evaporators, heaters, coolers, brewing, evapo- 
rating, distilling, and chemical apparatus. 


Let us give you estimates. 








|| ARTHUR HARRIS & CO. 
| 210-218 N. ABERDEEN ST. 
| CHICAGO, ILLINOIS EST. 1884 













































































SAFETY 


“BLUE 
DEVIL” 


SOCKET 
SCREWS 


6 
REASONS 


Why You Should 
Sell Them 


1. Knurled Chamfer 
2. Cold-formed Head—Continuous Fibers 


3. Hexagon Socket with True Sides—Full 
Wrench Fit 


4. Concentric Head—Square Shoulder 
5. Accurate Die-Cut Threads 
6. Distinctive Draw Blue Finish 


Sell the best quality POSSIBLE. Try us 
on your next order—we guarantee RAPID 
service—high quality—additional profits 
on every order. 


SAFETY SOCKET SCREW CORPORATION 
4445 N. Knox Ave. CHICAGO, ILL. 


RUBYFLUID = 


- +» the Easy-to-Sell 
Quality Line of 
Soldering Fluxes 














It's easy for job- 
bers to cash in on 
the profit possibili- 
ties of the famous 
line of Rubyfluid 
Soldering products. 
These “top-notch” 
products have met — 
the approval of 
plant superinterd- 
ents and operators ——— 4!) 5 —— 
everywhere; they 
know the good 
work it will do and 
want it. Rubyfluid 
is priced to give 
you top profit, it's 
easy to sell. Fea- 
ture Rubyfluid. 


RUBY 


Chemical Co. 
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of only twelve pages, size 34” by 6”, 
but in small space tells a full story on 
these items.—Charles Bond Co., Phil- 
adel phia, Pa. 


NIBBLING MACHINE—Tip Sheet No. 
4 introduces the new No. 250 nibbling 
machine, fully describing the four 
leading sales points of the product. 
In addition, there are a number of 
other “shorts” designed to assist sales- 
men in boosting orders for the “Cuta- 
matic”.—Andrew C. Campbell Divis- 
ion, American Chain & Cable Co., 
Bridgeport, Conn. 


SHARPENER'S HANDBOOK—The 19th 
revised edition of “How to Sharpen” 
is just off the press. It covers the 
selection, use and care of sharpening 
stones in a comprehensive manner, in 
addition to giving many definite sug- 
gestions for the sharpening of edged 
tools in general. In the past several 
million copies of this book have been 
distributed but it still remains in 
demand among tool users, especially 
those engaged in teaching industrial 
arts. —Behr-Manning Corp., Troy, 
ee 


HANDBOOK ON SLINGS—W ritten 
especially for use by safety men, 
superintendants, engineers, purchasing 
agents, and all others concerned with 
handling problems where slings are 
employed—this publication contains 
56 pages of information and includes 
many reference tables and _ photo- 
graphs. Latest information on sling 
designs capacity and weight compari- 
sons of slings, wire rope, and chain; 
tables for safe working loads; typical 
assemblies; crane signals; breaking 
strength and weight comparisons— 
these are typical of the information 
contained in the handbook. — Mac- 
whyte Wire Rope Co., Kenosha, Wisc. 


WIRE BRUSHES —A new bulletin No. 
40-11 featuring steel wire brushes 
has just been issued. One of the 
features of this bulletin is the compre- 
hensive information it gives as to the 
many potential uses for these popular 
cleaning tools.—The Milwaukee Brush 
Co., Milwaukee, Wise. 


ROLLER BEARINGS —Catalog No. 15 
depicts improvements in the design 
of adapter, press fit and super sealed 
types of mounted bearings. Increased 
range of sizes is shown to be available 
in many of the types listed. Also the 
addition if made of the following types 
of mounted bearings: Standard duty 
welded pillow blocks; standard duty 
outboard flange units; adapter type 
flange and cartridge units, super 
sealed pillow blocks, super sealed 
flange units with welded housings, 
super sealed cartridge units.—Shafer 
Bearing Corp., Chicago. 





MILL SUPPLIES ©. FEBRUARY, 1940 





BENCH PUNCH > 
More “PUNCH” 


in your Sales .... . 


WHITNEY -incres 


Here’s a line that will put a mew punch 
in your sales. You can find a portable 
hand lever tool suitable for any require- 
ment in the complete Whitney Line. Our 
guarantee and prompt attention to your 
orders bring profitable returns. We have 
a very complete descriptive booklet which 


we will be glad to send you— 
write for it today! 
HITHES. 


Rockford, Illinois 

















NOW is the time to sell 
ATLAS CAR MOVERS and 
ATLAS PERFECT SPURS 





The winter moaths 
with snow and ice on the 
rails often makes it difficult to 
move a freight car. Your customers 
will not experience any difficulty with 
ice and snow if they use an ATLAS 
CAR MOVER with its tremendous 
power due to compound leverage. 
ATLAS PERFECT SPURS will grip the 
rail under any conditions. 


Manufactured only by 
APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 


formerly at Appleton, Wis. 
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A HANDY 


LINE OF 
PACKINGS 





ae LESS INVENTORY 


The Greene, Tweed line of only 
five brands covers the major pack- 
ing field. This means lower in- 
ventory with quicker turnover 
and higher profits. 


EASY TO SELL 





Salesmen know in a flash exactly 
which packing to recommend 
for the job. All information is 
contained on a single sheet—the 
ABC chart. All the salesman 

- has to do is check sizes and fill 
the order from the shelf. 


RE-ORDERS 





Consumers stay sold on Greene, 
Tweed packing because it stands 
up longer. Your customers’ sat- 
isfaction will be expressed in re- 
orders. 











PALMETTO 
for steam, air, hot fluids 
PALCO 
for water 
PELRO 


for solvents, oils 


CUTNO 


for alkalis 


GLASO 
for acids 











GREENE, TWEED & CO. 
101 Park Avenue New York, N. Y. 





o 


PGREENE, TWEED} 
self-lubricating 
PAC KINGS 








backfires 


A common meeting ground for the discussion of problems familiar 
to distributors and manufacturers 


fog of misunderstanding which may exist between the two 


. . . seeking to dispel the 








® The manufacturer of industrial supplies 
and equipment is up against a tough propo- 
sition. Oh, we know the torrents of abuse 
and the “How about me’s” that this state- 
ment is calling forth but for this month at 
least we're sticking to our guns. 

Try putting yourself in his place. Gen- 
erally, his market is all industry. His unit 
sale is relatively small. ‘To keep his sales 
costs down he sells his product through in- 
dustrial distributors. This gives him a huge 
sales force but it also gives him a headache. 
The headache comes from trying to get the 
story of his product and its applications over 
to his distributor sales force. To do this he 
uses many means, some expensive, some 
economical. 


® As one of these means most manufacturers, 
who are seeking new outlets or trying to help 
present distributors, use the advertising 
pages of MILL SUPPLIES. We urge that you 
study these pages carefully. By so doing you 
will help the manufacturers of industrial 
supplies to keep their selling costs low. This 
will benefit you in the long run by keeping 
the products you handle competitive in 
price. 

We urge that you read this advertising 
carefully because it contains a wealth of 
sales information which will put dollars in 
your pockets. A quick glance through the 
early copy this month revealed sales data on 
a “close-quarters” electric drill, an illus- 
trated application for force lubrication, sev- 


eral selling opportunities for V-belt drives, 
data on the aircraft industry as a market for 
hacksaw blades, an application tip on oil- 
stones, sales points on a new goggle, applica- 
tions for insulating material, descriptions of 
a new masonry drill, a check chart on union 
sales points, illustrated talking points on belt 
fastening, performance data on a _ rubber 
belt, applications for a portable nibbler, 
sales points on valves, cutting figures on 
molybdenum blades, spring washer facts, 
applications for flat ground stock, charac- 
teristics of cast iron pulleys, a well-rounded 
“sell him something more” on electric tools, 
dope on side cutting pliers and many other 
practical leads to more volume. 


® Manufacturers work hard to pack their 
advertising space with information you can 
use every day. They work hard and spend a 
great deal of money in other efforts to in- 


crease your sales, of course. But the more 
use that is made of the selling helps which 
appear every month in your business paper, 
the less they will have to spend on other ac- 
tivities and the more you will be in a posi- 
tion to build greater volume at a profit. 

The manufacturers are up against a tough 
proposition but if the informative, common- 
sense copy they are preparing for MILL 
SUPPLIES these days is any criterion, they 
are well on their way towards licking it and 
maybe they don’t need so much sympathy, 
after all. 


JiM CHANNON 
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